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FEBRUARY 1956......IN THE WEST AND FOR THE WEST 


Irwin Spring Specials Feature 53% Mark-Up 
For Dealers .. . Regular Catalog Stock 


No. BBR(s) 62T Auger Bit Set 
¢ Regular catalog set of 6 Irwin 62T Auger Bits in 
red plastic roll, sizes 4, 6, 8, 10, 12 and 16/16”. 


¢ Packaged in colorful red and white display box with 
cut-out lid to give “eye and buy” appeal. 


* Double-cutter 62T type with medium fast pitch 
screw, original solid center design, high polish finish 
highlights Irwin quality. 


¢ Heat treated and hardened full length for longer life. 
e America’s finest auger bit value, a proved best-seller, 


Regular Retail Price . . . « «© %$7.O0Qper set 
Spring Special Dealer Price . . . $4.55 per set 
53% Dealer Mark-Up . . . ». « « $2.45per set 


Weight: 14 Ibs. per set. Packed 12 sets to shipping container. 


Order From Your Irwin Wholesaler Today! 
i RWI Ri the original solid center auger bit 
& 
screw drivers, screw driver bits 


No. 21(s) Micro-Dial Expansive Bit 
Bores 19 Standard Size Holes 


e A fast selling all-purpose bit for the home handyman, teen-age 
woodworker, Industrial Arts Student, or professional carpenter. 

¢ Bores 58” to 134” —19 standard hole sizes in all. Two cutters 
supplied with each bit. 

¢ Accurate, dependable, quick size adjustment with easy turn of 
Irwin Micro-Dial. 

¢ Drop forged from special bit steel, heat treated full length, 
highly polished. 


¢ Packaged individually in colorful display box with cut-out lid 
and removable protective sleeve. 











Regular Retail Price . . . o . $3.10 each 
Spring Special Dealer Price . . $24.19 per doz. 
53% Dealer Mark-Up . . . . $13.0%per doz. 


Weight: 412 Ibs. per doz. Packed 24 to shipping container. 


The Irwin Auger Bit Company ... at Wilmington, Ohio, Since 1885 





show ’em this plier... 


and YOU'LL SELL IT 











A sale is in the making every 
time your customers “heft” a 
For a longer profit per sale... SELL QUALITY Channellock 420 plier. The reason? 
} No other plier does so many jobs 
so well. It grips any shape... of 
any size (%” thru 1%”) ... with 
a grip like a pipe wrench. This all 
‘round usefulness is the reason why 
more and more householders . . 
as well as mechanics . . . want and 
buy Channellock 420. So make the 
Channellock line your plier line... 


No. yr. &-Te) and let the Channellock 420 lead 


the way to greater profits for you. 
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CHAMPION DEARMENT TOOL COMPANY 
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Red Devil’s newest value—the P 13 Series, 

ete line of putty knives, wall scrapers, 
knives and putty chisels. 

ite handles have real. eye- and sales- 

Bed Devil design full tang blade 


NEW A-13 
MERCHANDISER 


A hard-selling assortment of the 
most popular sizes 

1 Doz. P 13-1% $ 

1 Doz. P 13-1% F 

Y2 Doz. P 13-3 S 

Ya Doz. P 13-3 F 

Va Doz. P 13-5 F 


The Merchandiser 
is FREE. 








BOYCO 
QUALITY 
MAKES 








Sell BOYCO’S longer life — galvanized after fabrication 

Prove BOYCO’S crush resistance — deeper corrugation 

Point out BOYCO’S durability—United States Steel quality 
Show BOYCO’S drop strength—double seam raised bottom 
Demonstrate BOYCO’S reliable lifting —riveted handle brackets 


Stock up BOYCO’S Complete Line of 
Galvanized Ware and see the difference these 
fast-moving products make in your sales and profits. 


UNITED STATES STEEL PRODUCTS 


5100 SANTA FE AVENUE, LOS ANGELES, CALIFORNIA + 1849 OAK STREET, ALAMEDA, CALIFORNIA 
DIVISION 
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consumer , 
offer! y 


N 
Your customers get cow ico PEE 
first dollar’s worth free! 
They send the coupons * 
to Chicopee. at BERGLAS 
You get the profits! SCREENING 


For further information contact your wholesaler or write to: 
CHICOPEE MILLS, INC.,Lumite Division, 47 Worth Street, New York 13, New York *T.M.0.C.F. Corp, 
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COMMEN T — 


You Have The Goods For Home 
Improvement 


In January a year-long, nation-wide campaign was launched 
to create a desire among American home-owners to improve their 
homes. At this moment it looks like the promotion will very 
shortly reach a fever peak. 


Although it was stimulated by home builders and manufac- 
turers in the home building field, home improvement is a natural 
for hardware retailers. At no cost to you, home-owners will be 
getting the urge to improve the appearance of their homes, inside 
and out. You can capitalize on this campaign by being an alert, 
up-to-date merchant. 


Your competition, particularly the large chain organizations 
are going into this on a grand scale. It doesn’t take much effort 
on your part to get into the swim and reap some benefits from 
this huge campaign. Get your personnel keyed-up to suggest 
home improvement ideas. Slant your advertising at every oppor- 
tunity toward home improvement. Keep your window displays 
pointed to home improvement and show many items throughout 
the year that will bring better appearance to the home. Talk up 
replacement of worn and unsightly looking equipment. 


Many persons were wondering how long the “Do It Yourself”’ 
fad would go on. It looks like this operation Home Improvement 
campaign may fan the flames of “Do It Yourself’’ to even greater 
heights. There are many persons unable to buy some of the ser- 
vices for home improvement. However, if they get the fever of 
wanting to improve along with millions of other Americans, they 
will be resourceful enough to do it themselves. 


You have the products to sell and the products to rent to help 
them do this. Now all you need is an awareness of the potential 
of this campaign and a personal desire to promote “’56 as the 
year to fix.” 
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LITTLE BROWN JUGS. 
& CHESTS 


yy BEAUTIFUL 





SALES FEATURES 





ADVERTISED 





Year after year this is the line “‘most" 
advertised ... with more radio and 
TV time . .. more Magazine and more 
Billboard space . . . featuring Little 
Brown Jugs and Chests than any 
competitive products on the market. 


a) 


Give you THE MOST” sates! 


What a pleasure to sell merchandise so 
beautifully designed and so ruggedly built. 
People are attracted to the smart two-tone 
color styling and the many quality features 

. such as extra-thick Fiberglas insulation 
and sparkling white porcelain acid-resistant 
interiors. Chests have new easy-action 
latches and sturdy two-piece construction. 
And, best of all, there are many models and sizes to 
choose from. 
Other Hemp products include the Vagabond Line 
of Jugs and Chests completely redesigned for 
volume merchandising. 





Order from your jobber 
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(and keep) a customer 


Nothing, not even butterfly nets, brings in customers like quality. 
It’s a buyer’s first requirement—quality. And that’s why so many 
fence buyers require USS Fence. Its outstanding qualities* are 
obvious wherever it’s used. 


*Long-lasting, anti-sag and trouble-free. 


United States Steel Products 


for more profitable farming 


United States Steel Corporation + Columbia-Geneva Steel Division 
120 Montgomery Street, San Francisco 6, California 


UNITED STATES STEEL 
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MACHINE SCREWS 


STANDARDIZE ON “NATIONAL” | OTS: 
... for easier stock handling - eon 


Machine Screws 


Nuts 
Easy-to-read labels on attractive National fastener pack- 


ages are color-coded to give you easier stock handling. 
With this feature . . . plus the convenience of one-source 

. buying from National’s most complete line of fasteners 
... you will find it pays to standardize on National. 


Cap Screws 
Tapping Screws 
Stove Bolts 
Carriage Bolts 
Lag Bolts 
Machine Bolts 
Cotter Pins 


NATIONAL SCREW & MFG. CO. OF CAL. 


3423 So. Garfield Ave., Los Angeles 22, Cal. 
Div. of The National Screw & Mfg. Co., Cleveland 4, O, 


; ~ 
# Vational Fasteners J, Hodell Chains 
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56-D 
56-A Hand Wire Scratch . . . 2 dozen sturdy Popular Tynex Nylon Varnish Brushes. 
Eaik Hoice Pint Voralils brushes for quick wire brushes with shoe handle grip. 3 doz. assorted 114”, 2”, 214” and 3” 
rice Fle rnis shes 
sales. 6 doz. assorted 1”, 114” and 2”. 








Morchs = hauahes 
Give You A0% Profit 


oe 





Pure Bristle . . . popular Wall brushes move 
fast! 2 doz. assorted 3”, 314” and 4”. 











Pure Bristle, medium grade Wall 
Brushes. 1 doz. assorted 3”, 31/4.” and 4”. 


Choice of two assortments: 56-E, Tynex Nylon —56 F, Pure Bristles 
56-E & 56-F Sturdy wire rack displays 3-1/12 doz. 1” to 4” brushes, each Saran 
Wrapped on individual card with full instructions on use and care 


EIGHT COLORFUL ASSORTMENTS 


Each in Free Modern Sales Booster Display 


e Recognized Line © Quality Brushes 
e Rapid Sellers e Satisfied Trade 


Eight different assortments for your selection. Each display a credit to 
your store. All highlighted with a sales story that makes instant sales with 
shoppers. Remember, Morck Brush Displays Pay You 40% Profit. 








Perfect applicator for Bondex® .. . 
1 doz. fast selling coating brushes. 





Ask Your Distributor To Show You Full Line Of Assortments 


UWorch Brush Division 


25th STREET AND POTRERO AVENUE 
SAN FRANCISCO 10, CALIFORNIA 








BRUSHES - PAINTS - GLASS - 





CHEMICALS - PLASTICS 





PITTS8UR CH an ae a ee 


COMPANY 
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ORNAMENTAL 
FENCE 


gives your customers 


BEAUTIFUL 
PROTECTION 


Beautiful Protection—that’s what your cus- 
tomers get when they use CF&I Ornamental 
Fence. For this attractive fence actually en- 
hances the appearance of any property while 
protecting it. What’s more, it protects children 
by keeping them safely in the yard or playground. 


The double loop construction has closely- 
spaced wires at the bottom to afford greater 
protection, discourage climbing and keep chil- 
dren’s toys inside. A single loop construction 
which provides a simple, attractive design for 
boundary fences is also available. 
i ee 

DON’T FORGET! CFa&l Flower Bed Border is 
the perfect companion for Ornamental Fence— 
both have the same type of top to carry out the 
decorating motif throughout the lawn or garden. 
And CF&lI Flower Bed Border is easy to use. 
It can be shaped to fit any bed and is installed 
merely by pushing the wire ends into the ground. 
Easily removed for mowing lawn. 


CF&I Ornamental Fence gives your customers 
this beauty and protection at a surprisingly low 
cost because it is made to last! Every picket is 
made of strong, springy steel wire that prevents 
the fence from sagging or losing its shape. In 
addition, every inch of the fence is carefully 
and heavily galvanized so it will keep its “‘new’”’ 
look for years. 


So—next time your customers want a fence 
that will give beauty and protection—show 
them CF&I Ornamental Fence. They’ll thank 
you for it! 


THE COLORADO FUEL AND IRON CORPORATION 


Abilene * Albuquerque * Amarillo * Atlanta ¢ Billings * Boise * Boston * Buffalo * Butte 
Casper * Chicago * Denver * Detroit * El Paso * Ft. Worth * Houston * Lincoln (Neb.) 
Los Angeles * New Orleans * New York * Oakland * Oklahoma City * Philadelphia 
Phoenix * Portland * Pueblo * Salt Lake City * San Francisco * Seattle * Spokane * Wichita 
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FeN + 3 LINES = OEALER PROFIT 


IT’S SIMPLE ARITHMETIC: The most experienced lawn mower manufacturer in 
the world (hand mowers since 1889—power mowers since 1917), plus 3 complete 
lines of lawn mowers, equals profit for you. 

Good looks and quality construction is obvious on F&N mowers. You'll find 
them a real pleasure to demonstrate and sell. And they stay sold! F&N’s enviable 
service record virtually insures you against costly call backs. 

Yes, we could give you hundreds of reasons why there is profit in handling 
F&N, but our products speak for themselves. There is a type and size F&N 
mower for everyone—twenty profitable reasons why you'll want to carry F&N. 








— i RD 
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ABOUT 


PEOPLE 


L.A. 
Machinery 
Firm 
Names 
Four 





Jim Davidson 


Appointment of four new executives 
has been announced by Consolidated 
Machinery & Supply Co., Ltd., Los 
Angeles. 


Jim Davidson, formerly head of the 
gasoline engine driven power tools 
division of the Mall Tool Company, 






Russell Eagles 


has been named vice-president and 
general manager. 

Russell Eagles, who has been with 
Consolidated for 19 years, has been 
promoted to assistant general man- 
ager. 


Wiley Wickman, formerly president 


Wiley Wickman 


Don Malcham 


of Hollywood Manufacturing and Sup- 
ply Company, has been named firm’s 
new sales manager. 

Don Malcham, who previously rep- 
resented the Mall Tool Company in 
the state of Washington, has been 
named Northwest regional sales man- 
ager. 





Fuller 
Makes 
Executive 
Changes 


W. P. Fuller Brawner 


W. P. Fuller Brawner has been 
elected president of W. P. Fuller & 
Co., following the annual stockholders’ 
meeting in San Francisco early in 
January. He succeeds his brother, A. 
H. Brawner, who was elected chair- 
man of the board of directors. 

The new president first joined the 
firm in 1924 as a trainee, and with 
exception of the period from 1941 to 


12 





A. H. Brawner 


1946, when he was in the military ser- 
vice, has been with the firm con- 
tinuously. He had been vice president 
of the firm since 1946. 

Other officers elected were: H. S. 
Margetts, vice president; W. P. Ful- 
ler, III, vice president; F. O. Roeber, 
treasurer; S. H. Kline, secretary; and 
D. M. Asinoff, comptroller. 








Moto- 
Mower 
Names 
N. W. 
Rep. 


Glenn H. 
Connelly 





Glenn H. Connelly has been ap- 
pointed Northwest sales representa- 
tive by The Moto-Mower division of 
Detroit Harvester Co., manufacturer 
of power lawnmowers. 

Owner and manager of the Con- 
nelly-Macy Co., Hillsboro, Oregon, 
machinery firm, for six years prior to 
joining Moto-Mower, Mr. Connelly’s 
territory will include the states of 
Oregon, Washington, Montana, Idaho 
and Western Wyoming. 
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Lambert 
Names 
North- 
west 
Rep. 


William A. 
Matzke 





7 
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William A. Matzke and his son, Bob 
Matzke, have been named factory rep- 
resentatives in the states of Washing- 
ton and Oregon by Lambert, Incor- 
porated, manufacturers of the Lam- 
bert Lawnsweeper line. The Matzke 
offices are located at 809A Terminal 
Sales Building, Seattle. 


Named 
Los 
Angeles 
Rep. 


Ray B. 
Nichols 





Ray B. Nichols who formerly rep- 
resented The Autoyre Company of 
Oakville, Connecticut, on the West 
Coast has been appointed by the firm 
as sales representative for the Los 
Angeles area. Mr. Nichols makes his 
home in Los Angeles. 


Savage is Assistant S. M. 


James S. Savage, Jr., has been ap- 
pointed assistant sales manager of 
the Retail Stores Division, The Alu- 
minum Cooking Utensil Co., Inc. He 
will be in charge of Wear-Ever Job- 
ber sales. Mr. Savage has been a 
Wear-Ever salesman since 1946. 


FEBRUARY 1956 








CALIFORNIA POWER TOOL LINE INTRODUCED AT SALES MEETING 





AT THE WINTER SALES MEETING of the Eric F. Chemnitz Co. held at the 
Western Merchandise Mart in San Francisco on December 15, 16 and 17, Eric 
Chemnitz, founder of the firm, (extreme right) explains sales pointers to his 
sales crew regarding the Fairchild Electric Tool line. The sales representatives 
are (left to right): Eric Lous, San Francisco; Robert G. Golding, San Francisco; 
J. Robert Brem, Los Angeles. The representative firm has just recently taken 
on the power tool line manufactured by the Fairchild Industries, division of 
the Fairchild Camera and Instrument Corp., St. Louis, and will cover the 
State of California. At the same time it was announced that the manufacturer 
is offering a new sander and saw to the line of drills, tool kits and other power 
tool products. 








PACIFIC COAST DISTRICT SALES MANAGERS of The Black & Decker 
Mfg. Company attended a sales meeting recently at Hershey, Pennsylvania, at 
which time the firm announced the divisionalization of the Company’s sales 
force in the United States. Products sold through hardware, building supply 
and specialty dealers will be handled by firm’s hardware sales force, and tools 
sold through industrial and automotive distributors will be handled by the 
Industrial-Automotive sales force. Above (left to right) are: P. W. Lund, 
Seattle; L. C. Kaefer, Los Angeles; J. P. Spain, regional manager; J. T. Doyel, 
San Francisco; P. A. Pounds, San Francisco; and J. L. Gehring, Seattle. 


Youngstown Names Two Firms 


New Western distributors appoint- 
ed by Youngstown Kitchens are: The 
Frank Edwards Co., for the San 
Francisco territory; Midland Spe- 
cialty Co., El] Paso, for West Texas. 


Midwest Names Western Rep. 


The Teller Corporation, Los An- 
geles, was recently appointed sales 
representative for Eversharp Power 
Mowers and Ride-A-Mower, by Mid- 
west Mower Corp., Hannibal, Mo. 

The Teller Corporation will contact 


accounts for both lines throughout 
California, Nevada, Utah and Ari- More News About People and 


zona. Firms On Page 115 
13 
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e stanc re of Top Quality which 
fhere have come to expect. That’s 










‘dealers who have been and are 
0, We say “Thank you”. To those 
be joining us soon, we say “Welcome 
years are ahead”’. 










0 the 


THE AMERICAN PAD & TEXTILE CO. 
Greenfield, Ohio * Fairfield, Calif. * New Orleans, La. © Trenton, N. J. 
In Canada: Tapatco, Lid., Magog, Quebec 
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| SEND THIS 
Ss 
TO YOU! 


BIGGEST EVER 


hose and sprinkler 


PROMOTION 


builds store traffic for you! 
15 FREE POWER MOWERS 


During June, Resinite’s 10th Anniversary Month, 

we're giving away absolutely free in the West 

alone — 15 Sunbeam Electric Power Mowers... 

nothing to buy... no contest... but all entrants 

must visit a Resinite dealer to obtain their free 
entry blanks. Bring this added traffic to your 
store by joining in this huge promotion and 
being listed in big newspaper ads. 


FREE GIFTS for your customers 

Also, a heavy metal hose rack( $1 value )will be 
given free during June to each purchaser of 50 
ft. or more of Resinite Super Hose, Green Star 
Hose or Triple Spray Sprinkler. Rack shipped 
direct from factory to customer. 


|g POWERFUL ADVERTISING CAMPAIGN 
EULL PACE ADS in two colors 

in major cities, plus big space and follow-up ads 
every week during June in cities and small town 
papers... all with dealer listings. Also SUNSET 
Magazine with a double spread in color, listing 
dealers. Plus TY Spots, Radio, Window Stream- 
ers, Banners, Counter Cards, Stuffers... every- 
thing you need to make this the biggest hose 
and sprinkler year in history! Deadline to. sign 
up is May 1. Send the coupon today! 


Resinite 


SOLD BY RESINITE SALES CORP. SANTA BARBARA, CALIF 
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WILL YOUR 
STORE BE 
LISTED IN 
THESE BIG 
NEWSPAPER 
ADS? 
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... featuring Resinite 
HOSE AND SPRINKLERS 

























Hesinite GOLD STRIPE 
x] hose 


Unquestionably the finest hose made. 
Extremely strong, flexible, durable. 
Non-kinking. Bright green with gold 
stripe. %", Ya", 5", %” sizes. 





Slee HOSE 


Hesinite 
Fine quality at a popular price. 
Transparent green. Sturdily built 
for long life. 


- FLEXIBLE 
Resinite Tile Sorey SPRINKLER 
New triple tube design waters a far 
greater area (over 1,000 sq. ft.) with 


gentle, rain-like mist. Tough, weather- 
resistant vinyl. 











SPRIMKLER 
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( CARLSON 


STEEL TAPE RULES & TAPES 
available 
in all 
48 states! 





RIGHT NOW all DISSTON representa- 
tives are showing CARLSON Rules to Wholesalers, 
from the East Coast to the Rockies. Originally 
sold only West of the Rockies, CARLSON Rules 
are now available in all 48 states. This is 
made possible through the recent joining of 
CARLSON to the Henry DISSTON DIVISION 
of H. K. Porter Company, Inc. 

Here are some of the reasons for the great 
popularity of CARLSON Rules . . . and why you 
should stock and push them: 





They are made of finest quality steels to with- 
stand roughest use. 

Their jet black, accurate graduations, on snow- 
white background, are easy to read. Double 
graduations run full length of tapes. 

There is a complete line to cover every steel 
tape rule need . . . in sizes from 6’ to 100’ 
capacity in various widths . . . with a special 
right-handed rule for right-handed people. 
There is a striking display for wall or counter 
use that costs you nothing extra . . . does not 
tie up saleable merchandise. 

All tapes have Automatic Brake, Non-Friction 
Wind and are designed so Blade can be easily 
replaced if and when necessary. All except 
certain models have the famous Carlson 
Swing Tip. 

CARLSON Rules will be nationally advertised 
in trade and consumer magazines, building up 
your market for you. 


PHONE, WIRE OR WRITE YOUR DISSTON 
WHOLESALER TODAY. KNOW WHAT REAL STEEL 
TAPE PROFITS CAN BE. 


CASH IN...Place your 
order through your 
Disston Wholesaler now 
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AMnouncing ul 
“DISSTONIZED” 
SAWS 





__ NOW! Disston saws will Stay factory-fresh 
and shiny until u 


Sed... no more finger marks... 
no more rust spots on your stock, 


Knowing what a problem finger marks and rust 
spots have been for you, Disston Engineers have 
developed a special baked on coating that will 
keep Disston Saw Blades as shiny and free from 
finger marks as the day the saws left the factory. 
This is not an oil, wax or lacquer that will rub 
off with handling, but a tough, flexible, trans- 
parent finish that is actually baked into the steel. 


It will not peel or crack and will not discolor 
the blade. 


And “pisstonizep” Saws will stay that way, 
no matter how many times they are handled, 
until they are used. All Disston Saws you now 
order will be “DISSTONIZED”’ for your protection. 
And that’s mighty important. For nothing can 
spoil a sale faster than a saw blade full of finger 
marks, rust spots or smudges. And, a “DISSTON- 
IZED” saw saves you the trouble of polishing. 


You always have a fresh, shiny, new-looking 
piece of merchandise to sell, 


Henry DISSTON DIVISION 


H. K. Porter Company, Inc. H 
2101 TACONY, PHILA, 35, PA, 
In Canada: 2-20 Fraser Ave., Toronto 3, Ont. 


ARD 
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Here’s the Big-Selling line that'll boost your sales of Watering Equipment... 
Look it over carefully now . . . then put your order in the “want-book”’, foday. 
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TRIPLE TUBE FLEXIBLE SPRINKLER* 


Sells 4 to 1 over any other 


SPRINKLES BETTER * 3 more coverage than any other flexible 
sprinkler. Even distribution, no puddles, no dry spots. 


MADE BETTER ¢ All virgin vinyl for longer life and better wear. 
Scientifically designed spray openings guide water to perfect 
pattern. Superior Couplings assure maximum water flow 
without leaking. Flush-out coupling for easy cleaning and 
connection of extra lengths. 


PACKED ON REE * Convenient — rolls up and rolls out the 


sprinkler with the greatest of ease. Stores sprinkler properly, 
for extra years of use. 


No. 1000 — 50 ft. covers 1000 sq. ft. $5.98 With Reel 
(20 ft. x 50 ft. rectangle) 


No. 600 — 25 ft. covers 625 sq. ft. $3.98 With Reel 
(25 ft. x 25 ft. rectangle) 
Above prices Fair Traded at retail? 


*#The Triple Tube Sprinkler is patented under U. S. Patent #2,621,075 
and other patents covering multiple tube flexible sprinklers. 








FLEXIBLE SPRAY-SOAKER 


Every home needs hundreds of feet 


Not a sprinkler. Not a seeper. Does things neither 
of these can do. 


Hundreds of fine sprays, from scientifically designed open- 
ings, spray upward only, from end to end in narrow pattern. 
Nothing equals it for effective watering of Trees, Shrubs, 
Narrow Strips of Lawn, Foundation Plantings, Garden Rows. 
Sprays aerated water for best soaking results without 
wasting water 


CAN BE LEFT IN PLACE ALL YEAR ROUND. Will not rot, 
rust or mildew. Made of tough virgin vinyl plastic with solid 
brass, nickel-plated, reattachable couplings with flush-out cap. 


RECOMMEND THIS NEW SPRAY-SOAKER. It’s vastly su- 
perior to the old fashioned seeper. 


No. 500— 50 ft. $3.29 


No. 800— 100 ft. $5.98 
Above prices Fair Traded at retailt 




















Now SUPPLEX Pays YOU to Advertise. Every carton of the five Supplex products illus- 


trated on these pages will contain this Advertising Dollar... worth $1.00 in payment of 
your newspaper advertising of Supplex products. It’s the hottest promotion of the year— 
your chance to tell your neighbors—at Supplex’ expense—about Supplex watering equipment. 
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Supplex (| Virgin, transparent vinyl. 
“ECONOMY” ( Reattachable couplings. ) 50 ft. $3.98 
Five year guarantee. 























HOW TO BREAK RECORDS FOR HAND TOOL SALES | 


Feature NICHOLSON’S | 


famous Handy file 




























Here’s a proven record breaker! Last year your customers bought 
more Handy files during IRHA Hardware Week than they had ever 
bought of any file during the same period of time in the history of 
Nicholson File Company. So we're repeating this special offer— 
and this year it’s bigger and better than ever. 


® Backed by timely sales support: National advertising in The 
Saturday Evening Post, Popular Science, Popular Mechanics, lead- 
ing farm publications. Plus hard-hitting show cards, streamers, 
newspaper mat ads, other merchandising aids from Nicholson as a 
participant in the great IRHA Hardware Week promotion. 

® An old friend to your customers, because it’s one of Nicholson's 
most heavily advertised products. They'll recognize that it’s two 
files in one, that it has innumerable uses around farm, home, 
garage or workshop—and snap it up at this low price! 

® Eye-catching special counter display carton for Hardware «| 
Week. Place it near your cash register to catch your share of 
“impulse sales” and build up volume sales in files. 


GET BIGGER SALES AND PROFITS WITH NICHOLSON’S 
GREAT HANDY FILE SPECIAL FOR HARDWARE WEEK 


Sette, Nicholson File Company, Providence, Rhode Island 


WB Me (In Canada: Nicholson File Company of Canada Ltd., Port Hope, Ontario) 


For Details Circle 16 on INQUIRY CARD 
HARDWARE WORLD 











The amazing new one-unit carton, specially de- 
signed for compact stacking, also serves as a sturdy 
shipping carton, and colorful display piece. Inside 
each package is a new Parker Lawn Sweeper in its 
handsome, new, blue and yellow colors .. . fully 
assembled! Remove the sweeper from the box, 
unfold the collapsible handle, and you’re in the 
lawn sweeper business. 


Yes, in 1956 Parker has quite an advertising 
“package”, too! The new “Sweep It Clean—Sweep 
It Green” theme will be spread via newspaper and 
magazine advertising, radio and television spots, 
Bunting System ads, and tie-in ad mats to get 
prospects looking for Parker Sweepers. Then win- 
dow stickers, counter cards, and folders will com- 
bine with a point-of-purchase display on every 
sweeper to help you sell them in your store. 


Speaking of packages . . . it looks as though 
Parker has got the sweeper market “all wrapped 
up” for 1956. The number one sweeper for every 
need; the latest packaging; new, exclusive features; 
the best fair traded (delivered) prices; Parker’s 
famous pair of demonstrator deals; and a top-flight 
advertising campaign. That adds up to as complete 
a sales package as you'll ever find. Why not order 
some Parker Sweepers in time for “Spring Clean- 


” 


up”... you'll “clean-up”, too! 


For Details Circle 17 on INQUIRY CARD 


FEBRUARY 1956 








Parkerette 20 and 
28 have new fea- 
tures, new colors. 


Springfield has Gas-powered Electric-powered Parker Pelican 
new colors, wind WHomemasterisall Electro Sweep is Carts 5and 15... 
apron standard new ... design, restyled, popular new colors, 
equipment. colors, features. as ever. features. 
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FAST SELLING LAWN 





Doo-Kip 
MODEL DK-303 
LONG HANDLE GRASS SHEAR 


Leader in the Long Handle field for 
over 25 years. A sturdy, efficient 
shear with induction hardened, ser- 
rated blades, which has the easy 
Up and Down action. 


Packaged four to a 
shipping carton. 
Length 37” 








Doki 
MODEL DK-202 
SUPER GRASS SHEAR 


Quick, easy action. Hollow 
ground blades are hardened all 
the way through with polished finish. 

Restyled handle with patented thumb lock. 
11%” long with 45%” cutting stroke. Attractively 
packaged for display. Packed 6 to a shipping carton. 


TOOL FAVORITES 


Length 21” with 8%” 
cutting stroke. Pack- 
aged three to a carton. 






MODEL DK-505 
HEDGE SHEAR 


Newest, best hedge shear on the market! Progressive engage- 
ment feeds hedge into shear, makes cutting easy. Hollow 
ground, thru-hardened blades; hi-carbon steel; sturdy con- 
struction. Light-weight wooden handles fit the hand. 















Doo Kip 
MODEL DK-207 
GRASS SHEAR 


New favorite in the Doo-Klip line. Restyled hand grip makes 
DK-207 easy to use. Blades are serrated, thru-hardened, hi- 
carbon, tempered steel. Thumb lock. Neat carton shows shears 
and helps sell it. Length 11%”, cutting stroke 4%”. Individu- 
ally packaged. Six to a shipping carton. 





"For price lists and descriptive literature write:” 


THE CEM encincenine & MANUFACTURING CO. . ALLIANCE, OHIO 


“Visit our booth (Number 334) at the National Garden Supply Show, New York City, Feb. 7, 8 9.” 
For Details Circle 18 on INQUIRY CARD 


MODEL DK-1111 
DISPLAY 


Here’s a natural sales 
builder —the DOO-KLIP 
Lawn Tool Display FREE 
with unit purchase of 
3 DK-101 Grass Shears; 3 
DK-202 Grass Shears; 3 
DK-207 Grass Shears; 3 
DK-303 Long Handle Grass 
Shears; 3 DK-404 Pruners; 
2 DK-505 Hedge Shears; 
1 DK-606 Weeder; and 3 
DK-909 Grass Shears 
Dealer cost is $39.80, 
PROFIT IS $22.14! 
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POWER-PROMOTION _ OMING UP 
%eep~ 
...for BARD-MATIC 


garbage eliminators! 


ONLY $39.95 RETAIL 










DEALERSHIPS OPEN NOW! / 


LIFE 





* 


o ie 
Mus Waulhfy/ Vib 


January 


February 








March 
April 
. | i May 
BIG COLOR ADS START IN MARCH “* 
Ww July 
Take an increasingly popular item like the ready profits from this power-packed ad- 
Bard-Matic Garbage Eliminator . . . with vertising campaign scheduled to break in August 
an ever-widening market and virtually no March. Dealerships are now open. Send in 
competition! Combine the mass _pulling- coupon below for complete information September 
power of nine top national magazines. Tell 4, ay) advantages of handling the Bard- 
how garbage chores are wiped out like Nihnels: CSuethions Bitestiiaade 
magic in an appealing, hard-selling story. ~~“ sr = October 
Time it all just right . . . and brother, jyews FLASHINM We'll also tell you about 
PORE Ent Power peAenY a brand new MAGGOT and ODOR November 
ACT NOW! The Big Spring push is com- KILLER for every garbage can in your 


ing up — fast! Start preparing to reap the area! Write today! December 


\ 


Set | a 
Ty gavio bate 










Attn: Dept. HW2 


|] 1 am interested in hearing more about Bard-Matic Garbage Eliminators. 

Please rush full details. 
Attractive, eye-catching displays 
help you sell Bard-Matic Elimi- 


| 

| 

l 

! 

| [] Tell me about new maggot and odor killer, too. 
nators. You'll receive plenty of | 

I 

| 

| 

l 

I 


merchandising aids, including II .scnicrratninacetnkninerenein eens ncn csiesaocniliaagiisesldaaiiaiiaii 
newspaper mats, radio spots, 
window banners, plus powerful Mibiiatig: oe aes ea ioe See 
national advertising to tie in with 
your local promotion. 

City. __. State 








| 
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Ked Taggs Merchandising Tips: 


Set up a simple display like this 
and see what happens... 


PRE-SEASON SPECIAL 
Fe 


OR 


"DO-IT- YOURSELF” 


SCREENERS! 


CYCLONE INSECT WIRE SCREENING 


OOF PER FOOT 


CYCLONE HARDWARE CLOTH 


.OOF PER FOOT 
TACKS.... 
HAMMERS. 
SNIPPERS. 


C 


y 


-OO¢ PER BOX 
.OO¢ AND UP 
.OO¢ AND UP 
OO¢ AND UP 


HOW ARE YOU FIXED FOR STOCK? 


Better take a look at your inventory now, 
for you can't sell what you don’t have on 
hand. Your jobber can take care of your 
orders in a hurry. Be sure to have plenty 
of Cyclone Insect Wire Screening in all 
three types—Galvanized, Bronze and Alu- 


minum—in stock. It comes in standard 18 
x 14 mesh, in 24, 26, 28, 30, 32, 34, 36, 42, 
and 48-inch widths. Cyclone Hardware 
Cloth is available in 2 x 2, 3 x 3, 4 x 4, and 
8 x 8 mesh sizes. Also in 34” and 54” heavy 
grades... in 24, 30, 36 and 48-inch widths. 


You don’t have to wait ’til the fly 
season arrives to sell screening. In 
fact, the current and growing “do-it- 
yourself” trend makes screening an 
all year business which really booms 
before the early spring thaws set in. 
So, now is not too soon to start show- 
ing Cyclone Insect Wire Screening 
and Cyclone Hardware Cloth. 


An attractive, easy-to-make display, 
something like the one shown above, 
should certainly make a lot of home- 
owners aware of the advantages of 
doing their re-screening themselves. 

And when you’re making the sale, 
be sure to impress upon your cus- 
tomers the top quality of the 
Cyclone products they are buying. 
Point out to them the superior con- 
struction of these fine products... 
how the improved selvage insures a 
snug, flat fit . . . makes both the 
insect screening and hardware cloth 
easier to handle. 


CYCLONE FENCE DEPARTMENT, AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION 


WAUKEGAN, ILLINOIS - 


HAR 


w 


y 


NG 
SCREEN! 
ct WIRE + aaiiatih 
INsE j-Bronze 


iALE STEEL 
Galvonizee er pst 


| oe on 1 eee 8 


SALES OFFICES COAST-TO-COAST + UNITED STATES STEEL EXPORT COMPANY, NEW YORK + PACIFIC COAST HEADQUARTERS—OAKLAND, CALIF. 





MAT 


USS CYCLONE «ped 707 
HARDWARE PRODUCTS 


™ 
CATCH-ALL east 
198 Separate *rE™ 
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Regma pee eee 


STATES 
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16 Fast-moving Money-Makers 


in UTICAs pre-tested H-8 
TOOL MERCHANT display 


This Utica® ‘‘Tool Merchant" display made 
of durable, lacquered red metal has been 
market pre-tested to insure you quick 
tool turnover. It’s proved itself a winner in 


the field and it's now ready to win sales. 


Designed as a semi-permanent fixture to fit 
perfectly into Peg-Board displays or on wall 
or cabinet door, etc. The ‘‘Tool Merchant" 
holds two each of Urtica's fastest moving 
tools. Minimizes inventory problems. 


RETAIL PRICE 
16 TOOLS 


NO CHARGE FOR DISPLAY 


YOUR COST 
FOR 16 TOOLS 


YOUR PROFIT 14.22 


AND you'll keep refilling the “TOOL MERCHANT” for 
more and more profitable sales because these tools 
are intensively ADVERTISED TO YOUR CUSTOMERS 


THE HALLMARK OF QUALITY 


UTICA DROP FORGE AND TOOL 


CORPORATION 


UTICA 4, NEW YORK 


In Canada: ADLAM TOOL & SUPPLY CO., LTD., MONTREAL 


For Details Circle 21 on INQUIRY CARD : 
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SEINE TWINES 
SEINE CORDS 


YOU CAN PUT YOUR ae 


VENETIAN BLIND CORD 


CONFIDENCE IN THE CLOTHES LINES 


MASON LINES 
FISHING LINES 
NYLON CASTING LINES 


| Ly 9 OM STARTER ROPE 
: JUMP ROPE 
MOP HEADS 
: WRAPPING TWINES 
3 : ; KITCHEN LINES 
= 2 , EXPRESS TWINES 
; ) ee CHALK LINES 


PARCEL POST TWINES 
POLISHED INDIA TWINES 
PLASTIC CLOTHES LINES 
JUTE TWINE 





if you display the 
\MIKE line it sells_ 





ART. 412 


WIRE SELF SERVICE DISPLAY RACK 


Construction: All metal Black Wrought Iron finish 
Dimensions: Height 5734”, Width 22%”, Length 17” 
Weight: 21 pounds 


Freight Allowances: When shipped with a Mike 
order this rack will carry the same freight 
allowance as the order. When shipped alone 
the rack will be f.o.b. mill or warehouses. 


Price: $7.00 per rack 





sl 
“(| ORDERS OF $50.00 OR MORE, FREIGHT 
PREPAID. Orders of less than $20.00 f.0.b. Mill, 
Lawndale, N. C., Van Nuys, Calif., Marietta, Min- 
nesota, Dallas, Texas, or Waynetown, Ind. Orders 
of $20.00 to $50.00, freight allowed to $1.00 per 
cwt. Freight prepaid does not include extra charges 
incurred outside carrier's regular zone of delivery. 


LAWNDALE, NORTH CAROLINA 
Cleveland Mills Company | :*""""".*:" "2°" °Snco 











Van Nuys, California Minnesota Dallas 26, Texas 
ESTABLISHED IN 1873 Waynetown, Indiana 


For Details Circle 22 on INQUIRY CARD 
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Made with green DuPont sponge 
yarn that cleans floors faster, 
dries floors quicker, lasts 3-5 times 
longer. Threaded nylon connector, 
with assorted gold, silver and 
coral 48” threaded handles. Mops 
individually packaged in printed 
wrapper. Colorful, eye-catching 
self-service merchandiser easily 


‘Genel | 
Broom 


For all types of floors. Colored 
plastic border to catch fine dust 
—tough fibre center to move 
heavy dirt. Protective rubber 
bumpers. Gold, silver and coral 
48” threaded handles. Brooms 
individually packaged in printed 
wrapper. Every dozen packaged 
in an attractive, self-service mer- 

















set up from _ shipping-display chandiser that sets up easily from 


carton . . . holds one dozen. shipping-display carton. 


Specially a § For 7 z Specially a $ For Hardware Week 


to retail to retail 


at only . at only : 
eac ve eac 


after May 1—reg. retail price $2.00 after May 1—reg. retail price $2.00 


details on —, 
ationally advertis 
im a call. 





OUR JOBBER has —. : 
Oxco line © 
pists and the complete O* ee 


d no 
hited: open cen © OX FIBRE BRUSH COMPANY, INC. 














Merchandise Now In The News 








INGENIOUS Jet Hoe is excellent for 


thinning, weeding and _ renovating 
lawns. Double-edge blade easily cul- 
tivates in either direction with gentle, 
push-pull action. Black steel blades are 
self-sharpening, and cut evenly %” 
below the surface. List price is $3.95. 
—Luster Manufacturing Co. 
For Details Circle 140 on INQUIRY CARD 








ADDED TO LINE of Johnston mow- 
ers is this 21-inch power propelled 
rotary. Powered by a 2.5 hp., 4-cycle 
engine, mower features recoil starter 
and reversible “Suction Lift” cutter 
bar, and spring loaded belt take-up. 
Leaf mulcher furnished with mower 
at no extra cost.—Johnston Lawn 
Mower Corp. 
For Details Circle 142 on INQUIRY CARD 





HEAVY PROMOTION will be used to 
back this Universal “Festival Special” 
coffeematic, offered for a limited time 
to retail at $21.95. Features are the 
flavor selector, redi-lite, cold water 
pump, heat sentinel, non-drip spout, 
and pure copper-chrome finish con- 
struction. Each unit has band describ- 
ing features and price. — Landers, 
Frary & Clark. 
For Details Circle 141 on INQUIRY CARD 
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EXTRAVAGANT STYLING with the 
latest in mechanical innovations is 
combined in the “Clock of Tomorrow.” 
Features include push-button chime 
alarm, quiet tick, one knob wind for 
both time and alarm, single set knob 
for both, luminous dial and hands, 
sweep alarm indicator, non-breakable 
crystal, and dust resistant case. — 
Westclox. 
For Details Circle 143 on INQUIRY CARD 











PLASTIC HANDLES in colors to 
match their Color-Flyte and Royale 
Melmac dinnerware, is offered on 1808 
Branchell Stainless Tableware. Car- 
ries same guarantee as dinnerware 

replacement if handles break, 
crack or chip in normal use. Starter 
set, 16-piece, retails for $22.95. — The 
Branchell Company. 


For Details Circle 144 on INQUIRY CARD 





EXTRA MARGIN, a 53% mark-up on 
each sale, is offered on Irwin’s two 
Spring Specials. Shown is set of six 
62T auger bits, sizes 4, 6, 8, 10, 12, 
and 16, to retail at $7.00, with dealer 
price of $4.55 per set. The other spe- 
cial is a No. 21 Micro-Dial Expansive 
bit, %” to 1%”, to retail for $3.10 
each.—Irwin Auger Bit Co. 
For Details Circle 145 on INQUIRY CARD 
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For additional information 
on any item shown on these 








pages, please circle number 
on the Reader Service Card, 
facing Page 99 in this issue 











SIMPLICITY of design is combined 
with beauty in Model M 614 Perfection 
gas range. Designed for flush-to-wall 
installation, 30-inch range features 
two giant and two standard top burn- 
ers with automatic lighting and built- 
in filters. Unit has extra large oven 
and broiler with choice of 4 broiling 
heights.—Perfection Industries, Inc. 
For Details Circle 146 on INQUIRY CARD 





RUST-PROOF SERVICE and ulti- 
mate in sanitary utility is offered in 
this deluxe Lustro-Ware plastic step- 
on can. The “cushion soft” 11-quart 
inner pail is said to be impervious to 
abuse, acids, etc. Available in popular 
kitchen colors and all white. Suggested 
retail $6.95.—Columbus Plastic Prod- 
ucts, Ine. 
For Details Circle 147 on INQUIRY CARD 
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1956 LINE of Eversharp rotary mow- 
ers feature lighter weight, concave 
front which permits closer front trim- 
ming to trees, bushes, etc., and side 
discharge which can be closed for 
mulching purposes. All models fea- 
ture a reversible blade sharpened on 
both sides, and three models offer 
full 19” and 22” cutting widths. Mid- 
west Mower Corp. 
For Details Circle 148 on INQUIRY CARD 





FOR BOTH HOME AND TRAVEL 
JSE, the Boilmaster is eight-cup elec- 
tric water kettle and instant coffee 
maker available in two combinations, 
either 6 and 115V or 12 and 115V, 
both AC/DC. Unit comes equipped 
with mounting bracket for use in 
automobile. The Boilmaster lists for 
$14.95.—The Silex Company. 
For Details Circle 149 on INQUIRY CARD 





UTILITY KICK BUCKET, made of 
stainless steel, accommodates stand- 
ard 13-quart pail. Non-marking rub- 
ber bumper encircling pail protects 
walls and furniture. Two-inch, ball 
bearing swivel casters assures sta- 
bility —The Colson Corporation. 

For Details Circle 150 on INQUIRY CARD 





TWO ITEMS, in Copper-Clad Alu- 
minum utensils have been added to 
the Everedy line. Skillet, 7-inch, is 
priced to retail at $2.75. Other item, 
a 14%4-pint saucepan will retail for 
$2.50. Both have hardwood handles.— 
The Everedy Company. 
For Details Circle 151 on INQUIRY CARD 





PRACTICAL Shuvalay electric shoe 
and furniture polisher has two round, 
pure bristle, brushes that can be used 
for either black or brown shoes. Rub- 
ber pad, lambs wool polishing bonnet 
and adaptor available to convert to 
furniture polisher. Suggested retail 
price, $19.88. — Portable Electric 
Tools, Inc. 
For Details Circle 152 on INQUIRY CARD 
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For Complete 
Customer Satisfaction 


vrevrTty HSH: 


Here’s an ideal money maker for 
farm, home, light industry and 
“do-it-yourself” markets. This Co- 
burn #5916 Door Set comes com- 
plete in one package (without track) 
containing everything needed for 
quick, easy installation. It can 
handle doors up to 300 lbs. with 


thicknesses to 134 inches. 

With standard track lengths and 
the Coburn 5916 in stock, you’ll be 
able to meet all demands for lighter, 
sliding door hardware. 

Write for catalogue and price list 
to Coburn Sales and Engineering, 
56 Sterling Street, Clinton, Mass. 


COBURN PRODUCTS 


ODUCTS OF WICKWIRE 


OLORADO 


FUEL AND 


SPENCER 


IRON 


CORPORATION 


For Details Circle 24 on INQUIRY CARD 


NEW PRODUCTS 


POPULAR PRICED Mardi Gras 
Snapdragons is a hybrid mixture 
having an extremely wide range of 
colors. Priced to retail for 25¢ per 
packet, flowers are very vigorous, 
growing to a height of 2', feet with 
many blossoms on each stalk. Florets 
themselves measure nearly 2 inches 
long and over '% inch wide. Highly 
effective for borders and mass dis- 
plays.—Mandeville & King Co. 
For Details Circle 171 on INQUIRY CARD 


EMERGENCY USE by motorists, 
sportsmen, truckers, contractors, etc., 
are just a few of the many uses for 
Big Beam flashing flare beacon. Pow- 
ered by ‘one standard 6-volt lantern 
battery in waterproof steel case, flare 
features a flashing bulb covered with 
a red Fresnel lens of molded plastic. 
Lenses also available in blue, green, 
amber, and clear. Unit will retail for 
$5.95.—U-C Lite Manufacturing Com- 
pany. 
For Details Circle 172 on INQUIRY CARD 


ALCOA OFFERS ALUMINUM IN COLOR 


The Aluminum Company of Amer- 
ica has announced that they are now 
albe to offer a complete line of spark- 
ling, color anodized aluminum sheet, 
tube, extruded shapes and fasteners, 
in blue, green, yellow, gray, brown, 
gold and black metallic finishes. Color 
finishes on aluminum are actually 
part of the metal itself. 

For Details Circle 173 on INQUIRY CARD 
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Take a new look at 


lawn watering and 


sprinkler performance 


this season! 


To properly water any lawn, you must lay down enough water 
to penetrate evenly to a depth of at least three inches. 


In order to do this effectively, it is necessary to use a sprinkler, 
and a hose size, that will deliver water in enough volume 
to get the water down where and when it is needed. 


® Now you can sell sprinklers that exactly fit 
your customer’s lawn at the price he wants to 
pay. You can offer complete watering per- 
formance information on each of these Nelson 
Sprinklers for the first time this season. 


From the Nelson “Clipper” at $3.25, to the 
Dial-a-Rain at $12.95, “performance” and 





WHIRLING 
SQUARE” 


“pocket book” are matched to your customer's 
requirements. Nelson sprinklers are designed 
to do a specific watering job for the home with 
a forty-foot front or for the large lawn. 


Guarantee and complete point-of-sale perform- 
ance information are included with each of these 
Nelson sprinklers ready for delivery NOW! 


POPPY® 





DIAL-A-RAIN® 
retail $12.95 


Adjustable Oscillating Sprinkler 
With dial control at “Full’— 
Covers 2193 sq. ft. or area 43’x 51’. 
Puts down 1” of water in 4.5 hours. 
Other settings cut area and time in 
half. Area covered is rectangular. 


L.R.NELSON MFG.CO.INC. 
PEORIA, ILLINOIS 
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retail $8.50 


Adjustable Whirling Sprinkler 
With dial set at “High’— 

Covers 1764 sq. ft. or area 42’x 42’. 
Puts down 1” of water in 3.7 hours. 
Other settings cut area and time in 
half. Area covered is square shaped. 











retail 53.95 


Whirling Sprinkler on Wheels 
Covers 1390 sq.ft. or area 42’ in 
diameter. Puts down |” of water in 
2.5 hours, or 5.7 GPM. Area covered 
is circular. 
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Write today for your copy of 
the new Nelson booklet 
“How to Get Top Performance 


® from Your Lawn Sprinkler.” 





retail $3.25 


Whirling Sprinkler 
Covers 962 sq. ft. or area 35’ in dia 
meter. Puts down 1” of water in 2.1 
hours. Area covered is circular, 
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STOCK UP ON THESE 
Two eye-catching, customer-catching 


HARDWARE WEEK SPECIALS 


DyNO-Mrre POWER BIT SET 


HIGH-SPEED STEEL BLADES stay sharp 10 times 
longer than standard tool-steel bits. 


BORE WOOD, plastic, plywood, etc., clean and 
fast — even at difficult drilling angles. 

GO RIGHT THRU SCREWS, ordinary nails, 
metal clips without damaging the cutting edge. 
SPECIALLY DESIGNED for efficient use with 
4” electric drills. 


SET OF 6 — %” to 1” — complete in handy 
plastic roll. 
SPECIAL FOR 
HARDWARE WEEK 


$579 


Dealer cost $3.87 — regular 33-1/3% profit margin 


Packing —1Setinabox .... . Ib. 


COMBINATION SQUARE 


A PROFESSIONAL QUALITY TOOL — at a 
bargain price for Hardware Week. 


GRADUATIONS ARE ETCHED — not stamped 
on blade — assuring clear, easy reading. 


12-INCH BLADE — graduated in 8ths and 16ths 
on one side — 16ths and 32nds on the other. 
PRECISELY MILLED working faces provide high 
degree of accuracy. 


EQUIPPED with scriber, cat’s-eye level and 
plumb. 


KNURLED THUMB NUT locks beam at any 
point on blade. 
SPECIAL FOR 
HARDWARE WEEK 


$159 


Dealer cost $1.07 — regular 33-1/3% profit margin 
Packing — 4 Squares in a box . . 3% lbs. 


MILLERS FALLS 
TOOLS 


Order today 


from your jobber 


AND GET SET TO CASH IN ON 
HARDWARE WEEK — APRIL 12-21 


MILLERS FALLS COMPANY, Dept. HW-7, Greenfield, Mass. The Mk of Ayperiority 
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ALCLAD SCREEN WIRE 


» ALUMINUM COMPANY OF AMERICA 
©A.C.0.A. 




















DyNO-Mrre POWER BIT SET 


HIGH-SPEED STEEL BLADES stay sharp 10 times 
longer than standard tool-steel bits. 


BORE WOOD, plastic, plywood, etc., clean and 
fast — even at difficult drilling angles. 

GO RIGHT THRU SCREWS, ordinary nails, 
metal clips without damaging the cutting edge. 
SPECIALLY DESIGNED for efficient use with 
4” electric drills. 


SET OF 6 — 3%” to 1” — complete in handy 
plastic roll. 
SPECIAL FOR 
HARDWARE WEEK 


$579 


Dealer cost $3.87 — regular 33-1/3% profit margin 


Packing —1Setinabox .... . Ib. 


Order today 


from your jobber 


AND GET SET TO CASH IN ON 
HARDWARE WEEK — APRIL 12-21 


MILLERS FALLS COMPANY, Dept. HW-7, Greenfield, Mass. 





COMBINATION SQUARE 


A PROFESSIONAL QUALITY TOOL — at a 
bargain price for Hardware Week. 


GRADUATIONS ARE ETCHED — not stamped 
on blade — assuring clear, easy reading. 
12-INCH BLADE — graduated in 8ths and 16ths 
on one side — 16ths and 32nds on the other. 
PRECISELY MILLED working faces provide high 
degree of accuracy. 


EQUIPPED with scriber, cat’s-eye level and 
plumb. 


KNURLED THUMB NUT locks beam at any 
point on blade. 

SPECIAL FOR 
HARDWARE WEEK 


$159 





Dealer cost $1.07 — regular 33-1/3% profit margin 
Packing — 4 Squares in a box . . 31% lbs. 


MILLERS FALLS 
TOOLS 
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Double turnover and volume . .. 
get 9 times the average profit 





b oe 
" 


PYREX ware! 


AKE A GOOD LOOK at your housewares 
investment. Are you getting the maxi- 














ALUMINUAA 


ALCLAD SCREEN WIRE 
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Double turnover and volume... 
get 9 times the average profit 
PYREX ware! 


_ A GOOD LOOK at your housewares 
investment. Are you getting the maxi- 
mum return from all the items you carry? 





With lots of products to sell, your display 
space is scarce. Don’t waste it on slow 
movers. Display the line that’s a proved 
champion in fast turnover—PYREX Ware. 


There are many reasons for the success 
of PYREX Ware as a top money-maker. 


1. Top consumer acceptance. PYREX Ware 
is the acknowledged leader in the field. 

2. Complete line. There’s a PYREX Ware 
dish for every cooking need. 

3. More mark-up. PYREX Ware gives you 
greater than average margin of profit. 

4. Nearby distributor. You get almost im- 
mediate delivery, which means faster turn- 
over with a controlled inventory. 

5. Negligible mark-downs—and no work- 
room costs. 





PYREX “HOT-SPOT” display available through your local distributor. See him for details. 


Actual figures prove your PYREX ware 
investment works twice as hard for you! 


$13,118 
The figures are the aver- 
ages in these nine typical 
stores . . . as found in 
normal operation. 


This chart is the result of an exhaustive 
six - month survey in the housewares 
departments of nine department stores 
by the Russell W. Allen Co., nationally 
known retail store analysts. 






CJ AVERAGE HOUSEWARES 


PYREX lays it on PYREX WARE 


the line for '56 


PYREX concentrates on the full line for 
1956, with a series of powerful full-page 
ads in Ladies’ Home Journal, Better 
Homes & Gardens, Progressive Farmer, 
Bride’s, True Story, and Family Circle— 
plus Ye page ads on Dinnerware every 
other week in Life. 





$1,653 $1,749 


$1,000 $1,000 











INITIAL RETAILS AVERAGE ANNUAL AVERAGE 
FOR 





INVESTMENT TURNOVER RETAIL PER CENT 
SALES PROFIT 





CORNING GLASS WORKS, CONSUMER PRODUCTS DIVISION, CORNING, N. Y. 


VISIT THE CORNING GLASS CENTER. CORNING, N. Y “PYREX" is a registered trademark in the U. S. of Corning Glass Works, Corning, N. Y. 
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RUGGED, SALT WATER SPINNER! 


15% oz. reel retrieves nearly 3 feet of line per turn. 
Another winner! By Ocean City. 


retail price approx. 


$2750 













EXCLUSIVE 
* “NO WOBBLE” 
LEFT HAND REEL SEAT 


OPERATION 
~ eee ANTI-REVERSE 


3y4” DIAMETER SPOOL 
(200 YD. CAPACITY) 
GEAR RATIO: 2.7 TO 1 


ee 
Pag 





aw 


RIGHT-HAND 


QUICK-CHANGE OPERATION 


POOLS schsinecia 


DELUXE . TORPEDO HANDLE 


9 Ls 
© ,.OCEAN CITY. 
bhungs Geese for 56 MONTAGUE-OCEAN CITY ROD & REEL CO. 


Philadelphia 34, Pa. 


For Details Circle 55 on INQUIRY CARD 
FEBRUARY 1956 





35 











a 






rT 1- ome * = Lo 


Bolts are pointed and threaded automatically by this battery of modern machines in the Bethlehem 
Pacific plant in Seattle. Similar plants are in Los Angeles and South San Francisco. 


Top-quality bolts and nuts 
from three modern 
West Coast Plants 


Carriage bolts, machine bolts, lag bolts. Rivets, spikes, 
threaded rods, and special kinds of fasteners. Thousands 
of them are turned out each hour by the most modern 
types of automatic machinery in our three plants—at 
Los Angeles, South San Francisco, and Seattle. 

Bethlehem Pacific produces its own steel, rolls the bars, 
draws the rods, and controls every manufacturing oper- 
ation. That’s why so many users depend on our bolts 
and nuts for top quality. 

Whether you need a case or a carload, we’re ready to 
give you fast delivery through your nearest jobber. Just 
let him know what you need. 


BETHLEHEM PACIFIC COAST STEEL CORPORATION 


Sales Offices: Los Angeles, San Francisco, Portland, Seattle, Spokane 


BETHLEHEM PACIFIC 
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FREE! 


TO ALL HARDWARE 
DEALERS 


O-CEDAR 88” 


It’s all new—featuring a larger 
sponge with the exclusive 
““wonder-working angle’. . . new 
““V-Action”’ squeezer with black 
plastic handle. Flushes clean in 
smallest pail. Guaranteed for 
five years. 


Your FREE gift of an O-Cedar ‘‘88”’ 
Sponge Mop will boost your profits 
way above normal. And we're offering 
FREE gifts to your customerstoo! Yes, 
we’ llsend a beautiful $1.39 value Terry 
Cloth Apron to every customer who 
buys any O-Cedar Sponge Mop from 
you and sends a dime to cover mail- 
ing...a $1.79 value blue NYLON 
Dust Mit to buyers of any O-Cedar 
Dust Mop. Big ads in This Week 
Magazine—full color ads in leading 
national magazines— will tell the won- 
derful news to your customers, again 
and again! Order big — order now! 






©-CEDAR 
. AMERICAN-MARIETTA 
O-Cedar of Canada, trd., Strattord, Ontario 





of 
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with each dozen sponge mops 
a colorful all new — 


O-CEDAR “88” 


SPONGE MOP 


fastolels 
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Retails for $5.95 
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Order 12 "76's", 12 "88's" or assort- 
ment totaling 12 on 7 below 


forward 
A free O-Cedar ‘88’ 
Mop that retails for $5.95 will 
be sent to you for each dozen 
sponge mops you buy! 


O-CEDAR "'76” 
Retails for $4.50 
Fastest selling, most famous sponge mop in 
the world! Ruggedly built—all parts com- 
pletely chrome plated—guaranteed for five 
full years. Order now for big spring profits! 


SEND THIS ORDER COUPON TO YOUR SUPPLIER NOW! 


Please send me immediately O-Cedar “76's”; — 
O-Cedar “88's.” Will you please certify my order on this coupon 
and forward it to O-Cedar Division of American-Marietta Co., 
2246 W. 49th St., Chicago 9, Illinois so that they will ship me a 
FREE “88" Sponge Mop for each dozen sponge mops I have 
ordered above. 

DEALER’S NAME 


DEALER'S ADDRESS 


NAME OF CERTIFYING 
SUPPLIER - 
SUPPLIER'S ADDRESS___ 
SUPPLIER'S SIGNATURE 


i 


Mr. Dealer: Send Coupon to Supplier . . Not to O-Cedar 
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—— BY N. R. REGEIMBAL 


Chilton News Bureau, Washington, D. C. 


Congress to Consider a Raft of Proposed Laws 
Affecting Western Business in 1956 Session 


Congress this month gets down to the head-busting business of 
thrashing out legislation tailored for an election year. High on the 
list of controversial problems to be considered is a raft of proposals 


affecting Western businessmen. 


Politics this year will produce 
some strange bedfellows; cause 
unusual splits on some issues. 
Here are a few of the issues 
which western businessmen 
should watch: 

Tax cuts to stimulate con- 
sumer purchasing power are 
coming mid-way in the session 
—probably—according to Sen- 
ate Majority Leader Lyndon 
Johnson (D., Texas) by way of 
a $100 increase in the personal 
exemption. But Sen. Barry M. 
Goldwater (R., Ariz.) says he 
wants part of any tax cut money 
to go to small businesses, earn- 
ing $5,000 to $25,000 a year. 

Higher subsidies for farmers 
is also pretty definite, but the 
method of paying them will 
cause some sharp fights. Coupled 
with this program is a plan to 
give federal help to chronically- 
depressed cities and towns, in- 
cluding rural areas where de- 
pressed farm prices have hurt 
business. 

Postal rate increases are be- 
ing demanded by President 
Eisenhower. Proposal! is to hike 
first class rates from 3c to 4c, 
which would bring in another 
$250 million a year, most of it 
from business letters ; hike third 
class rates on advertising mat- 


ter and packages weighing un- 
der nine ounces by a whopping 
38 pet; and increase parcel post 
rates by about 30 pct. 

Other programs popular with 
at least parts of both parties in- 
clude federally-sponsored water 
resources projects for six West- 
ern areas; higher federal spend- 
ing for highways; increased 
social security benefits for wom- 
en and self-employed persons, 
with accompanying sharp in- 
creases in the taxes paid by 
employer and employe; freedom 
from regulation for independent 
natural gas producers, and more 
public housing. 


FLOOD, DISASTER _§insur- 
ance is another pet project of 
both parties . . . Problem is how 
the government can help get 
insurance for businessmen and 
homeowners to cover staggering 
losses inflicted by disasters such 
as the recent Western floods, 
hurricanes, earthquakes, dust 
storms, drought, and other nat- 
ural disturbances . . . Risk is 
too great for any insurance com- 
pany to tackle alone .. . Help 
from the federal government 
now consists of emergency 
loans to businessmen from the 
Small Business Administration ; 


(hardware dealers can get loans 
to replace damaged inventories 
which are badly needed in the 
rebuilding) help in cleaning up 
and rebuilding cities ; emergency 
supplies; placing government 
contracts to help stricken indus- 
try get back in production, and 
low-interest loans to help home- 
owners rebuild. Rep. Clare 
Engle, D., Calif., will introduce 
a bill to authorize a $100 million 
federal grant toward construc- 
tion of a dam on the Feather 
River in California to help pre- 
vent future floods—other West- 
ern dams will be proposed .. . 
Interior Department says floods 
would have been worse except 
for the reclamation dams and 
reservoirs. 


FARM SPENDING for elec- 
trical goods, appliances, will con- 
tinue to grow despite leaner 
farm incomes ... Rural Electri- 
fication Administration survey 
indicates farmers will pay out 
over $1 billion on lights and 
house wiring in the next five 
years ... There will be a boom 
market for electrically-operated 
milking machines, wire and 
other equipment, water systems, 
motors, refrigerators, TV sets, 
home freezers, electric ranges, 
and other appliances . . . Out of 
422,000 farms in the Western 
states, only 399,000 have elec- 
tricity (no increase since 1950) ; 
only 160,000 have TV sets; 178,- 
000 freezers; 5,000 electric pig 
brooders; 53,000 power feed 
grinders; 67,000 milking ma- 
chines. 
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WIN a new 1956 






Read how you can 


be a double winner in the 
FIBERGLAS* Screening 


HAKDWAREZ CO. | DISPLAY CONTEST 
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\" AIR-LITE 
il FIBERGLAS-ScREEMING » | 
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Entering the Owens-Corning Fiberglas Corp. display contest? 
Contact your wholesaler for complete rules. 


Once the 20 winners have been announced, a separate aw vr 
judging will be held for the benefit of AIR-LITE Fiberglas FIBERG 
dealers only. = a 
ay If you are one of the 20 winners, and «3 


Your winning entry shows AIR-LITE Fiberglas 
Screening on the AIR-LITE Display Rack illus- : 
trated, then: . 


In addition to the prize you receive from Owens-Corning 
Fiberglas, you are eligible to win another prize. The AIR-LITE 
Dealer whose winning entry best uses the AIR-LITE Display, in 
the opinion of the judges, becomes the proud owner of a spacious, 
fully equipped 1956 Ford Ranch Wagon. Other AIR-LITE 
Dealers among the 20 winners will win prizes of handsome 
matched luggage, 


No extra effort. Nothing more to fill out. Just enter the : This sturdy merchandising unit stores, dis- 
Owens-Corning Fiberglas Display Contest. We hope you win. plays, dispenses. Yours for only $9.95— 
less than '/ our cost—with initio! order 
. for 6 rolls of AIR-LITE Fiberglas Screening. 
lastic llloven Products Ine. ae 
51 CAMDEN STREET @ PATERSON 17,N. J. 
weavers of AIR-LITE Egija tne 





saler or write manufacturer. 
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SOMETHING 


30% THINNER 
Ly. TWICE AS STRONG 


NA i c 
) a RIPS LIKE A PIPE WRENCH 
) 


CLEAN, SHARP BOXK JOINT ADJUSTABLE TO 


TEETH 4 POSITIONS UP TO 114” CAPACITY 





EXTRA THIN—ONLY 14” 
AT THICKEST POINT 


FLUSH RIVET 
NO PROJECTIONS 
NON-SLIP CHECKERNUT 
KNURLING 


Crescent’s No. P210 Utility Plier 
is completely new... revolution- 
ary! It’s not a “slip-joint” plier 
and not to be confused with 
conventional lap-joint “pump” 
pliers. Its double-strong box joint 
design is absolutely unique and 
assures a powerful grip like that 
of a pipe wrench without side- 
ways twist or strain. It will grip 
flat, square, hex or round objects 
with powerful leverage. 


QUICK, POSITIVE 
ADJUSTMENT 


This cut-away view shows 
joint construction with 
its extra generous bear- 
ing surface at the arrow 
point. Adjustment is 
made by simply “walk- 
ing” the rivet recess over 
the bearing point with a 
pumping action of the 
handles. Easy, positive, capable of 
heavy loads. 


Handsomely finished in rust-resistant 
zinc plate. Overall length 91% inches. 


Order from your jobber. 


Sign of lhe CH t3san 
Synbot of Crecllence 


Crescent is our trode-mark, registered in the United States and abrood, for wrenches and other tools. Sold by leading distributors ond retailers everywhere and made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YOR K 
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AZEY CHURNS 


really move fast! 





High-speed Dazey Churns can be one of 
your fastest-moving, most profitable items. 
Stock them and see! 


You sell the best when you sell famous 
Dazey Churns. Hand-operated or auto- 
matic electric, Dazey Churns have the 
exclusive four-leaf clover body—designed 
for faster, more efficient churning. Con- 
tact your Dazey Distributor now! 


# DAZEY ELECTRIC CHURN 


High-speed, operated by quiet, 110 V. single 
cycle-phase AC motor. Propeller dasher 
snaps off for easy cleaning. Extra strainer 
cap for draining off buttermilk, washing but- 
ter. No. 4-ER gross capacity 1 gallon. Churn- 
ing capacity 2 quarts. No. 8-ER gross 
capacity 2 gallons. Churning capacity 1 gal- 
lon. Retails at $24.95 and $27.95. 


DAZEY HAND CHURN® 


High speed with fully enclosed gearing, 
streamlined dasher. Special strainer sepa- 
rates the buttermilk from the butter when 
pouring. No. 4 gross capacity 1 gallon. 
Churning capacity 2 quarts. No. 8 gross 
capacity 2 gallons. Churning capacity 4 
quarts. Retails at $5.95 and $6.95. 


St. Louis 7, Mo. 
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Enjoy the big, continuous 


profit that 





THI 
BERR ESE 








AM ERICAN| rental 















-# 


GUARANTEED 
e PERFORMANCE 
e@ ACCEPTANCE 

@ PROFIT 


All you need is 18’’ x 42’’ 
floor space to display the 
most popular of all Do-It- 
Yourself Rental Tools! 









tools give you... 


$ 





Then the product itself is further backed up by dozens of editorials appearing 
constantly in leading home publications. This means that millions and mil- 
lions of homeowners are being pre-sold on sanding their floors with American 
rental sanders. And to top this, the sander itself carries a basic 5-year 
maintenance guarantee. No wonder dealers with American tool rental de- 
partments never complain! With a sander that’s tamper-proof and virtually 
wear-proof, advertised and promoted for you, it’s hard not to make money! 
If you’re dissatisfied with your present equipment or have been losing both 
profit and customers up to now because you haven’t had any tool rental de- 
partment why not plan now to enjoy the big, continuous profit that only 
American rental tools can give you? 


r 


we Send for the entire profit story now. You can 
| ¥e8 M FE R | CAN © | count on American and its nation-wide staff of 
/ expert salesmen-merchandisers to help you pull 


FLOOR SURFACING MACHINE CO. P 
ESTABLISHED 1905 for profit . . . all the way, all the time! 











528 So. St. Clair St., Toledo 3, Ohio 


PROVED DO-IT-YOURSELF RENTAL TOOLS... WORLD-WIDE SALES AND SERVICE 
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NEW Profit Maker 
for Your Reynolds Line 


aie 4, fo) Beh 
DO-IT-YOURSELF 


ALUMINUM > 
INSULATION 


mw You sell customers complete attic insulation for 
less than $50. 


mp You offer an all-season insulation— makes attics 
15° cooler in summer — keeps houses 
warmer in winter. 


pe Insulation is two layers of aluminum bonded 
to tough kraft paper. 


m Rolls are 36 inches wide—250 square feet per roll. 


pe Backed by powerful national advertising 
beginning in March. 


pw You make full Do-it-Yourself Aluminum profit 
on foil insulation. 


Don’t be caught short—Get your supply of 
Do-it-Yourself Aluminum Insulation NOW. 


REYNOLDS 
Do-it-Yourself 


ALUMINUM 





Reynolds Metals Company, 2469 South Third Street 


Louisville 1, Kentucky Available in Canada. 
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Easier to cut 


Mr. Bernard York of York Hardware, 
Wallingford, Conn., ran several test-cuts 
on four well-known unidentified brands of 
single-strength window glass. Mr. York 
was not told which brand was which 
until after he had selected the one which 
was easiest to cut. He picked L‘O-F 
window glass every time. Said Mr. York; 
**This L‘O-F Window Glass cuts true and 
smooth and breaks clean and easy.” 
28 out of 30 dealers taking this same 
test made similar statements. 


Easver TO SELL 


This L°O-F label identifies quality glass 
wherever it is seen. People know this 
label—it appeared 234 million times in 
1955 advertising alone! And every time 
it appears it adds to the already strong 
preference for L‘O-F Glass. This prefer- 
ence means faster, easier sales for you. 


Easver 
TO MERCHANDISE 


For ‘Do-It-Yourself’ customers (and 
there are plenty of them), here’s just 
the folder to pull them into your store. 
This enclosure offers helpful ‘How To” 
hints on replacing broken window glass. 
You’ll find it a big help in building your 
window glass sales. Order WG-23 from 
your Libbey’Owens-Ford Distributor 
(listed under “Glass” in your phone 
book), or write Dept. 6926, Libbey- 
Owens‘Ford Glass Co., 608 Madison 
Avenue, Toledo 3, Ohio. 


the easy-to-cut WINDOW GLASS 
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10 BIG Reason 
ET, 


FLOODLIGHT 
LANTERNS 


Outsell All Others! 


The Preferred Light in the Big Outdoor Trend 


It’s easy to sell quality...performance...reputation. And that’s 
why it’s easy to sell Coleman Floodlight Lanterns! In world- 
wide use, on outings of all kinds, they’ve proved their brilliant 
performance... their rugged dependability under all sorts of 
conditions... their safe, low-cost operation. Seven modern 
models. You'll make many a sale when you point out these 
superior features: 





























INSTANT LIGHTING ... (all gasoline models) with 


just the touch of a match, a turn of a valve. 


BRILLIANT LIGHT ... give approximately as much 
light as a 300 watt electric light bulb. Floodlight 
a big 100-ft. area. 


STORM-PROOF ... defies wind, rain and hurricanes. 
A 105-mile gale can’t put it out. 


LOW-COST OPERATION... burns Coleman Fuel or 
clean, unleaded gasoline, readily obtainable every- 
where. Up to 50 hours lighting service from a 
gallon of fuel. Lowest cost per candlepower hour. 





SAFE... can’t be filled while lighted; won't spill fuel 
when knocked over. 


RUGGEDLY BUILT... for years of knock-about serv- 


ice. Compact, strong, sturdy construction. 


GENUINE PYREX GLOBE... resists heat, protects 


mantles. 


DOUBLE-LIFE GENERATOR... has larger heating 


surface; delivers longer brilliant lighting service. 


DEPENDABLE PERFORMANCE. .. in 60° below zero or 120° heat. Used 
throughout the world for outings, vacations, all kinds of night work. 
Unbeatable in emergencies and disasters... power failures, floods, fires, 
tornadoes. Vital equipment for civil defense. 








7 MODELS to meet every demand and every customer's choice. 





Display ALL Coleman Outing Pals 
Put ‘em “Up Front” in Your Store... Then Watch Your Sales Soar! 
‘ A complete line... Lanterns, Camp Stoves, Coolers, Carrying 
Case—Camp Table and a superior new Fuel. They’re all 
nationally advertised. Sell them all... profit 5 ways! 


oh 


ORDER FROM YOUR WHOLESALER 
Get The Facts...Get The Goods...Get Profits! 
___THE COLEMAN COMPANY, INC., WICHITA 1, KANSAS ” 











Wh, 

















MODEL 220E...A big, powerful, 2-mantle lantern pop- 
ular the world over for work and play. Rugged construc- 
tion for all-purpose use. 634” porcelain enamel venti- 
lator top. Holds 2 pints of fuel, enough for 10 to 12 
hours of brilliant lighting service. A ready, steady seller. 


Show it lighted! 


Only Complete Lantern Line 
A Model for every outdoor need 


MODEL 202—The 
“Professional” De- 
luxe single-mantle 
lantern. Lights in- 
stantly. Rust-proof 
throughout. Finest 
Coleman ever made. 











MODEL 249 — Effi- 
cient single -mantie 
kerosene lantern. 
Nickel- plated fount. 
5% in. green vitreous 
enameled ventilator. 
Alcohol generating. 


"3 RO smoke, 
itor to 


9 appliances, 





MODEL 228E— 
Identical to Model 
220€, except for its 
big, 8% in. diam- 
eter reflector top 
directs light down- 
ward. 


MODEL 237 — Big, 
sturdy single-man- 
tle kerosene lan- 
tern. Nickel-plated 
brass fount. 7% in. 
green vitreous en- 
ameled ventilator. 
Alcohol generating. 


in ¢ 
oA Olor 
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MODEL 200A —Pop- 
ular all-purpose 
single-mantie lan - 
tern. Lightsin- 
stantly. Copper 
brazed steel fount; 
red baked enamel 
finish. 





MODEL 5101—New 
Coleman Air-O-Lite 
with snap-in ‘8500’ 
canned fuel cart- 
ii. The best of 
its kind in L-P gas 
type lantern, 








the fastener 
that helps sell 
high profit 


<anWl OR REFUND ON 
Pcuareoed by 
a Housekeeping 





K-V sets another record 


with the most powerful, 


GRIPS FIXTURES TO WALLS! 


Enjoy, greater impulse sales of your profitable 
wall and bathroom fixtures when your customer 
learns how simple it is to fasten them with 
WALLGRIPS. 170-piece merchandiser contains 

50 each of 1/8 S and 1/8 L; 25 each of 3/16S 
and 3/16 L; 10 each 1/4 S and 1/4 L — for 


most colorful campaign 


in closet fixture advertising! 


There’s a brighter-than-ever outlook for your K-V sales 


light, medium and heavy fixtures. All sizes 
available for Standard Shelf Stock in metal- 
reinforced boxes. 


and profits all through 1956 — with eye-opening ads in 
your best-customer publications right around the cal- 


endar! And K-V’s more than 40 sparkling fixtures give 
you America’s finest and most complete line of clothes 


Nationally advertised in Good House- closet and kitchen fixtures. 


keeping Magazine, Better Homes and 
Gardens, The American Home, Popular 
Science, Popular Mechanics, Sunset, 
Farm Journal and Country Gentleman, 
The Home Craftsman, House Beautiful 
Building Manual, etc. 


* STAR EXPANSION. 


Fasteners for Home and Industry 
142 Liberty Street, Ht, New York 6, N. Y. 


=—— *STAR EXPANSION 
142 Liberty Street, New York 6, N. Y. 


YOU'LL SEE K-V... IN ACTION ALL THROUGH 1956 


FULL PAGE-—FULL COLOR IN 





HOUSE BEAUTIFUL © THE NEW YORKER 
HOUSE & GARDEN * ESQUIRE | 





SPORTS ILLUSTRATED 
BRILLIANT TWO-COLOR IN THE SATURDAY EVENING POST 
AGAIN AND AGAIN IN ALL OF THESE...PLUS 
SUNSET ® CANADIAN HOMES & GARDENS 
FREE! Please rush sample of WALLGRIP PLASTI-CARD 
package and catalog sheets. Write us . .. or call your jobber for 


Name the new K-V Catalog, new product 
Aiideees Recs Bee and price information . .. and be 
City stocked to sell in ’56! 


KNAPE & VOGT MFG. CO. 
Grand Rapids, Michigan 
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Zone State _ 





Branches in all Principal Cities Dept. HW-2 | 
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COMPLETE 
| and 
COMPETITIVE 


Sell the complete line of Martinware 
Tapered Garbage Cans and Garbage 
Pails. Seven sizes include a new 30 
gallon can. Made in two finishes: 
(1) Hot-dipped extra heavy zinc 
coating after fabrication insures 
maximum rust-and-leak-proofing 
(2) Tite-coat galvanized sheets—at- 
tractive, economical, durable. 

























me 






me 





4 AF 











Order MARTINWARE from these wholesalers 


Billings Hdwe. Co... cccccccccccccccccsccccccscsveseeseseses Billings, Mont. 
TOO, Gib n-cs bia cgesees bet cteencudeesceneceaveusel Burlington, lowa 
Dunham, Carrigan & Hayden Co... ...ceececececeeeceneeees San Francisco, Calif. 
Farwell, Outen, Risk. & Cais so ices benadeesiiccenctccceadus totes St. Paul, Minn. 


Janney-Semple-Hill & Co.....ccccescccreceeeeeeceeeenenenee 
Pa Cons sc vcncccciescccensenecetenesecceuecedmenes Spokane, Wash. 


ee COt owl ws 60 cbidin ts dhe obi 6 dads Gn cus dkuec ene Des Moines, lowa 
OE EIS chs cave c acle-a bie WEOGMY cel 6 Gbbb2 000 bs 60 cheereee Portland, Ore. 
i ET SUE Cle oo 6-cbne bdne dbed cduebsdocecneanuae’ Milwaukee, Wis. 
See ee. ee Tew. Css kdacevecccetebadesvéccccacseuen Springfield, Mo. 
ee CER Cais occ rendccancgrcdddcesectncecessscee cue 


Tee eee ee eee ee eee eee eee eee 


vate Mabel Gite. Cite ccccidecesvadéneacecovsccceccvens . 
een SPUN Oh GUNNER c cee uv caliccc caeebdee és sabacOhesens Los Angeles, Calif. 
ewe Wellser Hawa. Goin ci rcccccccceccddecteccecseccecssoescuseees Peoria, Ill. 
Wright & Withelary Co... cc cesccccccsccccccccussecesccosessucoe 












The BIG RED LABEL Martinware line 
gives independent dealers quality 
merchandise at competitive prices 
for highest profits. Martinware is 
sold only by independent dealers. 


GENERAL METALWARE COMPANY M A RT N 


Minneapolis 13, Minnesota | WARE 
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Another reason why you sell the best 
when you sell the RB&W brand 


This is a wire drawing operation ... 
right in a RB&W plant. It goes on 
every day, on whole batteries of such 
machines. When wire comes from this 
equipment, it’s stronger, more pre- 
cisely sized, has a better finish, and is 
fit and ready for the modern RB&W 
cold forming bolt and nut makers. 


Not every manufacturer goes to these 
lengths. Wire can be bought with 
standard dimensions. But we’re par- 
ticular about quality control. We want 
to be sure the material will furnish 
the best fasteners you can sell. 


Facilities like these and the know-how 
to use them have earned for RB&W 
products a reputation for top notch 
quality at competitive prices. You'll 
never go wrong to go along with that 
combination. 


48 


If you want to be sure you’re supplying 
your customers with the best in fasteners, 
ask your distributor for the RB&W line, 
or write Russell Burdsall & Ward Bolt 
and Nut Co., P. O. Box 3336— Terminal 
Annex, Los Angeles 54, Calif. 





110th year 


Plants at: Port Chester, N. Y.; Coraopolis, Pa.; 
Rock Falls, lil; Los Angeles, Calif. Additional 
sales offices at: Ardmore (Phila.), Pa.; Pittsburgh; 
Detroit; Chicago; Dallas; San Francisco. Sales 
agents at: Milwaukee, New Orleans, Denver, 
Seattle. Distributors from coast to coast. 
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FIVE GOOD REASONS WHY 
IT PAYS TO STOCK 
RB&W FASTENERS 


1. The most complete line 
in the field. 


2. Uniform quality through- 
out the line. 


3. Complete 
supply. 


reliability of 


4, Fast, accurate and friend- 
ly service. 


5. The original ‘‘upside- 
down" package — extra 
strong for no-spill, quick 
and easy handling. 
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King size hamburger grill 
Holds 12 
4x 4” hamburgers 


Chrome plated 
Colorful label 


HOUSEWARES 


FULL JOBBER DISCOUNT + PREPAID FREIGHT 
ADVERTISED IN SUNSET 











Always a best seller 
Eye-catching ' aS, 

label H a a 
Individually . 
gift cartoned 


Zam a WN ‘ —ine r 
Hh fl WN ' eat 


















































Six piece stainless steel 





_ Hardwood handle trimmed in BZ 
bright copper — Leather thong —~ i ie) we 


eee 
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worth looking into! 





Plymouth, a proven name with a proven 
plan, gives you an unusual opportunity 
to step into the profit picture. 

The name Plymouth has been a buy- 
word for 132 years. This year the line 
offers you a wide variety of in-demand 
products ...a few are pictured here. 

The Plymouth plan of packaging and 


ventory low, your profits high. 
Whatever your location and the needs 
of your customers, Plymouth can supply 
the right combination of rope and twine, 
plus the eye appeal that means buy appeal. 
Carry the complete Plymouth line. Ask 
your distributor’s representative for the 
packaging and displays best-suited for 








merchandising rope and twine brings your store. 
above average turnover, keeps your in- 


FIBRE-WHITE CLOTHESLINE — 


The clean looking line that stays white, 
does not absorb water or dirt, won’t 
swell, holds any type clothespin firmly. 
It’s a low-cost PlymKraft product that 
is doubling in sales. 





DACRON YACHT ROPE 


A high tensile strength rope. Resists rot, 
teredo and other marine microorganisms. 
Elasticity is less than half that of nylon 
rope, slightly more than manila. 


NYLON YACHT ROPE 


High tensile strength, long-lasting rope. 
Because it’s so strong and requires no pre- 
servative, it makes the easiest-riding moor- 
ing and anchor line yet developed. 
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. THE HANDYPAK — 


sells rope in 50' and 100' lengths. 
May be obtained in 13 assorted 
coils, of 14", 3s" and 9" diameter 
rope, to serve as your basic, low 
inventory stock. 





CARTON PACKED 
COIL ROPE— 


ideal for floor, shelf or counter 
display, keeps rope clean, easy 
to handle, easy to use, easy 
to sellin half and full coil. 





YACHT MANILA ROPE 


Made from very choicest of 
manila fibers. Excellent for 
sheets, halyards and all other 
running rigging of yachts and 
other pleasure craft. Also linen 
yacht rope. A soft, smooth, 
white rope made from fine 





WATER SKI ROPE 


Three rope types available, 
Yacht Manila, Linen and 
Polyethylene. Each towline 
75' long with 5" eye for tow- 
ing, and a 12" wood handle. 


yarns spun from carefully 
chosen flax. A new treatment 
gives it water resistance and 
flexibility even when wet. 





NYLON STARTER ROPES 


Will outwear 5 cotton starter 
ropes. Comes packaged, 12 
ropes to an attractive dis- 
play carton. Each nylon 
starter rope 3' long complete 
with smooth wood handle. 





ALL PLYMOUTH 
PACKAGED ROPES 
Come in attractive display 
coils of 50' and 100'; \4",%e«", 
3¢", and 14" dia. Standard 
shipping cartons of \4", %e" 
and %%" contain 3-100" coils 
or 6-50' coils; 14" dia. contain 

2-100' coils or 4-50' coils. 





PLYMOUTH SHIP BRAND 
MANILA ANCHOR LINE 


A specially treated rope for 
anchor lines. Takes up al- 
most no water at all, is 
mildew proof and long wear- 
ing. Stays easy to handle 
when wet. 








THE SALESRAK — 


takes little floor space. Equips you to sell rope 
off the ag in any length up to 300'. Supplied 
free with basic 16-spool inventory of 3 best 
selling sizes. 











Plymouth Cordage Company 
Plymouth, Massachusetts + New Louisiana 
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This NEW 
Patented LOCKING Feature 


_.. AT NO EXTRA COST 
Builds Sales and Profits for you 


FREE DISPLAY with each 91D 
= assortment 


3.No. 6L 6 inch @ $2.08 ea. $6.24 
3 No. 8L Binch @ 2.45 ea. 7.35 
2 No. 10L 10 inch @ 3.10 ec. 6.20 
1 No. 12L 12 inch @ 4.50 ec. 4.50 


Suggested Retail $24.29 
Dealer Cost 16.19 


DEALER PROFIT....$ 8.10 


CARTONS: that sell individual wrenches 

Wrench No. 6L 8L 

Size 6 in. 8 in. 10 in. 12 in. 
Suggested Retail $2.08 $2.45 $3.10 $4.50 
Dealer Cost 1.39 1.63 2.07 3.00 
Dealer Profit Fr See 82 1.03 1.50 


v» WILLIAM 


For Details Circle 44 on INQUIRY CARD 





How to get a bigger share of 
history's biggest 
.\ roller skate 


sales 


Va 


y “ ] 
Stock the line that meets 


price-wise. When you stock 
and sell Globe-Skates, you'll 
never lose a customer because 
they had “something else in 
mind.” Globe offers a complete 
line with models ranging from 
safe, plain bearing skates for be- 
ginners to speedy, ball bearing 
models for advanced skaters. 


Displays build traffic, do 
a job of pre-selling for you 
.. . Brilliant new Globe roller 
skate packaging catches every 
eye, gives you ideal material 
for sales-boosting window and 
floor displays. 


To cash in on your big share of skyrocketing roller skate sales 


— 


Girospe-Union Inc. 


MILWAUKEE 1, WISCONSIN 


Shipping Points 
Milwaukee, Wis. ® Denville, N.J. © Los Angeles, Calif. 
For Detalls Circle 45 on INQUIRY CARD 
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1 IT’S A SCRAPER _ ; 2 IT’S A SANDER 


...3 times more sales appeal than ordinary paint scrapers 


NO. C86 COMBINATION PAINT SCRAPER « SANDER » HAMMER 


... your customers will like this one 


The No. (86 is the only one of 
its kind on the market today. 
The user moves from scraping 
to sanding in a matter of 
seconds. Customers cut 4 strips 
2,” wide, 9” long from 9” 
x 10” standard sheets of sand- 
paper. Each No. (86 has one 
piece of medium close grain 
garnet sandpaper and a double 
edge blade. 


The No. C86 is merchandised to sell — 
each tool is fastened to a colorful, self- gag pe $9.15 RETAIL EACH 


serve card for bin, rack or Hyde CARDO- [Raa -)- 3-3 Mea 1 T- Ee a ee ie 
SELLS Shopper fixture. ; _ & = full 40°% dealer NET PROFIT 


i TOTAL SALES LIST $6.45 
it’s another . “ wl DEALER COST V4 doz.—No. C86 on card. $3.87 


su at DEALER PROFIT 2.58 
FAS ‘ Shipping Weight—'4 doz. in box—3 Ibs. 1 oz. 
/ — Extra Blades—No. C86-3—1/2 doz. in pak. 1.26 
- Retail Each 35 

ete 73 a 


Blade Sharpeners—No. 84—"/2 doz. in pak. 1.98 


product Qo " aie Retail Each 


Each card features complete how to use 
information and suggests the sale of 
extra blades and a sharpener. % dozen 
tools are packed in a separate stock box. 
*TRADE MARK 


HYDE MANUFACTURING CO. = nass! uss. 
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SOUTHERN SCREW CO 


ROUND HEAD 
STOVE 


BOLTS 


100 
MADE IN U.S. A. 


“EZ to 6" 
LABELS . . . KEYED FOR QUICK IDENTITY 


WOOD SCREWS 

WOOD DRIVE SCREWS 

A & B TAPPING SCREWS 

ROLL THREAD CARRIAGE BOLTS 
STOVE BOLTS 


in bulk only: 
DOWEL SCREWS 
HANGER BOLTS 





NOW Southern Screws are easier, faster and more securely handled, because 
only Southern packaging gives you "EZ to C©" TRIPLE-CHECK identification. 
Completely fumble-proof, Southern Screws and Bolts are identified for you three 
ways with our new box label— 


1. By keyed color 
2. By keyed border design 
3. By keyed silhouette 


Delivered in strong, colorful, moisture and soil resistant boxes—they help you 
do a selling job through attractive, eye-catching shelf identification. For your 
convenience—and for profit—use screws identified with Southern's "EZ to C©" 
label—delivered to you promptly. 


Write for Label Key Chart and descriptive catalog. Box 1360-W 


ey, 


SCREW COMPANY 


STATESVILLE ° NORTH CAROLINA 


SOLD THROUGH LEADING WHOLESALE DISTRIBUTORS 


WAREHOUSES: NEW YORK e@ CHICAGO e@ LOS ANGELES e@ DALLAS 
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There's real Jack 


in the Box for you with 


these UNIVERSAL Hardware Week Specials 


Regular $396 Value 
Special IRHA price 


FEBRUARY 1956 


Your customers won't 
pass this “buy”! 

They get one Universal 
Pint Vacuum Bottle at 
regular $1.98 price— 
its twin for only $1.29. 
And they’ll love those 
“Shur-Grip”’ corrugated 
metal cases—elec- 
tronically tested fillers 
and shock absorber 
construction. 

Bottles with colorful 
bands. Box has IRHA 
label showing big 69¢ 
saving. Call your 
Universal distributor. 


See us at Chicago 
Booths 207-215 


UNIVERSAL 


LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 


Regular $425 Value 
Special IRHA price 


Only $329 
a D 
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This famous Landers 
Food Chopper sells 
itself with a big 

96¢ saving! 

Complete with the 
same time-honored, 
time-saving features: 
easy to clean, self- 
sharpening cutters, 
extra-long handle that 
cuts more food with 
every turn and a 
generously tinned cast 
iron body that prevents 
rust and assures 
sanitation. 

Packaged one to a box 
bearing colorful 

IRHA label. See your 
Universal distributor. 








HOW? 


Dealer Profits Unlimited S45 


with 


CAMILLUS 
sé_KNIFE 
TRADE-IN 
PROMOTION 


FOR YOUR OLD POCKET KNIFE 
When yew b os quality 


y ’ 
CAMILLUS KNIVES 


Display that Sells 


Quality that Tells 


A Sure-Fire 
Sales Booster 


ExTRA EFFORT 





20 fast - selling 
Camillus knives 
on free attractive 
display. 

Take the leading, top-quality pocket knife 
—add the first and only knife trade-in ever 
offered—and you'll come up with a dramatic 
sales punch that spells BIGGER PROFITS for 
1956. 

To top it all—you have no extra work to 
do... no reports to make. It’s as simple as 
this: Your customer can trade-in his old jack- 
knife, redeem a coupon you offer him, or 
redeem a coupon clipped from a national 
ad... any one worth 50 cents toward a 
brand new Camillus knife. 


CAMILLUS DOES THE WORK 
U.S IN SG: UP THE SALE S 





With your order for the attractive 20-knife display above, 
your jobber will provide a big, free promotion kit containing: 
Window streamer, pennant, coupon book, promotion 
tips, and dealer prize entry card. 


£xTR* $100 


SAVINGS BOND 
To dealer with best merchandise pro- 
gram. Details in promotion kit. 


America’s “Most Wanted” Knife 
-A Product of Fine American 
Craftsmanship Since 1876. 


CAMILLUS 


CUTLERY COMPANY 
CAMILLUS, N. Y. 
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look at this 


7RA PROF/T- | the biggest SELF-SELLING 


EXTRAS 


ever offered 


Every single tape packed in an ir- 
resistible crystal-clear plastic util- 
ity case! PLUS—rich metal-edge 
carton that is a display in itself! 
And in each “White-Tape”— more 
quality extras than in any tape at 
any price! Yet Evans “White- 
Tapes” still start at a sensible 
$3.98 list price. 


68 10nd NOW Eeaavely LC ILL-O-N-b 


Another outstanding EVANS EXTRA! Each EVANS 
Pocket “White-Tape” in clear Tenite utility case. 
l-dozen assortment carton becomes a counter display. 


Inside...a special display for one each 6, 8, and 10 ft. 
tapes, and three extra display cards for individual tapes. 


ware RULE CO. 


@ 3204 410-416 TRUMBULL ST., ELIZABETH, W. J. 
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MIXING CHAMBER 
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CHEMICAL 


The above cross section shows the 
internal design standard on all Hayes 
sprayers. 

In the Hayes principle, water pass- 
ing through the first jet increases its 
speed to create a positive vacuum in 
the second jet, producing sufficient 
power to lift any spray material re- 
gardless of viscosity or varying water 
pressure. 

Being a truly balanced jet design, 
water and spray material are fed into 
the mixing chamber in fixed ratios for 
accurate proportioning and thorough 
mixing at all water pressures from 20 
to 175 pounds. 

The adjustable deflector shown 
spreads the mixed stream into a fine, 
fan-shaped spray that can be directed 
up, down or sideways to insure com- 
plete plant coverage; when removed, a 
high velocity stream reaching 30 or 
more feet for tall foliage. 

Yes—the Hayes incorporates every 
design element needed for PROPER 
APPLICATION ... accurate propor- 
tioning, thorough mixing, efficiency in 
delivery of spray materials. 

Order from your nearest jobber. 
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The HAYES-ETTE. New 1% gal- 


lon sprayer. Thumb-touch control 
UM 5 docx po Rw dares $2.95 


MODELS FOR EVERY SPRAYING NEED 


i 


HAYES 1%. New 1% gallon 
sprayer with wide mouth jar for 
ease in filling. Thumb-touch con- 
trol orifice ......... . $3.25 


for use with their chemicals 


HAYES SPRAY GUNS 
are APPROVED 5y 
leading manufacturers 


Acme Quality Paints, inc. 
American Chemical Paint Co. 
Bonide Chemical Co. 
Boyle-Midway, inc. 
California Spray Chemical Corp. 
The Carac Corp. 

Carbide and Carbon Chemicals Co. 
W. A. Cleary Corp. 

Cooke Laboratory Products 
Diamond Black Leaf Co. 
Durham Chemical Co. 
McLaughlin Gormiey King Co. 


Thompson Chemicals Corp. 
Velsicol Chemical Cerp. 
World Spray Co., Inc. 










HAYES 3. Makes three gals. of 
spray solution with one loading. 
Thumb-touch control orifice. ideal 
for small gardens. . 45 





HAYES 4. Makes four gals. of 
spray. Positive on-and-off control 
Re F $6.45 


HAYES 6. Makes s:x gals. of spray 


Longer nozzle reaches to inside of 
plants and low-lying leaves. $9.95 





HAYES 10. A heavy duty 10 gallon 
sprayer For estates, parks, indus- 
trial use, dairies, poultry and 
livestock... .. .... $12.95 








amy: 


FERTL-RAIN. For mass spraying of 
lawns, shrubs, hedges and trees. 
Handles all types of spray mate- 
rials. Waters and sprays in one 
operation. 1 to 120 ratio, Stand- 
ard pint sprays 15 gals. . $3.65 


98 North San Gabrie 








HAYES LAWN SPRAYER. For quick, 
accurate application. Same uses 
as Ferti-Rain. Applies material in 
half the time due to the 1 to 60 
ratio Quart size jar. Sprays 15 
Sara $3.95 


HAYES SPRAY GUN COMPANY 
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Boulevard, Pasadena 8, Ca 


FERTL-FEED. Specifically designed 
for application of heavy, viscous 
materials. Powerful suction and 
1 to 20 ratio speeds discharge 
Comes with 30” tube for use with 
one gallon jug or larger oo 








NEW STORE IN SHOPPING CENTER LOOKING FROM PARKING LOT WITH PARKING SPACE FOR 1,500 CARS 





Prestige Policy Licks Competition 


In 10 Years Bostrom's Builds-Up Enviable Reputation .. . 


Moves to Huge Store in Phoenix's Modern Uptown Plaza 


EFUSING to worry over in- 
tense competition at every 

turn in hardware retailing and 
simply “selling above the com- 
petition” is an unusual outlook 
which led to the recent comple- 
tion of Bostrom’s, new $300,000, 
16,500 square foot store in Phoe- 
nix, Arizona. 

Owner W. H. Bostrom, in the 
retail hardware field only since 
1946, has created one of the 
West’s most unusual “success 
stories,” in building from a 
tiny 16’ x 50’ store in suburban 
Phoenix in 1946, to one of the 
largest hardware outlets in the 
state, in the space of only nine 
years. When it is understood 
that Bostrom, from beginning 
to end, has concentrated ex- 
clusively on top quality, better- 
priced hardware and associated 
lines, with no “cut prices” or 
markdowns, his progress is all 
the more remarkable. 


Firm Grew Rapidly in Nine Years 

Mr. Bostrom has been a credit 
manager, a retail sales manager 
for a chain store organization in 
Phoenix, and an assistant man- 
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ager of the Phoenix Chamber 
of Commerce. He opened his 
first store on Indian School Road 
in Phoenix in 1946, convinced 
that “people who appreciate 
quality will always pay for it.” 
From the outset, he concen- 
trated on three major divisions 
which have included gifts, hard- 
ware, and sporting goods, with 
such “side issues” as toys and 
electrical appliances, thrown in. 


Personnel Helped to Develop 
Quality Atmosphere 

From the outset, Mr. Bostrom 
has concentrated on “a quality 
atmosphere.” Typical is the fact 
that his employees, from the 
first small store to the present 
huge establishment in the color- 
ful new Uptown Plaza, have 
been paid well above the aver- 
age and have been selected for 
their innate courtesy as well as 
efficiency. Naturally, the cus- 
tomer shopping at any stage 
along the Bostrom career found 
himself treated much as he 
would have been in a fine jew- 
elry store and their reaction has 
always been good. 


Also, Mr. Bostrom has from 
the beginning believed in main- 
taining day-to-day records by 
departments on sales and costs, 
to the point that he has always 
known at the close of each busi- 
ness day the importance of each 
division and the amount of pro- 
motion and inventory attention 
which it demanded. 

The first store prospered on 
the basis of top nationally adver- 
tised lines, sold with a minimum 
amount of newspaper advertis- 
ing or other promotion. 

When an opportunity became 
available to move to a larger lo- 
cation on McDowell Avenue 
and Evans Street, not far from 
the original store, Mr. Bostrom 
moved in and immediately split 
the store up into two major 
sections. This was in 1952. On 
the “men’s side” he located top 
lines of sporting goods, hard- 
ware, paint, etc., and on the 
“women’s side” china, glass- 
wares, gifts, toys, housewares, 
and corollary supporting lines. 

With three basic divisions 
and “prestige merchandising” 
emphasized all the way, this 
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store prospered mightily to the 
point that the Phoenix hard- 
ware retailer soon recognized 
that he had again outgrown his 
space. He began planning a 
year ago for the current loca- 
tion in the beautiful Uptown 
Plaza, at the head of what is 
fast becoming a “Miracle Mile,” 
and his contract for 16,500 
square feet of space was one of 
the first to be signed. 


New Store is Big Jump in Size 


Representing a 250% increase 
in space, the new Bostrom’s 
store was designed throughout 
by famed designer Weldon 
Beckett, who was responsible 
for the new Beverly Hills Hotel 
in Los Angeles, Bullock’s De- 
partment Store in Pasadena, 
California, and other outstand- 
ing jobs. Grand Rapids Fixture 
Company was called in to design 
fixtures to complement the over- 
all architectural atmosphere as 
well. 

The huge new store, in line 
with Mr. Bostrom’s past think- 
ing is divided into five major de- 
partments, and is as near “self- 
service” as $275,000 inventory 
will permit. The general layout 
is rectangular, with “the men’s 
side” actually composed of a 
20-foot wide space which runs 
the full 150-foot length of the 
right wall, including sporting 
goods in the right front corner, 
general hardware, paint, build- 
ers’ hardware, and associated 
lines extending to the rear. 

Across the front, for eye-ap- 
peal and stopping powers is the 
gift department, with a complete 
open stock turnover department 
in the left front corner featuring 
a “bride’s center” for pattern 
registration and help to brides. 
The left center is devoted to 
housewares, incorporating the 
largest housewares display in 
Rocky Mountain history, with 
executive and general offices in 
the extreme left. At the center 
rear is the toy department, once 
again the largest in Phoenix, 
semi-separated from the rest of 
the store by a low partition with 
an ornamental gateway between. 
In the exact center are greeting 
cards, smaller gift items, barbe- 
que equipment, garden supplies, 
etc. 
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Color and Lighting Aid Merchandising 


Asphalt tiled throughout, the 
store has an all-glass front for 
clear visibility from the 1,500- 
car parking lot in front. Out- 
standing architectural features 
include walls all the way around 
in soft pastels. A “color centraliz- 
ing” novelty is the use of multi- 
colored three-foot strips of 
woods, separated a foot apart 
vertically, down the full length 
of a soffit above the china de- 
partment, which extends two- 
thirds of the way back along 
the left wall. No two strips are 








ENTIRE RIGHT WALL is devoted to builders hardware, small 


the same color, yet each color 
shown is picked in the pegboard 
display fixtures used in the 
housewares, sporting goods, and 
gift departments, in toy section, 
chinaware, or glasswares. Thus, 
there are literally dozens of 
colors used throughout the 
fixturization, all of which are 
determined by the soffit strips. 

Flush fiuorescent lighting 


throughout the sprayed acoustic 
plaster ceiling provides some 60- 
foot candles of light on every 
display surface throughout the 
store. 


if 


hand tools, and sporting goods. Note the canopy lighting which runs 
the full length of the store, and the terrazzo floor. New store gives 
operator 250% more operating space than he had in old location. 





VARIETY of fixtures are utilized by store to show merchandise to 
advantage. Even lawnmowers, often displayed on the floor, have 
a low platform fixture (rear). Hand tools (foreground) are shown 
on small fixture designed to show them to advantage. 
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BARBECUE AND OUTDOOR LIVING SUPPLIES have a setting 
all their own. Here, as in other departments, store emphasizes pres- 
tige merchandise. Picnic baskets and buffet-type service displayed 
on wall shelves. 


e soffit above peg 
board wall displays along housewares department contains many 
striking colors which are also repeated in display fixture colors. 
Housewares department extends two-thirds of the way down one 
side of store. 


SIZE OF HOUSEWARES SECTION is shown in this partial view 
of section. Store has three basic divisions, and in this women’s sec- 
tion, china, glassware, toys, gifts, housewares, and corollary sup- 
porting merchandise. 
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Surprisingly, with so many 
colors used and a brilliant flow 
of light, the fixtures themselves 
“tended to disappear.” “This is 
first and last a merchandising 
store,” Mr. Bostrom pointed out, 
“therefore the fixtures were de- 
signed on a retiring basis so that 
it is the merchandise itself 
which commands attention.” 


Stock Handling is Simplified 


From a functional standpoint, 
the store represents the absolute 
maximum in design efficiency. 
For example, a “curtain wall,” 
amounting to more than 400 
feet, runs all the way around the 
store, from the right front cor- 
ner to the left corner, actually 
a false wall extending out from 
the actual walls of the store and 
providing separate stockrooms 
for every department through- 
out. Thus, whether the item is 
fishing tackle, a pattern of im- 
ported French china, or a 
“kitchen gadget,” reserve stock 
is convenient a few steps from 
the sales floor. 

The receiving room and ship- 
ping department, at the rear, 
are provided with the latest 
efficiency-builders in the form of 
powered conveyors, fork lifts, 
etc., for efficiency. Wide, roomy 
aisles averaging six feet 
throughout most of the store, 
permit for easy stock filling from 
rubber tired carts as well as 
easy flow of traffic and high 
visibility. 


Hardware Sales Soar Despite Glamor 


While at first glance, the 
Bostrom’s store gives every im- 
pression of being a “carriage 
trade gift shops” due to the pres- 
ence of banks of gift displays 
immediately behind the all-glass 
front, the china department, etc., 
Mr. Bostrom is proud of the fact 
that his hardware department 
has continued to prosper in 
keeping with the overall in- 
crease. “We never let the custo- 
mer lose sight of the fact that 
we are primarily a hardware 
store, and that our growth has 
been built on that basis,” Mr. 
Bostrom said, “for example, 
before moving to the new store, 
an analysis showed me that our 
hardware volume, even with all 
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of the other divisions growing 
rapidly was very close to the 
national average of hardware 
store sales. Since we have been 
in the new store it has increased 
substantially to the point that in 


October, our first month, hard- 
ware sales stood at $83,630. We 
are proud of the fact that 
glamorizing of such departments 
as gifts, toys and housewares, 
has by no means detracted from 


the basic appeal of our hard- 
ware departments.” 
Daily Check-Up Aids Operation 


As pointed out above, every 
department has been carefully 


departmentalized on the books as 
well. For example, in major 
a divisions, a daily report in mid- 
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suggests a party* ° 


is For any entertaining 
idea---Bostrom's has 
everything you need V4 
to make a party perfect A 


A “must” for the hostess... 
Regal All-Purpose Server 


in fashion-right 
glass and brass 


Unusual and decorative style, as 
beautiful as it is useful . . . for 
parties, TV time, teas; as an occa- 
sional table. Triple plated frame 
with gleaming finish, crystal clear 
shockproof glass with 8 times nor- 
mal strength. 41/," rubber-tired 
wheels. 59.95 

From a Newly-Arrived 

Group of Fine 

Serving Corts. 











OPENING of firm’s new store in the modern shopping 
center was carried in this advertisement with layout and 
copy designed to enhance prestige of firm in the community. 





WANTED: 


THE PERFECT WOMAN 


“STARDUST” BAR GLASSWARE 
Sophisticated styling at moderate prices. High- 
ball oma ae ‘cochtail glass, Te. cockvei 
shaker, 3, 


@ woman, perfeet woman! Nature 
made thee to temper man, this busi- 
ness would be brutish without you! 
With apologies to the poets, we op- 
timistically seek TWO perfect wom- 


en to fill TWO perfect jobs open very Bow! Set From Portugal 

soon in our new, luxurious Uptown For those tropical drinks, or holidey 
Plaza store. No. | is smooth, tactful, age Modern design with 
efficient, a pearl - beyond - price ond handles. Bowl, 12 cups end 


PRIVATE SECRETARY bie to ene 
handle her own correspondence, 
speedy dictation, typing, as the Boss’ 
tight-hand, buffer for him (mere 
male) against the harsh business of 
operating the West's perfect store. 
No. 2 is older, mature, a jewel 
of charm and graciousness who 
cleverly conceals a terrific but 
subtle selling technique. She 
either has bought or sold fine 
glassware, china, silver; can or- 
ganize, develop, keep records and 
will be Queen-Bee as our new 
BRIDAL CONSULTANT. 
Opportunities unlimited for both. The 


F Large site chafing dish 
in solid copper, with 
legs, wooden 

\ burner. 
19.95 
red carpet is laid, we tremble at your 
coming. Phone our Mr. Motley, 


AL 8-6691 for an appointment. 


( Bostrom's 


CLEVER ADVERTISEMENT run in local paper departed 
from the usual “want ad” and couldn’t have failed to 
amuse entire community, as well as serve purpose of 
attracting applicants for jobs. 

















One of America’s finest stores for home and outdoor needs 











PRESTIGE TYPE ADS used by the store to maintain 
their reputation in the community as the store to patrenize 
regardless of what type merchandise sought. 
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November showed sales of 
$737.80 in the gift department, 
$137.48 in china, $783.65 in 
the housewares department, 
and $520.12 in the toy de- 
partment. The day-to-day pre- 
cise check makes it possible for 
Mr. Bostrom to build up or to 
cut individual inventories, to 
boost the advertising schedule, 
and, in the last analysis, each 
section on an even keel. 

Each department is under a 
separate manager including 
Roger O’Byrne in toys, Claude 
Lee in sporting goods, Kate 
Shelton in housewares, Mary 
Lou Stowe in gift, china and 
glass, and Kenneth Roberts in 
hardware. Incidentally, all of 
the 40 salespeople in the store 
have been selected on the same 
rigid criteria, calling for maxi- 
mum curiosity, ability to “meet 
the public,” as well as selling 
ability. 

For years Mr. Bostrom has 
utilized the sales-bonus method 
of stimulating volume and ap- 
parently all 40 employees in the 
big new Uptown Plaza store 
received incentive bonuses based 
on a minimum quota based on 
$2,500 per month, depending of 
course on the department con- 
cerned. Added bonuses are earn- 
ed in steps which are accelerated 
for sales of $3,000, $3,500, and 
still on up to $4,000. 

Every employee likewise has 


a specific detailed job which 
includes responsibility for set- 
ting up of displays, maintaining 
them, keeping inventory on a 
specific bracket of the inventory, 
etc. One salesperson in the 
housewares department, for ex- 
ample, is responsible for kitchen 
furniture, another for “kitchen 
gadgets,” still another for can- 
nister sets, galvanized goods, 
metalware, etc. The $275,000 
inventory has been sub-divided 
into “employee responsibility 
categories” in this way and 
further subdivided by brands 
wherever there is a duplication 
of the item. 


Comfort and Advertising Draw Trade 


Maximum comfort for both 
employees and customers is pro- 
vided by a Chrysler Airtemp, 
32-ton air conditioning system 
which services four zones in the 
store independently and which 
can produce increased cooling 
capacity at whatever section of 
the store is receiving the heavy 
traffic. This air conditioning, 
largest ever installed in the 
Arizona hardware retailing in- 
dustry, is essential both for the 
type of “browsing shopper” to 
whom Bostrom’s cater and to 
maintain overall sales volume 
during the blistering hot sum- 
mer months of June, July, 
August, and September. 

Until recently, as mentioned 


SMALL POWER TOOLS are displayed on island fixtures running 
along length of store and just in front of small hand tools dis- 
played on peg board along wall. Sports department is located just 
beyond tools. 


before, the Bostrom organiza- 
tion did very little advertising, 
intent to depend upon word-of- 
mouth good will. Almost con- 
currently with the decision to 
build the new Uptown Plaza 
store, however, Mr. Bostrom 
began setting aside a budgeted 
percentage of gross sales for 
newspaper advertising. Instead 
of developing his own, however, 
or utilizing more or less stereo 
typed mat service from manu- 
facturers, he contracted with a 
leading Phoenix agency to pro- 
duce a series of “prestige ads.” 
These, are, as shown, all highly 
stylized, feature lots of “white 
space,” and as might be im- 
agined put every emphasis on 
quality rather than price. Years 
ago, Mr. Bostrom proved to him- 
self that there was a surpris- 
ingly large percentage of the 
public who would prefer to pay 
$12 for a top, nationally adver- 
tised, guaranteed 50-foot length 
of hose than to “take a chance” 
on the same number of feet at 
$3.98. Since then, the same 
theme has been followed 
throughout and without any 
particular effort other than 
maintaining a pleasant, genteel 
atmosphere, and a_ colorful 
“showcase” for his wares, the 
Arizona hardware dealer has 
thus been “selling above the 
competition.” 


Firm Continues to Add Space 


Despite its huge size the Bos- 
trom store has already encoun- 
tered space problems, with the 
result that less than 60 days 
after the opening, Mr. Bostrom 
had already contracted for 
9,000 additional square feet of 
space, 5,000 of which will go 
into warehouse space and the ad- 
ditional 4,000, into sales area. 
The extra space will be provided 
at the rear of the building and 
in the basement to provide back- 
up space commensurate with the 
volume during the first two 
months. With his sights set at 
well over a million dollars per 
year and with every indication 
that this will be accomplished 
without difficulty, Bostrom’s is 
daily proving that in the long 
run it is “quality rather than 
price” which spells success. 
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Tube Tester 
Adds Profits 


CUSTOMER is shown how 
to test his radio tubes by 
Nicholas D’Aloisio (right) 
on tube tester. Device is fin- 
ished in blond wood and con- 
tains full stock of tubes. 


Self Service Unit Boosts Radio Tube Sales and Helps Sell New Radios 


UNIT that occupies only three 

or four square feet of floor 
space is bringing in extra dol- 
lars to Shor-Vu Hardware, San 
Mateo, Calif. The little money- 
maker, a relative newcomer to 
hardware stores in the West, is 
a “do-it-yourself” television and 
radio tube tester. 

Nearly everyone who brings 
in tubes for testing becomes a 
customer for tube sales ranging 
from $1.50 to $5, according to 
the owners, Nicholas and Albert 
D’Aloisio and Donald Way. 
“They wouldn’t bring in tubes 
in the first place if they weren’t 
having trouble,” explains Nicho- 
las. And, according to an illu- 
minated sign on the front of the 
unit, “It is an established fact 
that defective tubes are the ma- 
jor cause of television troubles. 
You can save money by locating 
the defective tubes yourself with 
this ‘self-service’ tube tester.” 

Operation is simplicity itself. 
Only Nicholas has had any ex- 
perience with radio, and no ex- 
perience is really necessary, he 
says. According to the step-by- 
step instructions, the customer 
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first sets three knobs on the face 
of the unit, using as a guide a 
chart which lists hundreds of 
types of tubes. Then all that’s 
necessary is to insert the 
suspected tube in the proper 
socket and press a button. If 
the needle on the meter remains 
in the red area the tube should 
be replaced ; if the needle swings 
over to green the tube is good. 
Two small wire baskets are hung 
from the side of the testing unit, 
one for tubes that test “good,” 
the other for tubes that need re- 
placing. 

Base of the device is a locked 
cabinet with four drawers con- 
taining a total inventory of 
approximately $400 worth of 
tubes. The tube tester itself is 
valued at $250. It is serviced 
every two weeks without addi- 
tional charge. Service includes 
a check of the operating cir- 
cuits. At the same time, depleted 
tube stocks are replenished. 

Shor-Vu expects that its tube 
tester will pay for itself in a 
year or less. Already, in the first 
few weeks of use, tube sales have 


jumped 30 to 50 percent. A small 
stock of tubes was carried on 
shelves behind the register, but 
the market potential was not 
being fully exploited. 

Use of the tester opens other 
avenues for merchandising, ac- 
cording to the D’Aloisio brothers 
and Way. For example, if a test 
proves to a customer that his old 
radio needs a substantial invest- 
ment in tubes to bring it up to 
par, he becomes a more ready 
target for the sale of one of the 
new table model radios which 
the store also displays and sells. 
And location of the testing unit 
well back in the store channels 
traffic past more merchandise to 
boost impulse sales. Another 
possibility is the sale of TV pic- 
ture tubes, which the store does 
not stock but advises customers 
it will order on short notice. 

Formerly, said Way, custom- 
ers were skeptical when their 
tubes were checked by someone 
else—this way, all doubt is re- 
moved since they do their own 
testing and see the evidence with 
their own eyes. 
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FEW OF FIRM’S more than 100 trucks at loading dock. 


Serves Area With 8 Branches . . . More Than 100 Trucks 


HAT began 90 years ago in 

Taos, New Mexico, as a one- 
man retail store, has today, 
mushroomed into a_ wholesale 
organization comprising 500 em- 
ployees, eight branch houses 
with services that encompass 
the State of New Mexico, South- 
ern Colorado and Northern Ari- 
zona. That, in brief, is the out- 
line of developments of the 
Charles Ilfeld Company, Albu- 
querque, N. M. 

From the founder, Charles 
lifeld, to the current president, 
Frank Mapel, the history of 
Charles Ilfeld Company has 
been one of continuing progress 
and expansion. Much of this 
can be contributed to this com- 
pany’s keen interest in the wel- 
fare of their dealers and em- 
ployees. 

Two years after Charles II- 
feld started business he realized 
that Taos was being bypassed 
by the then growing mode of 
transportation, wagon trains. 
So in 1867 he moved his busi- 
ness to Las Vegas, N. M., which 
to this day plays a role in the 
company’s widespread whole- 
sale merchandising operation. 

As the business prospered, 
operations were extended and 
new branch houses opened to 
facilitate service to Ilfeld’s cus- 
tomers. In succession Santa 
Rosa, Albuquerque, Magdalena, 
Santa Fe, Gallup, Farmington 
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and Durango Mercantile Com- 
panies were added to the grow- 
ing list of branch houses. Be- 
cause Albuquerque offered a 
centralized location with better 
transportation facilities, ad- 
ministration headquarters were 
moved from Las Vegas to this 
city in 1915. 


Throughout the years the 


Frank A. Mapel 
. .. President 


scope of Ilfeld’s business has 
been to serve Southwest dealers 
with all of their merchandise 
needs. As Frank Mapel, presi- 
dent of the company, so aptly 
stated in a recent interview, 
“We cannot rest on the laurels 
and achievements of the men 
who founded and built the busi- 
ness. From wagon trains to the 
Atomic Age there has been a 
great transformation. Charles 
Iifeld Company has grown with 
that development because we 


continually keep our merchan- 
dise and services to the retailer 
abreast of the times and our 
planning just a little bit ahead 
of that.” 


Cover Southwest with 
Diversified Merchandise 


Diversification of merchan- 
dise lines is a requirement ful- 
filled to better serve the sparse- 
ly settled territory which the 
Charles Ilfeld Company covers. 
Their headquarters offices are 
located at 210 — Ist, N. W., Albu- 
querque, N. M. In addition, they 
have two other warehouses in 
this city. Branches are at Las 
Vegas, Santa Fe, Santa Rosa, 
Magdalena, N. M., and Trini- 
dad, Colorado. Affiliated houses 
are the Gallup Mercantile Com- 
pany, Farmington Mercantile 
Company, Durango Mercantile 
Company and the Durango 
Coca-Cola Bottling Company. 

Due to the diversified nature 
of this company’s operations, 
some salesmen divide their time 
between lines. Such is the case 
of the hardware department 
who have 15 full time hardware 
salesmen and 35 who sell hard- 
ware in addition to other lines. 
The hardware division, which is 
headed by genial Frank Turner, 
comprises the foregoing 50 
salesmen, five buyers and 29 
office employees. He is ably as- 
sisted by Lee Hendricks, sales 
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manager, and Mel Jerdee, ad- 
vertising manager, and buyers, 
Herman Baird, Jim Wright, 
Phil Wilson, Jim Russell and 
Al Derby. 

Serving New Mexico retailers 
are hardware salesmen Tony 
Gallegos, George Risley, Ray 
Stucker, C. H. Brown, Stanley 
Breckenridge, Bob Marsh, Fred 
Disque, Howard Cook, B. B. 
Cortright, H. L. Sampson, For- 
est V. Atwood, Charles H. Al- 
len and Henry S. Falvey. 

In the field, sales managers 
that make the name Ilfeld a by- 
word are: Wm. Bailly, Duran- 
go; Louis Bernabe, Gallup; M. 
J. McMillan, Las Vegas; War- 
ren Bresett, Trinidad; H. M. 
McClelland, Santa Rosa; Lau- 
rence Roberts, Santa Fe, and 
Fred Johnson, Magdalena. Top 
men in the appliance division 
are Lee Davis, manager, Perry 
Tudor and Gordon Blade. Only 
fine quality merchandise of 
famous brand name lines of 
hardware and appliances are 
distributed through Ilfeld’s 
hardware organization. 

A recent inventory of the 
items carried in stock by this 
company show it to be in excess 
of 25,000 items. Of necessity, 
with a stock of these propor- 
tions, modern methods of ware- 
housing and record keeping 
must be maintained to balance 
supply and demand and keep 
stocks fresh and back orders at 
a minimum. In Ilfeld’s ware- 
house and files, items are so 
cataloged that time in filling 
dealers’ orders, making ship- 
ments and replenishing stock 
has been cut to a minimum. 
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SALES POTEN- 
TIALS on a new 
item are discuss- 
ed by (1. to r.): 
Frank Turner, 
manager of hard- 
ware dept.; Lee 
Davis, manager, 
appliance dept.; 
Lee Hendricks, 
sales manager; 
Mel Jerdee, ad- 
vertising man- 
ager; and J. C. 
(Cal) Boyd, vice- 
president of com- 
pany. 


Operate from More Than Half 
Million Feet of Floor Space 


To serve their customers with 
the complete line of hardware, 
appliances and other lines car- 
ried by the firm, they maintain 
a total of 511,000 square feet of 
warehousing space in eight dif- 
ferent towns. These warehouses 
are located in Albuquerque with 
175,000 square feet; Gallup— 
96,000; Las Vegas—75,000; Du- 
rango—40,000; Santa Fe—35,- 
000; Santa Rosa—30,000; Trin- 
idad—15,000; and Magdalena— 
20,000. 

Dependability of this organi- 
zation is perhaps best expressed 
by the continuity of service of 
its officers. Five of the firm's 
top officers have a combined 
work record which exceeds the 
number of years the firm has 
been serving Southwest dealers. 
The firm’s president, Frank Ma- 
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GROUP OF BUYERS get together to discuss sales features of a new fishing 
reel. Buyers (left to right) are: Jim Russell, sporting goods buyer; and from 
other departments, buyers Al Derby, Jim Wright, Herman Baird and Phil 


Wilson. 
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pel, has served the firm for 28 
years; J. C. Boyd, vice presi- 
dent, 35 years; R. J. Nordhaus, 
vice president, 18 years; Julius 
Rosenthal, secretary, 22 years; 
and Arthur Stern, treasurer, 37 
years. Their service combined 
equals 140 years of experience 
with the company. 

Mr. Mapel, who is the fifth 
president of the firm, started 
working for the Gallup Mercan- 
tile Company in 1927. Follow- 
ing work in various depart- 
ments he was named branch 
manager in 1938. In 1948 he 
was promoted to assistant gen- 
eral manager, and in 1950 was 
named general manager and 
vice president of the Charles 
Iifeld Company. He was named 
president in December, 1952, 
succeeding Earl L. Moulton. 

In its sales program, Charles 
Ilfeld Company strives to keep 
its dealers informed on market 
trends and competitive as to 
prices. Contact with the deal- 
er is constantly maintained 
through its representatives and 
a mailing program to keep deal- 
ers enlightened as to buying 
opportunities, merchandising 
methods and business changes. 

A slogan strictly followed 
within the Ilfeld organization 
is, “To help our dealers is to 
help ourselves.” This is adhered 
to by a policy of selling to deal- 
ers only, advertising helps and 
store planning assistance. 
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POWER TOOL SALES... 


also go 


INDUSTRIAL 





Trade-Ins from Industry 


are Sold to Home Owners 


BUILDING CARRIES LARGE SIGN BY PARKING LOT 


HEALTHY jump of $65,000 

a year in major power tools, 
an immediate 200 percent in- 
crease on all relative hardware 
and paint goods, plus new lines 
of woodworkers’ abrasives, glue, 
other special shop supplies fol- 
lowed the industrial foothold on 
power tools of Brizzolara Hard- 
ware, Inglewood, California, 
two years ago. 

“Within the period,” L. E. 
“Briz” Brizzolara says, “over 
200 steady accounts for big 
tools among the district cabinet 
and furniture makers, smaller 
aircraft plants, some machine 
shops have been collected. Six 
of them we have completely set 
up their shops. Meaning: tool 
sales amounting from $3,000 to 
$4,000 each. All of them found 
it more profitable to replace 
their old tools with new ones 
every two or three years. 

“For a new large power tool 
angle, recently we have bid suc- 
cessfully on several of our local 
schools. We got these sales, 
among other important things, 
because of the large available 
stock we keep. Since starting 
with the independent industrial 
buyers, we have had to increase 
our standing inventory to $15,- 
000 in large power tools. In 
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front of the store, we have 
about 30 major units for dis- 
play. Half that much again is 
in reserve down the basement. 
With two complete islands for 
portable electric hand-tools, and 
a split island for single motors. 


& 


it is easily the largest power tool 
headquarters in the greater In- 
glewood area. 

“There’s also more to the in- 
dustrial business than the sell- 
ing of the tools. There’s the 
everyday selling of their cus- 


SMALL POWER TOOLS occupy two full island fixtures and a part of a third 
unit. Some accessories are displayed in this section, but most accessories have 
a separate location. V-belts, much in demand in industrial sheps, are carried 
in a long row near ceiling along one side of store. 
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tomers’ running industrial sup- 
plies. From the biggest portion 
of these tool buyers, we get their 
bulk orders for abrasives, wood 
fillers, glues, etc. All of it is 
worth several thousand dollars 
a month — not mentioning the 
miscellaneous sales of general 
hardware.” 


Salesmen Given Special Training 


Brizzolara’s industrial power 
tool business began operation in 
this fashion: First, two of the 
store’s power tool salesmen 
were selected and engaged as 
the shooting mechanism. With 
plenty of help and guidance 
from the power tool manufac- 
turers, they were given special 
training on the industrial trade 
approach, for approximately 
three months. 


They had to learn how to 
make a sale invariably true to 
productive setup and necessity. 
They had to learn especially how 
to talk a trade on any particular 
power tool. They had to know, 
setup, handle, and service every- 
thing from a table saw to a 
jointer. Their schooling took in 
bandsaws, wood and metal jigs, 





ABRASIVES in sheet and bands for all types of industrial werk and, of 
course, to fit all types of tools sold by the store, has an entire fixture by itself. 
End of fixture is utilized to hold sign promoting cement products. 


radial saws, scroll saws, sand- 
ers from all of the store’s man- 
ufacturers. 

When Owner Brizzolara felt 
they were fully capable as tool 





LARGER TOOLS, such as band saws, upright drills, table saws, and milling 
machines, about 30 major units on the floor, with an equal amount in reserve, 


are displayed in front of the store. 
a wall display under V-belts. 
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Pulleys in various sizes are carried on 


planners, salesmen, combination 
servicemen, he turned these two 
outside — on salary, plus com- 
mission — as a new turning 
force for industrial power tools 
in Inglewood. 


Each salesman carried for 
productive sales an interesting, 
insertion, job catalog. This was 
made up by Brizzolara of spe- 
cial price sheets and industrial 
folders supplied by three major 
tool and two portable electric 
manufacturers. For matter of 
identification, the catalog was 
made prominent by a true pic- 
ture promotion of the store on 
the front cover. Though cata- 
log material was free, this pho- 
tographic item indirectly cost 
Brizzolara $1,000; when he felt 
he had to redress the front with 
new store signature and colored 
tool signs. 

The expense of these outside 
tool signs, he claims, have been 
amply repaid. They have only 
been exceeded in traffic return 
by his energetic industrial tool 
salesmen. 

“We are in process of train- 
ing one more active salesman 
for the industrial power tool 
field. He should be ready by 
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January. In addition, we have 
our special delivery - setup - re- 
pairman. He is trained and 
qualified to take care of all the 
guarantees and warranties con- 
cerning any of our power tools. 
He uses a 34-ton pickup, and is 
part-salesman besides. We judge 
there is probably more than 300 
power tool units available for 
service check. . . . At the mo- 
ment, I haven’t a rough guess 
of how many separate units 
have been sold. 


Trade-ins Have Ready Sales Appeal 


“Fifty percent of our power 
tools sold to the industrial cus- 
tomers have been on trades,” 
Brizzolara discloses. “For that 
reason, we made special rules to 
meet each used unit, early. In 
general, our salesmen should 
have a few used-trade prospects 
in readiness for each resale. In 
the way they appraise it, more 
important, each trade-in must 
stand on its own legs — show 
its own profit for the store be- 
fore they handle it. 


“How this is done, an incom- 
ing used power tool is appraised 
according to its actual cash 
value, less 10 percent, which, in 
our thinking, is about the cost 
of bringing it in and recondi- 
tioning it. Any added cost is 
charged to the reselling of the 
tool. The new store price is al- 
ways conditioned to an average 
profit for ourselves. 


“As far as selling used tools 
is concerned, it is generally a 
competition to see who is going 
to get ours. We sell a lot of 
them to individual handymen 
that are working in the shops. 
But one reason we like the 
trades is the way they get our 
store homeowners started on 
their workshops. This group 
wants them just to try out. If 
it is the type of tool they want, 
they’ll turn it back in on a new 
one. This is what helps keep 
our home workshop trade busy 
and rolling. If you will believe 
it, this year, we have sold 5 new 
table saws, in this manner, by 
just having one used unit avail- 
able.” 
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SALESLADY 
Ruth Cornell 
holds a firz mesh 
picnic cake cover 
that was created 
and made by Mrs. 
Vivian Linke, 
wife of store’s 
owner. Store 
stocks a half- 
dozen items made 
by Mrs. Linke. 


CLOTH and WIRE 


... Inspire Hardware Dealer's Wife to Create 
Unique Specialties to Build Sales and Traffic 


44. IVING the customer some- 

thing unusual to look it’ 
is a policy which has produced 
a lot of extra sales for Linke’s 
Hardware in Lakewood, Colo- 
rado. Mrs. Vivian Linke, enter- 
prising wife of the proprietor, 
has made a specialty of creat- 
ing completely useful, but ex- 
traordinary ideas of her own to 
attract attention to the store 
and in the process she has 
achieved an outstanding repu- 
tation in the Colorado commu- 
nity. 

Mrs. Linke’s theme is _ to 
find a need for a specific item 
and then fill the need with a 
“gadget” from her own making, 
different in that it is made from 
as unusual materials as possi- 
ble. With a well equipped home 
workshop in which she carries 
out every type of production 
from ceramics to wire-work, 
Mrs. Linke has no trouble in 
devoting several hours per day 








to this unusual pursuit. 

Typical of the highly salable 
items which the Colorado hard- 
ware dealer’s wife has devel- 
oped is the “picnic cake cover,” 
shown here. Built on a wire 
frame which resembles a four- 
spoke umbrella, cover is com- 
posed of fine mesh heavy net- 
ting, sprayed with a stiffening 
agent and decorated with color- 
ful fish figures, cut from display 
cloth and sparkling with se- 
quins. When the purpose of the 
odd-appearing cover is ex- 
plained, it invariably “sells on 
sight,” Linke Hardware Com- 
pany has found. “This particu- 
lar gadget was developed to 
cover cakes or pastries when 
served out in the open, at pic- 
nics or similar events,” Mrs. 
Linke said. 

Other types of food covers, 
odd lamp shades, etc., have been 
produced in Mrs. Linke’s work- 
shop. 
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Operation Home Improvement . . . 





Gets Underway with Cooperation 
of Government, Manufacturers, 
Publishers, and Others in a Tre- 
mendous Year-Long Campaign to 
Stimulate Homeowners to Im- 


prove Their Homes. 


LL during 1956 Operation 

Home Improvement will be 
exploited through a joint effort 
of manufacturers, contractors, 
and retailers to encourage home 
owners to improve their homes. 
Initiated by the United States 
Chamber of Commerce, the 
campaign has quickly gained 
support of all business people. 

Although this is Private En- 
terprise’s approach to the Na- 
tion’s housing problem, Opera- 
tion Home Improvement was 
officially launched by Albert M. 
Cole, Administrator of the 
Housing and Home Finance 
Agency, on January 16 when he 
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proclaimed 1956 as “Home Im- 
provement Year.” That was the 
opening gun, from then on a 
barrage of promotion started. 
According to the task force 
co-ordinating this campaign, the 
OHI seal will appear in tens 
of millions of dollars worth 
of national advertising. Many 
national consumer publications 
such as House Beautiful, Amer- 
ican Home, Colliers simulta- 
neously featured this movement 
in their editorial pages. Such 
publications as Home Moderniz- 
ing, Popular Mechanics, Popular 
Science, Household and Sunset 
are some of the many other 


PROMOTIONAL 
KIT is available 
from Operation 
Home __ Improve- 
ment, 10 Rocke- 
feller Plaza, New 
York 20, N. Y., at 
a cost of $5.00. 
Includes newspa- 
per ad mats, re- 
production proofs 
of seal, a decal, 
counter card, win- 
dow streamer, 
poster, radio and 
television com- 
mercials, news 
releases and an 
information book- 
let. 





magazines planning to tie-in 
editorially. 

This is a combined business 
effort to produce sales at all 
levels of the home improvement 
field. You should plan now to 
capitalize on this nation-wide 
program. You have many ways 
of tying in on home improve- 
ment. One phase of home im- 
provement can be focused to 
the outside appearance. This in- 
cludes keeping up the garden, 
lawn and appearance of the 
house. As far as the hardware 
retailer is concerned, this means 
selling garden supply items, 
paint, builders’ hardware and 
such things as new mailboxes, 
outdoor lighting fixtures, house 
numbers. 

This campaign gives you an 
opportunity of appealing to the 
Do-It-Yourself home owner for 
improving the interior. The 
first big objective in any home 
would be painting. Then there 
is always the possibility of put- 
ting in new cabinets, remodel- 
ing closets and putting up new 
fixtures, modernizing fixtures in 
bathroom and kitchen, changing 
the lighting fixtures throughout 
the house, and one thing that all 
home owners should be made 
cognizant of, replacing door 
hardware for appearance sake. 

To facilitate concerted local 
promotion, the Operation Home 
Improvement staff has prepared 
a basic advertising and display 
kit which could be very helpful 
to hardware retailers (see illus- 
tration). 

You should check with your 
local Chamber of Commerce to 
see if they are planning to join 
forces with OHI to conduct a 
community - wide promotional 
campaign, so that you may tie 
your own individual promotion 
in with it. 

It is difficult to make up a list 
of items that you can sell for 
home improvement as almost 
everything in your store can in 
some way or another be con- 
strued as improving the home. 
With all the concerted effort put 
forth by the nation’s business 
on this campaign, you should be 
able to reap benefit of increased 
sales in 1956 by promoting home 
improvement items. 
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Sells With 3-Dimension Pictures 


Stereo Camera and Color Slides Become Powerful 
“Sales Tool" for Western Colorado Hardware Dealer 


NVESTING in a stereo camera 
which makes three - dimen- 
sional color sides and a plastic 
viewer kept always on hand in 
the store, has proven a novel but 
highly effective means of build- 
ing sales at Glenn’s Hardware 
Company, in Delta, Colorado. 
R. S. Glenn, owner of the 
store, maintains a large floor 
coverings department along 
with his standard hardware 
stock and sells a steady volume 
of both linoleum and wool floor 
coverings. Likewise, the store 
carries one of the most complete 
inventories of paint on Colo- 
rado’s western slope, and a like- 
wise complete inventory of 
gifts, pictures, lamps, etc. 
Whenever Mr. Glenn sells a 
home owner on any of these 
home furnishings lines, he 
makes it a practice to shoot a 
color slide of the room involved, 
both “before and after.” If the 
customer is installing a new 
carpet, new linoleum, etc., for 
example, the Colorado hardware 
dealer makes two trips to the 
home, taking along flood lights 
or a flash gun for his stereo 
camera and “proves it with a 
picture” in terms of customer 
satisfaction. All of the color 
slides are filed away, indexed 
with the customer’s name and 
address, ready for quick display 
to future prospects when the 
opportunity arrives. With sev- 


eral hundred such color slides 
now on file, the electrically-oper- 
ated viewer is an ideal sales 
clincher. For example, if a 
housewife is planning a new 
asphalt tile floor for a sun room 
or carpet for a living room, Mr. 
Glenn is not only able to come 
up with the name of a local resi- 
dent who has bought just these 
floor coverings, but can likewise 
show pictures which give the 
customer an idea of how the 
room looks before the floor cov- 
ering was installed and its ap- 
pearance afterwards. The re- 
sult is invariably good. “We 
count a lot on everyday curios- 


“Sure we'll take your pile of fire- 
blackened rocks in on a trade.” 


ity,’ Mr. Glenn smiled, ‘often, 
our customers in the past have 
been prominent local families 
and succeeding prospects wel- 
come the opportunity to get to 
look into the family’s home via 
our color viewer.” 

In addition to thus present- 
ing “before and after” on car- 
peting, the color slides are ideal 
to show the results which can 
be obtained with wall tile, 
paint, wall paper, etc. When 
Mr. Glenn finds that a prospec- 
tive customer is dubious over 
the appearance of a particular 
color or pattern in a room, he 
can almost always find a set of 
“before and afters” involving 
the same colors in his color slide 
film. This helps to narrow the 
selection and often makes the 
difference between a “just look- 
ing’ and an actual customer. 

With around $250 invested 
in his equipment, Mr. Glenn 
never hesitates to make a pho- 
tographic record of any installa- 
tion of any type of which he is 
proud, whether it is an electric 
fence installed on a neighboring 
cattle ranch, a new electric 
water system in the farm home, 
or simply an outstanding deco- 
rating job carried out with the 
store’s paint. “A picture, par- 
ticularly a color transparency, 
goes much farther than hours 
of verbal discussion,” Mr. Glenn 
said. 
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Dealers Turn Out in Numbers for Firm’s Housewares Show 


Salt Lake Hardware Draws 659 Persons to Second Series 
of Housewares Shows Held in Three Different Locations 


EALERS from the large area 
served by the Salt Lake 
Hardware Company turned out 
659 strong to see the new mer- 
chandise on display at the three 
Housewares Shows held recent- 
ly in three different locations. 
Here dealers not only saw the 
latest offerings in housewares 
and giftware lines, but they also 
had an opportunity of seeing 
how the items worked, and an 
opportunity to talk to the fac- 
tory men and the factory repre- 
sentatives who were on hand to 
help the hardware firm’s per- 
sonnel man the displays. 
Thirty-three leading house- 
wares lines were represented by 
direct factory personnel at all 
three shows. Many factories 
used live demonstrations in pre- 
senting their merchandise to the 


dealers. In addition to the mer- 
chandise represented by the fac- 
tory personnel, the sales person- 
nel of the Salt Lake Hardware 
Company presented many other 
housewares items and _ gift 
items. 

All housewares dealers in the 
large area, which includes the 
Southeastern part of Oregon, 
Southern Idaho, and part of the 
states of Montana, Wyoming, 
Colorado, New Mexico, Nevada, 
and all of the state of Utah, 
were invited to attend the 
shows. Many dealers brought 
their salespeople so that they 
could get more first hand selling 
information, and so that deal- 
ers’ sales personnel could take 
advantage of the direct factory 
sales help available, all shows 
were open from 1:00 p.m. until 


9:00 p.m. daily including Sun- 
day. Buffet dinner was served 
each evening and snacks were 
available during the _ entire 
show. 

The first presentation, in the 
series of three, was held at the 
Civic Auditorium in Grand 
Junction, Colorado on Septem- 
ber 11-12-13. On September 25- 
26 and 27, the second show was 
held in firm’s Boise Idaho Show- 
rooms. The third showing was 
held in firm’s Salt Lake City 
showrooms on October 2-3-4 
and 5. 

Management reported that 
response from the 659 persons, 
representing 295 dealers, was 
very gratifying, and that they 
requested that the show be re- 
peated in 1956. 
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FACTORY PERSONNEL who were in attendance at Boise, 
Idaho for the Second Annual Housewares Show got to- 
gether for this group shot. In front row (left to right) 
they are: Walter Samulski, Sunbeam; Bill Fielding, Revere 
Copper and Brass; W. F. Hendrickson, Wagner, Proctor 
and Washburn; Robert Wright, Jr., Wolff Lacey Ledge; 
Dene Clayton, Nesco; William Gough, Cosco; Lester Math- 
ieu, Cal-Dak, Met-L-Top, and Titan; William P. Clayton, 
Nesco; and John Duncan, Ekco. Standing (left to right) 
are: H. P. Mills, Boise branch manager for Salt Lake Hard- 
ware; Morey White, Big Boy Barbecue, Silex, Plastex, 


FEBRUARY 1956 


Handyhot, and Foley; Clinton Bellinger, Revere Copper 
and Brass; Robert Allen, Westinghouse Electric Corpora- 
tion; F. J. Bennett, Mirro Aluminum; Emory W. Barrett, 
Colorflyte, Royale, Rival, and Munising; John Benishek, 
Mirro Aluminum; George R. Woodward, Griswold and 
Griffith; Ben Thompson, Los Angeles Brush Corporation; 
C. L. Stoddard, Carvel-Hall and Royal Chrome; George 
Currie, Libbey Glass Company; Harlan V. Meyer, Rubber- 
maid, Fletcher Enamel and Federal Tool; A. N. Parker, 
manager, housewares and floorcovering department, The 
Salt Lake Hardware Company, Salt Lake City. 
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Two Letters... 
Announce Change 


AST year a store changed 
hands and changed name in 
a small California town. There 
are hundreds of such changes 
each year, but what makes this 
eventful is the manner in which 
the old and new owners in- 
formed the public. 


The retiring owner published 
a letter in an advertisement in 
the local paper. It was a friend- 
ly type of letter expressing sin- 
cere warmth and appreciation 
of past patronage. 

The following week’s paper 
carried a similar letter-adver- 


tisement also surprisingly 
enough with the same type of 
friendly approach. Because they 
are considered an excellent ex- 
ample of announcing a transi- 
tion of a well known store they 
are reprinted here. 
(Editor) 








many years: 


tion can erase. 


as ever. 


friendships. 





W. C. Steves Hardware 


St. Helena, California 


May 26, 1955 
To the people of St. Helena, my friends of 


It is a difficult matter for me to end my 
long years of business in this community, 
and to end, at the same time, the Steves 
family ownership of this store, a total of 
77 years. The years have made it necessary. 

But the years have also brought to me 
satisfactions which no mere legal transac- 
The years have brought 
friendships which nothing can dim. The 
years have brought associations and memo- 
ries which remain as bright and enjoyable 


These are the emoluments of doing busi- 
ness in a small town. These are the true 
fruits of trade in a friendly community. To 
walk down Main Street and know everyone 
by his first name and count him friend. 

In this, the last week I shall be in busi- 
ness here, I take this opportunity to thank 
everyone of you of this generation, of the 
generation before this and the generation 
before that, for the fine friendship which 
this store has enjoyed. For 77 years Steves 
Hardware has been a St. Helena institution, 
we hope its successors will enjoy those same 


Yours respectfully, 
Warren Steves 








Steves Hardware 
St. Helena, California 


To the people of St. Helena, our friends: 

As we begin our new venture, as we take 
over active ownership of Steves Hardware, 
we wish, as St. Helena’s newest business- 
men, to welcome you to our store. We want 
you to come into Steves Hardware and re- 
new the acquaintance we already have with 
many St. Helenans; we want to make friends 
with all the others we have not yet met. 

We are not breaking completely with the 
past. We shall keep the thread of continuity 
strong; we shall retain the Steves name, the 
store will be known as “Steves Hardware.” 
At the same time, as young men engaging 
in our first enterprise, but experienced in 
the hardware business, we have some ideas 
which we expect to put into practice. 

But first, we would welcome you. We want 
you to drop in, visit with us and let us be of 
service to you. 

Also, we wish to thank Mr. Steves for the 
fine cooperation he has given us in effecting 
the transfer. 
opportunity he has offered us; we hope in his 
retirement he will be able to enjoy all the 
fruits of his long years of service to the 
people of St. Helena. 


June 1, 1955 


We are appreciative of the 


Thanks, 
Verino Menegon 
Jerry Gard 
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HANDGUNS as well as rifles and shotguns are on open 
display in the sense that they are out where they can be 
touched and examined. Both are protected from excess 
gun waving by use of signs; in case of handguns by chain 
through trigger guard. 


Moves Handguns to Open Display 


Chain Through Trigger Guard Prevents 


OMPLETELY open display 
which permits a prospective 

revolver or automatic customer 
to pick up the gun, and “get its 
feel” has more than doubled 
sales of hand guns in the sport- 
ing goods department of Meyer 
Hardware and Sporting Goods 
Company, in Golden, Colorado. 

At first glance, “open display” 
where hand guns are concerned 
sounds a bit risky. However, 
under terms of the system de- 
veloped by Joe Meyer, store 
owner, there is no risk and the 
open display can be left unat- 
tended. 

The secret is simply that a 
row of pistols, as many as eight 
or ten at a time, is shown 
mounted on a strong chain cov- 
ered with a plastic tube which 
protects trigger guards and 
triggers from damage. Sup- 
ported on the wall in a section 
reserved for firearms, the pistol 
display is out where the cus- 
tomer can touch any of the guns, 
yet with a padlock securing the 
chain in place it would be al- 
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Theft and Protects Weapons from Damage 





most impossible for them to be 
stolen. 

The natural curiosity of the 
average person toward such 
guns invariably attracts atten- 
tion from almost everyone who 
enters the store and the result 
is far more opportunities of 
making sales, according to 
Meyer. When the _ customer 
wants to settle on a choice be- 
tween one or two revolvers or 
automatics, Meyer simply un- 
locks the padlock, slips the gun 
off the chain, and hands it to 
the customer, to snap the action, 
to check the safety, etc. 

The recent uranium boom 
which swept most of Colorado 
has likewise boomed demand 
for dependable hand _ guns, 
Meyer indicated, and for this 
reason he is carrying almost 
three times his former inven- 
tory and selling a record vol- 
ume of .22 and .32 caliber hand 
guns. “In this way, the guns 
can be selling themselves when 
salespeople are busy elsewhere,” 
he summed up. 











Boss Takes Vacation, 
Employees Hold Sale 


An annual “Employees Sale” 
produces good results for Kren- 
gel’s Hardware Store, Twin 
Falls, Ida. 

Each year, the store is turned 
over to store employees while 
the boss takes a vacation. 


And the employees sponsor a 
special clearance sale of Sum- 
mer merchandise to show the 
boss just what good merchan- 
disers they are. 

The sale is heavily advertised 
in the Twin Falls newspaper, 
and customers are urged to come 
in and take advantage of the 
bargains “while the boss is 
away.” 

Store officials report the sale 
is popular with customers, and 
double popular with store em- 
ployees. 

“It’s sort of a two-fold pro- 
motion — it builds store traffic 
and helps store morale,” he said. 






Disorder Sale During 
Remodeling 


Remodeling and renovating 
time is always a troublesome 
time for the hardware mer- 
chant. 

The inconvenience .. . the 
noise .. . the general disorder. 

However, the Bargain Barn 
Hardware Store, Pocatello, Ida- 
ho, surmounted the remodeling 
bugaboo recently by making it 
sort of a game. 

To compensate for the gen- 
eral confusion in the store dur- 
ing remodeling, the firm ran a 
special “Sale during Disorder!” 

Special prices were offered 
customers “brave enough to face 
the hammers and the sawdust 
and the planks of lumber.” 

A spokesman for the store 
said the “Disorder” sale main- 
tained business at its best aver- 
age during the sale .. . and even 
helped to clear many odd lots of 
clearance merchandise at good 
prices! 
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AN EXTREMELY POPULAR SPOT at Barker Bros., Los 
Angeles, is this new barbecue shop (left) located in their 
recently redecorated homewares section. Displays here, as 
elsewhere in the section, are unerowded and provide ample 
room for shopper to move around and look at the mer- 
chandise. Prices are plainly marked on all merchandise, 
and the price range is so great that all shoppers can find 
something that appeals to their taste and pocket book. The 


REDECORATED HOMEWARES SECTION POPULAR WIT 


H HOME OWNERS 
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newly redecorated Serve Shop (right) features merchan- 
dise the hostess uses in serving the outdoor or buffet 


supper. Here a background of rose-tinted fluted wood 
has been used to show to advantage the gilded and 
silvered meta!s so often used in this type of merchandise. 
Lighting is all indirect, and in beauty, lighting, and 
background, the housewares section rivals the finest gift 
shops in town. 
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TRIM AND TIDY is a good description of this service island for cast-iron ware 
at Coast Hardware and Sporting Goods, Ventura, California. According to 


owner Floyd P. Shaw: 


spotlight new as well as promotional type merchandise. 
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TIERED FIXTURE SHOWS CAST-IRON WARE TO ADVANTAGE 


“It’s a refreshing change from the scattered displays 
for this type merchandise that is usually found around many stores. Owner 
Shaw credits this central fixture, with its bright and refreshing look, for a 
substantial increase in the sale of frying pans and cast-iron ware. Fixture is 
low, with a minimum amount of space between shelves, and is just wide enough 
to accommodate some of the larger frying pans. Top and ends are used to 


DISPLAY FOR FARM HARDWARE 
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ROLLING 


DISPLAY RACK. that 
could be moved about as needed was 
built of welded angle iron by Virgil 
Karhoff, farm machinery specialist 
for Neifert-White Co., Townsend, Mon- 
tana, implement and hardware deal- 
ers. Spikes of welded rod formed 
hangers for pulleys, bale hooks, clev- 
ises and similar farm equipment. A 
plywood panel at bottom of the rack 
is used for displaying electric prod- 
ders and electrical fencing equipment. 


HARDWARE WORLD 








— 
Se 
eee tet She 


SS SSS 
Xx SSSA 
SSS 
: 


. 
CS OS SC 
. SCS 
Sw 
~ 


SARAN SCREEN CLOTH 


CHICOPEE MILLS, INC., Lumite Division, 47 Worth Street, New York 13, New York Slightly higher West of the Rockies 
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A sure way to lose a fisherman! 





FROM THE COLEMAN COLLECTION, SOUTH OTSELIC, NEW YORK 


A sure way to land him! 


To land a fisherman, a dealer must use the right 
lure. And there’s none better than a complete 
stock of Gladding lines. 

First, there’s a Gladding line for every kind of 
fishing. For example, there’s Aqua Sink, a dacron 
fly line with a super tough coating which makes it 
cast easier and sink rapidly. Clearon, is our mono- 
filament; so clear it’s invisible in any water. And 
Aerofloat is the amazing Gladding fly line that 
never has to be dressed... yet it always floats. 


IF IT’S GLADDING 
IT’S GUARANTEED 








You can count on making a satisfied customer 
when you sell a Gladding line. Because Gladding 
is the quality brand in fishing lines—nationally 
advertised—it sells easily. Stocking Gladding means 
more dollar volume for the dealer ...and more 
profit, too! 

If you are not among the thousands of dealers 
everywhere stocking Gladding lines, ask your job- 
ber or write for full information today. We guar- 
antee good fishing and good selling with Gladding. 


AT YOUR 
FAVORITE DEALER 


ase 
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Make Department Do Public Relations Job for Store 


HE familiarity of a name 

influences everybody’s daily 
purchases, and the combination 
of good merchandise and a well- 
publicized store is what makes 
the cash register jingle. In other 
words, people like to do busi- 
ness with friends, and no other 
department in the store is better 
fitted to win friends for the en- 
tire store than the sports depart- 
ment. 

You may have the best sports 
department and the best store 
in town, but until your name 
becomes a “buy-word,” until 
such time as people automatical- 
ly think of your store when they 
have decided to purchase a par- 
ticular item, you have not capi- 
talized on your modern store, 
your selection of merchandise, 
your service, and the innumera- 
ble things that make a success- 
ful operation. 

Your reputation among your 
prospective customers depends 
upon two things, the way you 
do business, and how much the 
public knows about you and 
your business. To keep your 
community informed about your 
business you have two effective 
tools, advertising and publicity. 

In handling advertising the 
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average dealer has little diffi- 
culty in getting help from his 
suppliers, manufacturers and 
distributors, and from the news- 
paper space salesman, who quite 
often will do most, or all, of the 
detailed work in making-up the 
ad. In handling publicity the 
dealer is quite often on his own 
without any outside aid, and at 
a complete loss as to the me- 
chanics of developing a pub- 
licity program and following 
through with individual press 
releases. 


What is Publicity? 


Good publicity is built on a 
groundwork of activity. Some- 
one must do something that has 
news value, or has been written 
to have news value, in the eyes 
of the editor who will cause it 
to be printed. 

The primary objective of all 
publicity you release will be to 
make your store’s name a famil- 
iar word in every household in 
your community, and to reflect 
with credit upon your organiza- 
tion. 

As we said before the sports 
department offers almost un- 
limited possibilities with respect 
to publicity. 


For example, you hire a new 
man, and although he is rela- 
tively unknown, even a new- 
comer to your town, you have 
the material for a publicity re- 
lease. While his name might 
appear first in the news item, 
and while few persons will rec- 
ognize his name, the important 


- thing is that readers of this 


item will be reminded of your 
store. 

Using a broad classification, 
store publicity can be broken 
down into two groups: Person- 
nel and their activities, and de- 
partment or store activities. 


Personnel Activities Equals Publicity. 


Under the personnel classifi- 
cation comes all civic, social and 
sports activities engaged in by 
employees. Election to a public 
office, appointment to a city or 
county commission, election or 
appointment to an office in a 
social club, or participation in 
any sports event by a member 
of your organization is poten- 
tial publicity for your store. 

If one of your sporting goods 
salesmen takes a vacation and 
by any chance manages to get 
in a little fishing this can be 
worked up as a newsworthy 
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an A Complete Hose Fittings 








DEPARTMENT 
ints TRAFFIC STOPPING ze COLORFUL 
re cA GY COUNTER DISPLAY PLASTIC 
‘| Rone PEG BOARD 
DISPLAYS 


ACTUAL ITEMS 


CONTENTS: 
MENDERS —WASHERS — 
NOZZLES—COUPLINGS 








THE EVERYDAY FAST-SELLING ITEMS 
Y2 doz. No. 155 Gold Label Nozzle 1.80 
Y2 doz. No. 161 Diamond Nozzle 1.35 
Ya doz. No. 226 7/16” Re-Usable Coupling .84 ea. 
Ya doz. No. 226 2” Re-Usable Coupling .84 ea. 
Y% doz. No. 234 7/16” Re-Usable Mender  .66 ea. PLACE NEAR 
Y% doz. No. 234 2” Re-Usable Mender .66 ea. CASH REGISTER 
1 doz. No. 85CL %” Clincher Coupling 47 ea. 
1 doz. No. 85CL %” Clincher Coupling 47 ea. 
1 doz. No. 85CLF %” Female End Only .30 ea. 
¥a doz. No. 12CL 7/16" Mender UY @8. These fast selling items give you IMMEDIATE 
Y doz. No. 12CL %” Mender 19 ea. PROFIT it’ fi h 
% doz. No. 12CL %” Mender peep . ifs a = sure-tire assortment that meets 
2 doz. No. 78-A Hose Washers, Clips iat all customer’s demands — not a single item that 
sis ati ntee agin doesn’t mean business. Put this readily adapt- 
DEALER COST (At Current list) 34.98 able display in your store now. Watch it work 
DEALER PROFIT: 17.48 for you — building profits at once. 
- 
H. B. SHERMAN MANUFACTURING CO., Battle Creek, Mich. 
The only complete line of Lawn Hose Fittings - Write for Catalog H-56 
For Details Circle 117 on INQUIRY CARD 
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publicity item. The fact that he 
took a vacation is not so news- 
worthy, but is newsworthy 
when written to the effect that: 
“Bass fishing in the many lakes 
surrounding the valley has im- 
proved during the past two 
weeks, according to Jimmy 
Jones, sporting goods salesman, 
Chase Hardware, who spent the 
last two weeks conducting an 
on-the-spot survey of the local 
fishing conditions.” 

Here, you have not only 
placed your store’s name before 
the public again, but will prob- 
ably pull a few of the local nim- 
rods in to pick up a plug or two 
while they see how much infor- 
mation they can pump out of 
your salesman who just re- 
turned from the fishing grounds. 
You win both ways. 

While this is only a partial 
list of the personnel activities 
that can have publicity value, it 
should serve as a guide in work- 
ing up a publicity program. 

The list of departmental ac- 


tivities that have news value is 
also almost unlimited. 

Let’s say you are holding a 
contest of some kind and want 
to develop a program that will 
give you the greatest return, 
publicity-wise. First, in almost 
any kind of contest, you have 
three potential news items that 
have a good chance of appear- 
ing in your local paper. First, 
you have the announcement of 
the contest. Secondly, you have 
a progress repori to the effect 
that a certain number of per- 
sons have entered the contest, 
or that judging by the number 
of entries in the contest, hunt- 
ing or fishing conditions seem 
to be better than at this time 
last year. Third, you have the 
story announcing the winners 
in the contest. 

Contest entered by the de- 
partment or store, such as sales 
contest, window contest, etc., of- 
fer another possibility of plant- 
ing a news item in local papers. 
This is especially so if your 
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OVERHEAD SPACE, not previously used by New York Hardware Trading 
Company, Los Angeles, has been put to good use by the firm’s sports depart- 
ment. Blackboards, placed completely around the store, provide free advertis- 
ing for commercial fishing boats, but most important of all, the blackboards 
have been responsible for an increase in the sales volume on fishing tackle as 
well as pulling customers into the store where they are exposed to all depart- 
ments. Listed on the boards are the names of the boating companies, name of 
boats and times of departure. Perhaps the best drawing feature of the boards 
is a current listing of ocean fish which are being caught. These data are kept 
current by the boat owners, who phone in this information. The only charge 
to the boat owners was the original cost of the boards and the painting of the 
names. From then on everyone gained: The baat owners, the store and the 
fishermen. 
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store is a winner or runner-up 
in the event. 

Other events that should be 
promoted publicity - wise are: 
Class conducted by store; store’s 
sponsorship of “Little League” 
or other local groups; partici- 
pation in local parades, fairs, 
ete.; unusual merchandise such 
as collection of old guns; and 
any special activities with news 
value in your community. 


How to Prepare a Press Release 


The rules to follow in writing 
a news release are quite simple 
and almost anyone, given the 
facts, should be able to write 
one and have it in the mail in 
a matter of a few minutes. 

The thing you are selling 
more than anything else is your 
company name, therefore, use 
your company stationery to 
carry the release. 

Don’t write the editor a letter 
on the same page. The item can 
probably be edited and set in 
type from the original release 
if on a clean page with wide 
margins and double spaced type. 
If you feel that a letter should 
accompany the release, then put 
it on a separate page and 
attach. 


Keep It Simple is Good Rule 


A good basic rule to follow in 
preparation of a news release is 
to put in all that is needed to 
tell the story and nothing more. 

All good reporters soon learn 
to put the most important facts 
—who, what, when, where, and 
how—in the first paragraph, 
the next most important infor- 
mation in the second paragraph 
and so on down the line. By so 
doing the least important part 
of the story is killed when the 
editor drops a couple of para- 
graphs from the end of the 
story to make it fit a given 
space. 

All releases should have a re- 
lease date. And unless there is 
a very important time element 
that date should be for “imme- 
diate release.” This permits the 
paper to use the story at will, 
or when they have the space. If 
there is a time element, then in 
the white space at top of page, 
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CASH IN ON CUSTOMER ENTHUSIASM 


FOR ANOTHER FINE COLT REVOLVER 





NEW! 


Calibers: 38 cal; .38 Special (mid- 
range, regular and high speed loads). 
.22 cal; .22 Long Rifle (regular or high 
speed loads). 

Length of Barrel: 4 inches. Length 
Overall: 91% inches. Weight: .38 Spe- 
cial, 34 ozs.; .22 L.R., 37 ozs. Sights: 
Accro rear sight, adjustable; front 
sight, quick-draw ramp type, ‘se wide. 
Stocks: checkered walnut, square butt. 
Finish: Dual-tone blue. 





ADJUSTABLE SIGHTS! \%” standard, designed to give you a far 
more accurate sighting plane. Rear: COLT ACCRO is inlet into the 
frame, won't get out of adjustment. Simple, positive windage and 
elevation adjustment, one minute clicks. Front: glare-proof, ramp 
type with holster-free blade. 


“TROOPER” 


Here is a beauty designed to fulfill a 
demand for a heavy-duty, holster-type 
Colt revolver with target-sight accuracy. 

The new Colt Trooper will sell “on 
sight” to hunters, campers and outdoors- 
men who rely on a sidearm for protec- 
tion — or enjoy one purely for sport. 
As soon as you grip this gun, you get 





MODEL 


Finest Colt quality — priced for volume sales! 


a—umme” §=89TAX INCLUDED 


the unmistakable feel of reliability, 
balance and accuracy that has been a 
byword with Colt since the first revolver. 
Sight it and you're sold! 

Display the new Colt Troopers promi- 
nently in your gun case, show them to 
prospects who take pride in fine guns, 
and you'll make sales. 


FOR THE MASTER SHOOTER — 
(on special order) fast-cocking 
wide spur hammer ($2.75 extra), 
and tournament type custom Wal- 
nut Stocks ($5.50 extra). Sold as 
accessories: wide spur hammer 


$6.50; custom stocks $7.50. 


COLT’S PATENT FIRE ARMS MANUFACTURING COMPANY, INC. 


Hartford 15, Connecticut 
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there should be the specific time 
when release can be used. 


Material Must Meet Editors 
Definition of News 


Most editors have definite re- 
quirements that a publicity item 
must meet before they will even 
consider it for publication. They 
usually ask: Is the story fresh, 
timely, interesting, objective, 
and most important of all, of 
local interest. 

In judging publicity, many 
editors ask: Does this publicity 
story take the place of paid ad- 
vertising? This is the news- 
paper’s direct approach to the 
question of where legitimate 
publicity ceases and advertising 
begins. 

It would be a foolish editor 
or publisher who gave away 
that which he was selling, just 
as it would be a foolish dealer 
who sold his merchandise at 
less than cost. 


Under these circumstances it 
can be assumed that the dealer 
who tries to handle his advertis- 
ing through the medium of pub- 
licity will be both unwise and 
sadly disappointed. 

At end of article there are 
two sample press releases, one 
showing a basic news release 
and the other showing how this 
same release can be written 
with a human interest angle. 
Both types have their place, and 
these samples are just to show 
that a release can be written in 
more than one way. 

In summing up it is well to 
remember that publicity is not 
a competitor of advertising. It 
is rather a supplement—a way 
of getting a plus value out of 
your advertising dollar. 

It is also well to remember 
that publicity is not a one-shot 
affair. As a part of your public 
relations program, you will 
have to utilize publicity as a 


long-range, consistent part of 
your overall operation. 


One Way to Get Jump on Competitors 


In the final evaluation of pub- 
licity and the job it can do for 
your particular department and 
your store, you should take into 
consideration that much of the 
same merchandise you stock 
can be purchased from nearby 
competitors at the same price, 
with the same guarantee, and 
with the same service. The 
awareness of your store’s exist- 
ence, and the reputation your 
store has in the community can 
be the determining factor that 
will bring the customer to your 
store rather than to your com- 
petitors. 

Simply stated, good publicity 
can aid in increasing sales when 
business is good and can serve 
as an aid in holding customers 
when business conditions are 
poor. 





121 Main Street 


CHASE HARDWARE CO. 


CHASE HARDWARE CO. 


121 Main Street 


February 1, 1956 


FOR IMMEDIATE RELEASE 


Johnny James, age 9, of 364 
Madison Street, won first prize, a 
complete spinning outfit, in the 
fishing contest sponsored by Chase 
Hardware, 121 Main Street. 

Other winners were: John Frey, 
464 Lincoln Avenue, a spinning 
reel as second place winner; and 
Susan Wolters, 278 Downey Drive, 
who won a bait casting pole as 
third prize winner. 











RELEASE (above) has a bare minimum of information 
and is written in a straight news style. Names of local 
residents, the backbone of all news in smaller newspapers, 
is about all this release has to offer. The same information 
has been rewritten (right) into a release that has the 
same all-important names, and the same basic news ma- 
terial. The important addition in this release is an element 
of human interest . . . a nine-year-old boy beating grown 
men in a fishing contest. Quite often this human interest 
factor, or some unusual twist, will determine the disposi- 
tion of a release . . . in print or in the waste basket. 
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February 1, 1956 


FOR IMMEDIATE RELEASE 


The men were separated from 
the boys in the fishing contest 
sponsored by Chase Hardware, 121 
Main Street, which ended Satur- 
day, and the boys in the person of 
little Johnny James, age 9, walked 
off with the grand prize, a com- 
plete spinning outfit. 

Johnny, who lives with his par- 
ents, Mr. and Mrs. Roy James, 
364 Madison Street, hooked his 
prize winner, a 614 pound black 
bass, July 4th while fishing with 
his father in Big Mill lake. 

Johnny’s nearest competitor was 
John Frey, 464 Lincoln Ave., who 
won the second prize, a spinning 
reel, with a 534 pound black... . 
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GIVE A“ROKER” BOOST 





BOKER tools are as finely made as BOKER 
cutlery. BOKER’s trademark stamped on 
them is a guarantee of quality, workman- 
ship and performance. BOKER tools are 
made of special analysis, chrome vanadium 
steel. They’re load-tested, diamond-tested 
for hardness, and accurately machined from 
the time the steel is forged until final pol- 
ishing. In short, they're the kind of tools 
your customers will go for. They look qual- 
ity — They feel quality—They are quality! 


£275C -- 7” - 10%” - 

1244” sizes : 

Heavy duty’ COmbinatiof Pattern 
Snips wll cut curves “as well as 
straig lines. Other patterns and 
sizes Blso available. 


| a. 
\ x \ 
\ 
£6507 — 10” size LSB 
: r @ > 


Patented Groove-Grip, 5 po- 
sition adjustable Plier- 
Wrench-—cannot slip. Forged 
ribs and grooves. 


A popular Logg-Nose Plier with’ keen 
side cuttersf For electrical’ radio 
and telephoge work. The all@round 
home tool. 


$5612—6” - 72” - 82” sizes 
Heavy duty side cutting 
Plier widely used by line- 
men and electricians and for 
maintenance repair work. 


phone, radfo and electrical workers, 
*‘Do-It-Youfselves”’ and for general 


SPECIALIZED 
PLIERS FOR THE 
ELECTRONIC 
MANUFACTURER 


BW — 4” -6”-8”-10”-12” sizes 
Chrome plated, finish, special 
alloy steel thin Wrench. Ex- 
ceptionally strong. | 


ary For over & conte 
H. BOKER & CO., INC. 
Established 1837 
101 Duane St. 
New York 7, NY 
For Details Circle 57 on INQUIRY CARD 


DeM sports 
equipment 














the hardware store 
partners since 1840! 


Draper-Maynard, one of the 
most reliable business names in 
the nation, has been associated 
with hardware stores for more 
than a century. And during 
those eventful years, D&M has 
kept pace with a modern line of 
sports equipment, priced right. 
If you're not now handling the 
D&M line— it'll pay you extra 
profits to do so. Contact your 
wholesaler or write direct. 
Complete catalogs available. 


Draper - Maynard 
Sports Equipment 


For Details Circle 118 on INQUIRY CARD 
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TRAFFIC-STOPPING 


safety and good sportsmanship, proved to be 
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nd signs which promoted 
selling” window as well. 


ss 


Sylvan Sports Display Sells 


FLAIR for the unusual in 

window displays devoted to 
sporting goods has built volume 
by more than 75% over the past 
two seasons for Dean Kendall, 
owner of LaJunta Hardware 
Company, LaJunta, Colorado. 

Mr. Kendall, something of an 
artist with even the most com- 
monplace type of window dis- 
play, believes in emphasizing 
“atmosphere” rather than items 
and prices and, consequently, 
his windows will stop traffic 
even where the passerby has no 
specific interest in sporting 
goods. A frequent winner in na- 
tional contests, Mr. Kendall has 
made intensive use, as well, of 
slogans and signs which pro- 
mote safety, good sportsman- 
ship, and other factors. 

The typical window pictured 
herewith, which launched last 
year’s deer hunting season, was 
a sylvan scene featuring a mini- 
ature log cabin, five feet wide, 
in the right center of the win- 
dow. Balancing the display on the 
other side was a sectional “for- 
est” composed of actual trees. 
Hunting equipment was dis- 
played on pedestals throughout 
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the “forest,” leaning against the 
cabin and in other such natural 
positions, as was hunting cloth- 
ing, mounted deer heads and 
other trophies. A touch of hu- 
mor was the hanging of a porce- 
lain wash pan next to the cabin 
door, and a display of hunting 
vests, caps, trousers, etc., on the 
rough board simulated top of the 
mountain cabin. 

At points through the window 
were signs encouraging careful! 
hunting, safety and sportsman- 
ship. Hand painted by Mr. Ken- 
dall, the signs pointed out 
such features as “Be sure of 
your target before you pull the 
trigger’”—‘“Let’s go hunting’ — 
“A careful hunter is a safe 
hunter.” This emphasis on 
“‘safety”’ won the Colorado store 
a lot of valuable publicity in the 
form of appreciative comment 
in local newspapers. 

Actually, there is far less 
merchandise involved in a dis- 
play policy of this sort than in 
the usual “selling window.” 
However, the effects have been 
far greater volume-wise—prov- 
ing that the public appreciates 
the effort which goes into at- 
tractive, unusual display. 





DELUXE 


superior quality 
GARDEN TOOLS 
priced for 
volume sales 











Made in England of 16- 
gauge cold-rolled steel. 
Baked-on green enamel 
finish with bright, pol- 
ished steel tips. 

Full size hardwood han- 
dles—smooth, comfort- 
able, clear lacquer finish. 
Complete line includes 2 
trowels, 2 transplanters, 
2 forks, weed cutter, cul- 
tivator, row cultivator. 
Send for illustrated cat- 
alog sheet. 

Order Trump Deluxe 
tools—display them 
prominently for 
faster sales. 


ganas 4 


No. 530 


Also manufacturers of Cultivator 


No. 800 series 
Trump Garden Tools 


ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Pa. ¢ Pascagoula, Miss. 


Niogeoro Falls, Canada 
For Details Circle 58 on INQUIRY CARD 
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ON SALES WHEN YOU STOCE 


the seule with the 
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Health-o-Meter Model 117 


... the brightest star in your ‘55 line 


When you display the Model 117 
bath scale with the ‘‘Lift’’—see 
how your Fall sales really start to 
shine. That’s because customers’ 
eyes are first caught by its compact, 
streamlined silhouette—attracted 
by its convenient built-in handle 
that lets them lift it lightly when- 
ever the Model 117 must be moved. 


Easy-reading magnifying lens with 
full 260-pound capacity dial, makes 
their weight-watching simple and 
sure with Health-O-Meter. 

You’ll find shoppers are really 
going for this new, finer bath scale 
—competitively priced to put 
profits in your till. Titer direct, or 
through your jobber today. 


Health-o-Meter Scales’ enamel finished colors blend with any 
bathroom motif: white, green, blue, yellow, rose and black. 
Health-o-Meter Bath Scales are priced from $6.95 to $39.45 


Health-o-Meter \ 


. .. America’s Weight-Watcher Since 1919 


Model 


Model 


i 
Model <4 187 


Health-o-Meter pre-sells your customers with National 
Advertising in Good Housekeeping * Better Homes & Gardens 


CONTINENTAL SCALE CORPORATION ¢ 5701 Claremont Avenue ¢ Chicago 36, Illinois 
For Details Circle 59 on INQUIRY CARD 
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SPORTS NEW PRODUCTS—— 


ONE PIECE, Great Neck, sportsman 
axes are made of high grade, one- 
piece forged steel, and feature per- 
manently fused rubber cushioned han- 
dles to absorb shock and to prevent 
hand from slipping. Head has a nail 
slot. and a razor-sharp thin blade. 
Ideal for campers, outdoorsmen and 
homeowners.—Great Neck Saw Mfrs., 
Inc. 
For Details Circle 250 on INQUIRY CARD 
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GROOVED RECEIVERS, such as the 
one on this Winchester Model 61, are 
being manufactured on seven of the 
22 caliber rifles in the Winchester line. 
With the new grooves, shooters can 
quickly clamp a scope mount to the 
receiver with a coin-slotted screw.— 
Olin Mathieson Chemical Corp. 
For Details Circle 251 on INQUIRY CARD 


NEW GUN OIL 


WINCHESTER - WESTERN DIVI- 
SION, Olin Mathieson Chemical Cor- 
poration, has announced a new gun 
oil that gives excellent protection 
against rust in indoor storage for a 
period of six months or more. Firm 
states that oil lubricates so effectively 
it permits normal functioning at tem- 
peratures as low as 25 degrees below 
zero, and under field conditions, pro- 
tects against rusting in rain, salt 
water spray and high humidity. 

For Details Circle 252 on INQUIRY CARD 


FOR THOSE SHOOTERS who de- 
mand high accuracy in a “plinking” 
rifle, O. F. Mossberg & Sons, Inc., 
have designed the new bolt action 22 
caliber model 140K “Sporter.” The 
new 140K is fast handling and light- 
weight, only 5% pounds. Yet it is 
suitable for target shooting since it 
has many of the features of rifles 
made for target match competition. 
Cheek piece, extra long, 24%4” barrel, 
molded finger grips, adjustable. trig- 
ger pull, grooved trigger —all con- 
tribute to high accuracy. 

For Deaitls Circle 253 on INQUIRY CARD 
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Farmers know a good sign when they see one. 
So—in all of our farm advertising there’s a 
USS dealer sign and a paragraph that urges farmers 
to go to you—the USS Dealer—for steel products 
like corrugated roofing and siding sheets. 

“Sign up” your store now for bigger sales in ’56. 




















USS Fence 


tas more irofdamie tameng 



































Displayed prominently, 








this sign means business for you 


United States Steel Products 


for more profitable farming 


United States Steel Corporation « Columbia-Geneva Steel Division 


'S Bee 2 2 af 22 > oe Ue 


For Details Circle 60 on INQUIRY CARD 
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outdoors! 
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EVERED 


» f 
Cn ittoor eet 


HOT SHOT PLUGS are now offered 
Aa on “Moneymaker” counter cards in 
( wrt 1/10, 1/20, and 4 ounce sizes. Plugs, 


f for spinning, trolling or casting, can 
i easily be removed for customer ex- 


; 8B E C Li & % ai oe Oe i amination.—Eddie Pope and Company. 
oe : CNEY Zr =e oa For Details Circle 254 on INQUIRY CARD 
“OUTS IN GIFT SET 
4s 


clusive by Everedy—four shallow 

er pans in glistening chrome with 

p-cool handles. Ideal for serving main 

or snacks. Fine for frying, too. 

tiful for decorating kitchen walls. 
of 4 in box. 





no. 1933 5-PIECE 
BARBECUE TOOL SET 


Five stunning, rugged tools that’ll Rae Mr ¥ 
really build sales. Includes Serving LOW COST Nicholson DeWarm paper 


Spoon, Two-Tine Fork, Basting sleeping bag will appeal to individuals 
Ri Slotted Turner and Hot Dog who have only intermittent use for a 
Fork—all in sparkling chrome with sleeping bag. Good for 6 to 25 nights 
rustic handles. Tools packaged in service, depending on usage. Retails 
three Gift-Display Sets — 3-piece, | for $5.95 in West, $6.95 East of Rock- 
4-piece and 5-piece (illus.). ies.—Nicholson Bag Co. 

For Details Circle 255 on INQUIRY CARD 


no. 1950 BARBECUE 
TOOL ASSORTMENT 


ou can count on this item to really bring in 
se sales. Attractive counter display moves 
ividual tools in volume with only barest 
estion needed to make the sale. 36-piece 
ent gives customers their choice of 
ent tools—Spoons, Turners, Basting 
Two-Tine Forks, Hot-Dog Forks, 

d Fire Rakes. 


POOR MAN’S URANIUM DETEC- 
TOR KIT, ideal for the outdoorsman, 


OW for B/C SPRING PROFITS! boy scouts, sportsmen, retails for 


write direct for catalog sheets and price list. $8.49. It is a black light device that 
uses ultra-violet light from the sun. 


—CMG Industries. 
For Details Circle 256 on INQUIRY CARD 
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\ AY) E ft E Dp << For Details Circle 61 on INQUIRY CARD 














SPORTS NEW PRODUCTS—— 


> 





APPROVED by U. S. Coast Guard, 
Spongex ring life bouy is made of one 
piece of tough Geon cellular plastic. 
Claimed it cannot be impaired by 
puncture, gash, or other damage due 
to millions of tiny air chambers of 
ring.—B. F. Goodrich. 
For Details Circle 257 on INQUIRY CARD 





REEL REPAIR KIT contains selected 
assortment of parts most frequently 
needed to service almost 20 Ocean 
City salt water reels. Kit, including 
cabinet, is offered at less than half 
retail value of parts. — Montague- 
Ocean City Rod & Reel Co. 
For Details Circle 258 on INQUIRY CARD 





NEWEST Langley spinning reel is 
the Model 830, available in either 
right or left hand styles. Biggest im- 
provement is new bearing support 
with two-point suspension.—Langley 
Corporation. 

For Details Circle 259 on INQUIRY CARD 


For Details Circle 62 on INQUIRY CARD —> 












Almost time 


for puttin@-up 





again / 


eee StO0CK 


Home Bottle 
Cappers! 


FRUIT 





























5 | OTHER BEVERAGE 


rh No. 250 CLIMAX 


Popular priced model—all-steel constructio 
red finish! This is the model that brought bot 
home and has been a volume leader ever since. 
—caps easily and quickly—adjustable to bo 
Rounded metal handle springs back to position af 
ing bottle. Lasts for years of hard use. Packaged one 
to carton with display card. 

















No. 150 GEAR TOP CAPPER 


Sturdy U-Beam steel post for utmost strength—heavy gear-type 
operation. The biggest value in the field—a real deluxe item 
Equipped with cap holding ‘‘Double Seal’’ throat that eliminates 
cap balancing. Crimps sides and depresses top for sure closure. 
Adjusts easily to bottle size. Heavy non-tilt base. Comfortable 
wood handle. Packaged one-half dozen 

to carton with display card. xX , 


USE FREE DISPLAY CARD TO 


catch én on the way by / 


Handy two-color card can be used 
standing with capper, or on windows or 
doors to make sure these popular sea- 
sonal items are seen. 


AT4-14°) f 


THE EVEREDY CO. @ FREDERICK, MD 
World's Largest Mokers of Chrome Kit fens 


PHONE YOUR JOBBER 





MARCH MERCHANDISING 





FOR MARCH: Start pushing garden tools and spring cleaning 
equipment ... Promote tools and gadgets for preparation of food ... 
Spotlight wheel goods and outdoor play equipment ... and take 
advantage of Easter to promote gift type merchandise. 





MERCHANDISING CALENDAR WORKSHEET 


FIRST WEEK 


Feb. 25-March 2 


WINDOW A “Dig” That Garden 
Time 


WINDOW B Tools For Special 


Projects (Cont 


IN-STORE “Dig” That Garden 
- Time (Feature a 
ter needed for 


ig gal 


Tools For 
Projects 


Special 


. ont 


ADVERTIS- 
ING 


Auto Accessories 
Feat ce batteries 


+ 
SC dt 


Beekeeper Supplies 


Bath & Closet Im- 


provement 


Utility Supplies Re- 
placement 


March 1-31 — Na- 
tional Home Im- 
provement Month 


March 1-31 — 
Spring Clean - up 
Month 


SPECIAL 
DATES 


|» Time 


Supplies 


SECOND WEEK THIRD WEEK 


March 3-9 March 10-16 


“Dig” fhat Garden Spring Cleaning 


Cook’s Tools & 
Supplies 


Cook’s Tools & 


Cook’s Tools & 


Spring Cleaning 
Supplies (Featur Feature all ty 


pes 
pes 
aning 

and 


nrer 
rer 


Food Servers (Fea- 
“Dig” That Garden ture Dinnerware, 
Time (Cont tra 
Tools For Special 
Projects (Cont.) 
i “Dig” That Garden 
Auto Accessories Time (Cont 
" ‘ Tools For Special 
Beekeeper Supplies Projects (Cont 
Beekeeper Supplies 
Bath & Closet Im- (Cont) 
provement 
Cont ) 
Utility Supplies Re- 
placement 


March 3-11 — Na- 
tional 4-H Club 
Week 


March 11 - 17 — 
Girl Scout Week 


March 11 - 18 — 
Camp Fire Girls 
Birthday Week 


Easter Time 


FOURTH WEEK 


FIFTH WEEK 


March 17-23 March 24-30 


Spring Cleaning Spring Playtime 


Easter Time 


Easter Time (Fea- 
ture housewares, 
cutlery, gift wares, 
hand and power 
tools, toys 


Spring Playtime 
Feature whee! 
goods, baseball 
supplies, games, 
backyard gym 
Refrigerator and — 

Freezer Show 
(Present 
models ) 


Easter Time 
new | (Cont. ) 


Food Servers 
(Cont.) 


“Dig” That Garden 
Time (Cont.) 


Tools For 
Projects 


Food Servers 
(Cont. ) 


“Dig” That Garden 
Time (Cont.) i 
Special 
Tools For Special Cont.) 


Projects (Cont.) , 
Beekeeper Supplies 
Beekeeper Supplies (Cont.) 


( Cont ) 


March 17 — St. 
Patrick’s Day 


March 18-24 — 
National Wildlife 
Week 


March 24-31 — 
Let’s Play Ball 
Week 


March 30 — Good 
Friday 


Electric Housewares Spring Promotion Announced. 


Electrical gifts for every occasion, 
including weddings, graduation and 
Mother’s Day, will be promoted in the 
new 1956 EEI (Edison Electric In- 
stitute) Coordinated Program, to be 
held in May and June. 

Promotional kits for the promotion, 
headlined “Be Modern—Give Electri- 
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cal Gifts,” will consist of 34 pieces 
printed in four colors; two double 
faced wire hangers, two window 
streamers, two window pieces, two 
easel counter cards, one easel “Check 
List” and one window “Check List,” 
and twenty-four 2” x 2” appliance 
gift reminders. 


Dealers who tie-in with the promo- 
tion can take advantage of a pre-sold 
market when inviting the public to 
select the preferred gift for Mother’s 
Day, for the bride, for the graduate, 
for anniversaries, in fact for most 
any event, because of the popularity 
of small appliances. 


HARDWARE WORLD 




















MARCH PROMOTIONS 









W Dig 7 
That 
Garden 






Schedule: Feb. 25-March 9 


OBJECTIVE—This is the big season opener 
for the garden department. Nearly all garden 
merchandise should be shown as a sort of pre- 
view. However, the merchandise that will be used 
at the very start of the season should be high- 
lighted. The slogan for the promotion has been 
“borrowed” from the Be-Bopper’s language which 
most people have heard enough of to make it im- 
mediately understood. 


THE WINDOW—Can be very effective with a 
minimum of sign work and design. Line up at the 
back with the aid of wires, attached to the ceiling 
a row of long handled “diggers.” Make a strip 
sign and attach to the top of the handles and just 
below it place one big black note on each handle 
at a different place, as shown on illustration. Dis- 
play as much of the merchandise as you can. 


IN-STORE DISPLA Y—Use one or more of the 
strip signs around your garden department and 
also make use of the notes along with the sign. 


DIRECT MAIL AD—Send out a postcard with 
the theme line of the window. In fact, it would be 
very effective with an illustration similar to that 
shown in the window diagram. Following it, you 
could run copy similar to: “Yes, it’s time to start 
digging. Get that garden blooming and growing the 
way you want it. We have just received our new 
stock of garden supplies and equipment and would 
like to have you drop in, in the next few days, and 
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see some of the wonderful things we have to help 
you make that garden thrive.” 


RADIO AD—A spot commercial could be pre- 
ceded by a few seconds of Be-Bop with the an- 
nouncer coming in with: “‘Dig’ that garden!” 
singing it if possible. Follow it with something 
like this: “It is music to the ears of gardeners to 
know that they can get out and really start dig- 
ging again. And it will also be good music to them 
to know that Hardware Store is 
re-opening its enlarged garden department with 
some wonderful new merchandise to help you do 
a better job with your garden.” 





NEWSPAPER ADVERTISING—An engraving 
similar to the sign in window would make an at- 
tractive heading for newspaper ads. A rather 
large ad illustrating quite a few different types of 
merchandise, particularly new items or newly 
designed items, would make an effective news- 
paper ad. Be sure to price every item and fully 
explain the use of most items even though you 
might be sure every gardener knows all about 
them. There are many newcomers to your area 
such as new home owners who have had little if 
any experience in the garden. Your ad could be 
a great help to them if it is informative. 
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MARCH PROMOTIONS 





Cook's Tools 


and Supplies 


Schedule: March 3-16 


OBJECTIVE is to focus attention upon all types 
of supplies to be used in preparation of and cook- 
ing of food. 


THE WINDOW —A large simulated pot holder 
is used as a sign. This could be made out of card- 
board with markings on it to look like a pot holder. 
Actually a large pot holder could be made by cov- 
ering cardboard with cloth and having the sign 
painted directly on the cloth. Small price cards 
made to look like pot holders can be used in the 
window and in store. 


SPECIAL STUNTS—If you use the pot holder 
idea in the window, you can carry it out all the 
way through this promotion. In fact, there are 
several premium houses which sell regulation 
size pot holders with the store name imprinted on 
them. These could be given out to all women 
making purchases in the store during this cam- 
paign, or they could be limited to those who buy 
a “Cook’s Tool,” or to all women entering the 
store on the opening day of the sale as long as 
they last. 


CONTEST—Hold a pot holder contest, giving 
a substantial prize to the person who enters the 
best looking pot holder. There could be, also, five 
or ten lesser prizes given to those who submitted 
the pot holders. On the day of the contest selection, 
the pot holders could be auctioned off to the high- 
est bidder with the proceeds going to some charity. 
To make this contest to a job, show a portion of 
the entries in the window with a sign stating 
“More Entries Shown Inside.” 


DIRECT MAIL—This type of advertising would 
be more effective if you held a pot holder contest 
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or gave free pot holders to those entering your 
store. Either a postcard or mimeographed letter 
would suffice. 


RADIO AD—If you hold the pot holder contest 
use something similar to this: “Something New 
Just For the Ladies, a Pot Holder Contest. Here’s 
your chance to show your sewing ingenuity. 
Enter the pot holder contest now being held 
by— —— hardware store. Winners will be 
announced on March after which all pot 
holders will be auctioned off, the proceeds going 
to —_——charity fund. While you are in our 
store take a peek at our exhibition of cook’s tools. 
We have some of the finest cutlery, food prepara- 
tion tools, and cookware in town.” 

If you do not hold a contest but offer pot holders 
free, merely change your spot commercial to tie-in 
with the cook’s tool sales and mention that every 
lady entering the store will receive one of your 
special pot holders. 


NEWSPAPER AD—Make up a catalog type ad 
showing a selection of all types of cook’s tools 
including food preparation tools, cutlery, cook- 
ware, etc. If you are going to hold a contest you 
can also give that a good spread at the top of 
your ad. 


HARDWARE WORLD 
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Spring 


Cleaning 


Schedule: March 10-23 


OBJECTIVE—This campaign should stimulate 
sales of all types of cleaning supplies and equip- 
ment not only for spring cleaning but for cleaning 
all through the year. 


MERCHANDISE TO PROMOTE — Highlight 
special equipment such as vacuum cleaners, elec- 
trical floor polishers, all types of brushes, mops, 
dusters. Also promote all types of cleaning ma- 
terials, detergents, wax, polishes, rug cleaners, 
etc. 


IN-STORE DISPLAY—For this event it would 
be more advisable to set up a promotional area 
somewhere in the front of the store, if possible, 
and display all of the items that you will have 
available for this spring cleaning promotion. A 
special stunt to be held in-store and close by the 
display area would be to have a small table with 
a sign “You Try It.” This is a good substitute for 
special demonstrations, particularly where you 
haven’t the manpower for demonstrating various 
cleaning applications. Select three or four dif- 
ferent types of chemicals with a large cardboard 
sign by each one giving the directions on how to 
use it. 


WINDOW—A “Spring Flower” is used as a 
central point of attraction in this spring cleaning 
window. It can be made very easily by cutting a 
piece of quarterinch plywood into a circle. Then 
cut petals out of various colored sheets of paper 
upon which you mount such items as brushes, 
sponges, cleaners, etc. At the right is chicken 
wire which makes an excellent display panel to 
hang things on. 


DIRECT MAIL—Send out a mimeographed list 
of the various types of spring cleaning jobs 
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around the house as a sort of reminder and a check 
list to be used at the convenience of the house- 
wife. To handle this list, for example, mention 
various things such as venetian blinds, and either 
following or under such a listing put type of equip- 
ment and supplies needed. 


RADIO AD—If you can run a number of com- 
mercials throughout the promotion, it might be a 
good idea to concentrate each spot announcement 
on some particular phase of cleaning so that you 
can give instructions on how to handle that par- 
ticular job and what kind of equipment and sup- 
plies to use. For example: “Rug cleaning used to 
be an expensive job, today you can do it yourself. 
The - —_—- hardware store offers this sug- 
gestion for rug cleaning: Use ~ Rug 
Cleaner (give directions as shown on the pack- 
age) then just run your vacuum cleaner over the 
entire surface and you have a surprising clean 
and beautiful rug.” 


NEWSPAPER AD—Take a tip from the radio 
ad idea and run one big ad with suggestions on 
how to clean various spots around the home and 
what equipment and supplies to use, giving price 
of each. 
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Easter 


* 
Time 
Schedule: March 17-March 30 


OBJECTIVE is rather obvious—another sea- 
son when people buy gifts. However, they will 
not necessarily think of your store unless you 
promote special items for the event. 


MERCHANDISE TO PROMOTE—Can include 
most of the items in your toy and housewares 
departments. 


SPECIAL STUNTS— You'll note in the diagram 
for the window there is a reference to an Easter 
tree. This is made out of a small bush or section of 
a bush with the bark peeled off and painted. As a 
special stunt to draw attention to your store you 
might get hold of a lot of these small bushes about 
the size for a table centerpiece, paint them in 
various colors and sell them as an “Easter Tree” 
for a decorative piece in the home on the dining 
table or coffee table. They can be exploited as 
a place to hang small bags of candy, Easter cards, 
that are received, small stuffed bunnies, chickens, 
etc., and also trinket type items. These will make 
a very colorful instore display. 


THE WINDOW—The “Easter Tree” is the 
center of attraction for this window and is sug- 
gested to be painted yellow. However, almost any 
color you would select will look just as well. Paper 
eggs can be hung from tree or real colored eggs 
with a ribbon around them can be attached to 
the branches. If you plan to do as suggested under 
“Special Stunts,” put a sign right by the tree 


stating “Easter Trees for Sale Inside—Various 
Prices.” 


DIRECT MAIL AD—Very simple but colorful 
Easter card could be mailed out to a select list of 
customers with a small amount of copy on the in- 
side. Merely mention that your place will be head- 
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quarters for Easter gift items for the whole 
family. 


RADIO AD—‘“Are you puzzled about what to 
buy for special people for Easter? Well don’t let 
it bother you any more. Just come down to the 
store with the ‘Easter Tree’ in the window 

Hardware Store. Here’s where you 
will find quality and enduring gifts for all mem- 
bers of the family.” Then mention several dif- 
ferent types of items which you will be exploiting 
in the sale. If you plan to sell Easter Trees, men- 
tion that in your commercial and point out how 
attractive they will be, not only for Easter oc- 
casions, but as a table centerpiece for many 
months. 


NEWSPAPER AD—A very effective ad can be 
made by having a drawing of an Easter Tree 
with all types of electric housewares, toys and 
other things attached to various limbs. For a 
more reasonable type of ad, you could use some- 
thing like: “Eastertime gifts with a touch of 
quality can be found at our store for any member 
of the family. Here are a few suggestions.” Then 
show an assortment of items for various members 
of the family with particular emphasis on chil- 
dren’s products. 


HARDWARE WORLD 
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ATTRACTIVE red and blue artwork 
lends color to the new shipping carton 
that doubles as a display unit for 
Dietz’s Electric Comet lanterns. Lan- 
terns, powered by two flashlight bat- 
teries, sell as a toy, or boating, camp- 
ing or home decorating item.—R. E. 
Dietz Co. 


For Details Circle 265 on INQUIRY CARD 





BIRKBOARD use on Birkenwald Sec- 
tional Shelving and Gondolas, is said 
to wear longer and clean easier. Spe- 
cially treated to repel stains, oils, 
marking inks, bleaches, and can plat- 
ing.—Birkenwald. 

For Details Circle 266 on INQUIRY CARD 











COMPACT and space-saving Vichek 
revolving merchandiser shows 167 
fast moving, mechanical service tools 
for shop and home in only four square 
feet of floor space. Stand adjusts so 
that unit can be used on counter. 
Speeds sales and builds turnover.— 
The Vichek Tool Co. 


For Details Circle 268 on INQUIRY CARD 





RENT OR BUY self-display con- 
tainer for Syncro Sander has spe- 
cially-printed messages to make the 
deal easily understood by dealer and 
consumer. Price sheets set-up with 
lower retail prices after each rental. 
—Syncro Corporation. 
For Details Circle 269 on INQUIRY CARD 


DECORATOR 
COLORS are now 
available at no 
extra cost on 
Daley fixtures. 
Colors are coral, 
yellow, iridescent 
gray, sage green, 
stratosphere blue, 
desert beige, and 
white. All Daley 
fixtures have 
fully adjustable 
shelves, which 
can be moved up 
or down every 
two inches.— 
Daley Store Fix- 
tures. 


For Details Circle 267 on INQUIRY CARD 
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COLORFUL display carton holds one 
dozen American Tack Tackanail K-1 
kits. Each of the kits consists of 
sturdy styrene case that helds over 
700 screws, brads, tacks, and nails 
. each in its own spill-proof com- 
partment. Carton measures 7'2” x 
11%”.—American Tack Company. 
For Details Circle 270 on INQUIRY CARD 





CAMPBELL KIDS carton sleeve deco- 
rations are featured on the package 
of Winchester roller skates, which 
have been advertised in leading na- 
tional magazines, in addition to na- 
tional TV promotion.—Olin Mathieson 
Chemical Corp. 
For Details Circle 271 on INQUIRY CARD 


New Leg Merchandising Kit 


A new compact counter and window 
merchandising display board measur- 
ing only 12” x 24” is now available 
showing the 1956 Angelus leg line. 
Customer selection is simplified as 
one each of the firm’s 12 styles is 
mounted. Included are wrought iron, 
tubular, and black and brass legs. Also 
hardwood, tapered steel, tapered 
brass, and K.D. legs featuring a heavy 
dual position mounting plate. Free 
ad mats and window streamers are 
also offered. 

For Details Circle 272 on INQUIRY CARD 
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Salesmakers all! Tested and proven profit- 
able by more dealers every year. Step up your 
sales the easy way—with these great Gardex 
merchandising aids! 


No. 770. 


The “Midget” 
Tool Merchandiser 
that created a 
whole new 
market! 


No. 760. 


Lightweight Tool 
Floor Display. 
Opens a vast, 
untapped market 
for lighter 
weight tools. 


more 
ways 


0 No. 960. Greatest development in long 
handied tools. A complete department in a 


few square feet. 


i Finest rack ever 
5 bie for a limited 
y | i Soot: Holds 
wice as many 
tool th 


No. 772. 


“Midget” Tool 
Perforated 
Hardboard Wail 
Display 
tremendously 
productive in high 
traffic areas. 


- Og it 
——) pong 
: eee @\ NEW PACKAGING! 


“Hang-It” Hooks hold any 
thing with a handle. 2 to a 
package to retail at 39c. 


Get complete details from your jobber on all 
Gardex merchandising helps. Or write direct to: 


GARDEX nc. 


503 North Carroll Ave., Michigan City, 0 , Ind. 
For Details Circle 63 on INQUIRY CARD 








SELF SERVICE Cluster-Pac, Wash- 
ington Steel Products new way of 
presenting their line of cabinet hard- 
ware, provides 100% product visibility 
of individually packaged items group- 
ed into clusters for convenient han- 
dling and mass merchandising. — 
Washington Steel Products, Inc. 
For Details Circle 274 on INQUIRY CARD 


INDIVIDUALLY carded, Hyde putty 
knives, wall scrapers, paint scrapers, 
and specialty items are now called 
Cardosells. Designed for wall, bin and 
rack retail displays, cards identify 
tools displayed and show uses for self- 
selection. Come % dozen each size or 
shape, in separate boxes.—Hyde Mfg. 
Co. 
For Details Circle 273 on INQUIRY CARD 


ASSORTMENT 
of hand sprayers 
and dusters of all 
types, are attrac- 
tively presented 
on this single 
wire display rack, 
occuping only 30” 
wide by 17” deep 
of floor space. — 
Root - Lowell 
Corp. 


For Details Circle 275 on INQUIRY CARD 
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Breaking all-time 
chain sales records — 
ae Chain’s exclusive 


WIDE LATITUDE in selection of WEASURE- MARK 


stock is offered in Seymour Smith & arent rare Ere cee or Gas 
Son No. 100 Garden Shear Depart- | (qi aty Pe A ZeNeG ee) -) 


ment, complete with 3-color metal dis- 
play dispenser accommodating eleven 
popular Seymour Smith tools.—Sey- 


mour Smith & Son. | . . . . 
For Details Circle 276 on INQUIRY CARD | ~ ” Color-Coded - + Instant identification of 





chain grade 





GREEN wos rect concace 
RED oy og for Campbell 


BLUE ""Measure-Mark" for Camp- 
bell High Test Steel Chain 


NA 
ss OMNGE S25 











SPEED SALES of box nails, cement | V 
coated box nails, galvanized box nails | 
and 3%” galvanized staples, with new 
2 Ib. Nail-Pak which eliminates han- 
dling, scooping, weighing, packaging | ; : 
and shrinkage.—Drake Steel Supply have been quick to recognize the advantages of new 
Company. Campbell ‘“‘Measure-Mark’’ Chain. No more cumber- 
For Details Circle 277 on INQUIRY CARD some measuring—just count the colored five-foot 
: . markings. And you can instantly identify the proper 
Layout Print Kit grade of chain with Campbell’s exclusive Color-Coding. 
A floor plan layout can be made in 


a matter of minutes and a print or Saves time—assures accuracy. Get all the details on 

prints of that layout can be made for this completely new time-and-labor-saving method of 

reference or use in an instant. The handling chain—available only from Campbell. Write 

Gross Engineering Co., Inc., now has today, or ask your Campbell Distributor. 

a kit available with magnetic templets 

for retail store fixtures, Tape 1S sup- E Labels are Color-Coded, too, for instant 

plied to make the outline of the floor i . : baad ee & 
Lo 


Chain sellers and users everywhere 


; identification. Space is provided for“ Per- 
area and the templets, which are 3 petual Inventory’’ to tell you at a glance 


scaled, are placed on top of a graph —_— : just how much chain you have in stock. 
sheet. When the desired layout is | 

: eng af Kz 
achieved, the print is made with the | @/t TCE: 
balance of the equipment in the kit. | AVAILABLE ONLY FROM 
Kit includes a Blacklite printer, stor- 


age for magnetic templets, a layout | CAMPBELL HAIN 
grid and special supplies and paper. | diunlas 


This is not only valuable for modern- 
ization programs, but also for rear- | : Main Office, York, Pa. 
rangement of departments at any time West Burlington, lowa « Portland, Oregon «+ Sacramento, Calif. 
throughout the year. 
For Details Circle 278 on INQUIRY CARD 
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Makers of the famous Lug-Reinforced Tire Chains 


For Details Circle 64 on INQUIRY CARD 





Choose the package 
that suits you best 


TUBBS ROPE 


packaged to sell the way 
your customers want to buy 


READY-MEASURED BOXED COILS 


® Measured and marked every 5 feet. 


© Just count and cut — saves selling time 
for small or odd-length orders. 


® Keeps rope clean, eliminates snarls. 
e4 sizes — Yy," 5/16" — 36 Yn!" dia. PRODUCT USE is graphically illus- 
© In both Manil d Sisal trated on Dayton s 3-D Texture Paint 
er See ONS Se. Counter Display. Actual paint prod- 
ucts are used on display to show use 
’ on masonry, wallboard and cracked 
7 plaster surfaces.— Dayton Color 
Works. 
For Details Circle 279 on INQUIRY CARD 














e Pre-measured 100-ft. connected 
coils — 2 to 7 coils per carton, de- 
pending on rope size. 

e Sell. separately or in combination. 

e4 sizes — %" — 5/16” — %" — 
V2" dia. 


e In both Manila and Sisal. 


STANDARD COILS 











® Furnished in full and half coils. 


@ All sizes and grades available including 
Extra Superior Manila — Rancho Manila — 


< i Id 
Victory Sisal. DISPLAY CARTON designed to ho 


24 heavy dry cell flashlight batteries, 
has a printed design, featuring prod- 
uct identification and copy in black 
and white on a background of light 
blue.—Olin Mathieson Chemical Corp. 
Tubbs also makes a number of special-purpose For Detalls Circle 280 on INQUIRY CARD 

ropes carefully engineered to meet specific job 
requirements. Whatever your rope problems, Tubbs 


experience can help supply the answer. Oster Has Unique Follow Up 


Call your jobber today and specify Tubbs — un- The John Oster Manufacturing 
surpassed for quality since 1856. Company has made it possible for all 
persons interested in any advertising 
of the company to inquire further 
about the firm’s products merely by 


ean calling Western Union’s “Operator 
co 25.” Through them they can get the 
Angel location of local dealers, in communi- 


ties where there is no local dealer or 
feney Bom Wen ener. 0-2-6 p> aumrrener representative, Operator 25 will sup- 
ply the dealer data for nearby towns 
or will give information of other spe- 
\ Send for free copy of useful, pocket-size booklet, “Selection, cial services. 

Use and Care of Rope”, and literature on Tubbs packaged rope. For Details Circle 281 on INQUIRY CARD 
For Details Circle 65 on INQUIRY CARD . 
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SPORTS PROMOTION of the MONTH 




















OBJECTIVE — Is to promote: interest and 
sales in “Springtime” sports merchandise at this 
time of year when nice “playtime” weather is 
here, or just around the corner. This window can 
be built around some theme such as “Preview of 
New Sports Gear,” “Playtime Is Here,” or some- 
thing appropiate for the mercahndise displayed. 


WINDOW — Each type of merchandise can 
be highlighted by using circles of paper on floor 
of window, with overhead spot lights focused on 
individual groups. Merchandise is held upright 
by thin black wire. 


MERCHANDISE TO FEATURE — All types 
of equipment that is predominately for spring 
and summer sports, such as baseball equipment, 
tennis and badminton gear, golf clubs and sup- 
plies, and of course as many types of fishing rods 
and fishing gear as space permits. Window should 
be more complete than shown, with smaller mer- 
chandise, such as fishing tackle boxes, lures, etc., 
grouped around the fishing display, and face 
masks, shoes, pads, etc., displayed with baseball. 
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ARE YOU DISPLAYING GREAT 


NECK’S PLANE LINE? 


G-1 BLOCK PLANE —6” 


End and side screw 
adjustments allow exact 
regulation from coarse _ 
to fine work. c 


Precision workmanship goes into the construction of 
every Great Neck Plane. Made to the finest specifica- 
tions of tool technology, reliable precision settings are 
accomplished in seconds! The cutters are one solid piece 
of rust-free chrome alloy tool steel, fully tempered, 
ground and honed for consistent cuts. Assembly parts 
are made of the finest steels for excellent results. Avail- 
able in a full price range for discriminating craftsmen. 
Have you also inquired about our competitive line of 
fine Corsair Planes? 


G-2 
BLOCK PLANE — 7” 


Popular type plane not 
requiring frequent adjust- 
ment. 


G-3 AND G-4 
SMOOTH PLANES — 
8” AND 9” 


Fully adjustable to meet 
all requirements. Avail- 
able with smooth or 
corrugated bottoms. 








G-5 
JACK PLANE — Suitable for the roughest 
14” work. Sturdily construc- 





ted to do a man 
sized job. Smooth 
or corrugated 
bottoms. 













G-6 FORE PLANE— 18” 


For finishing uneven 
surfaces and to dress 
edges for a flush 
fit before joining 
or gluing. 
Smooth or 
corrugated 
bottoms. 


WRITE FOR CATALOG OF TOOLS AND KITS FOR EVERYONE 
"Engineered Quality Tools Since 1919” 


Great Neck 
N SAW MANUFACTURERS 
ee G WAY MINEOLA WEW 


For Details Circle 66 on INQUIRY CARD 
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Look 6% 
the 
Leader... 


os 


























LU 
if 
*AUTOMATIC Gitar 


" 


SCREWDRIVERS 


for 
these 
exclusive 


Gripper recedes into 
handle for full blade 
use. 


Lok-Blok makes blade 
twist, impact proof. 
Chrome Vanadium 
Steel Blades. 


Unbreakable Insulat- 
ing Handles. 


Models for All Types 
Screws. 


Hand-Ground Bits. 


Outstanding Merchan- 
dising Aids, Powerful 
National Advertising. 


ORDER THRU YOUR JOBBER 


UPSON BROS., INC., ROCHESTER 14, N. Y. 


For Details Circle 68 on INQUIRY CARD 











GIVE A GIFT TO YOUR HOUSE is 
motif of the free display box for 
Safe solid cast brass door knockers. 
Four knockers gleam on the rich blue 
cover, and eight more knockers, in- 
dividually boxed and wrapped, are 
stored inside making unit self-perpet- 
uating.—Safe Padlock and Hardware 
Co. 
For Details Circle 282 on INQUIRY CARD 


Prey LAW! GARDEN BUFFET 


FOCAL POINT for garden items in 
window, on floor or counter, is pro- 
vided in Allenco’s “Cash-Cart” mer- 
chandiser. Small accessories come in 
divided bin. Window and counter dis- 
plays, booklets and mat ads are in- 
cluded.—_W. D. Allen Mfg. Co. 
For Details Circle 283 on INQUIRY CARD 


Supplex Offers Ad Program 


The Supplex Corporation, Division 
of American Hard Rubber Company, 
Garwood, New Jersey is now placing 
an “Advertising Dollar” in each car- 
ton of 1956 Supplex merchandise. This 
“Dollar” is paid in cash to any dealer 
using newspaper advertising on Sup- 
plex products. Attached to each “Ad- 
vertising Dollar” is a folder detailing 
the offer and illustrating new ad mats 
available from the manufacturer. 

For Details Circle 284 on INQUIRY CARD 


MERCHANDISING AIDS 





ACCESSORIES are brought out in 
open with Bernz-O-Matic merchan- 
diser that displays the torch as well 
as the many accessories for soldering, 
paint burning, etc. Display is also 
available as a Master Torch unit only, 
or as a Bantam Torch and accessory 
display.—Otto Bernz Co. 
For Details Circle 285 on INQUIRY CARD 


CLEVER PARKING SPACE for 
Product Miniature’s scale model, 1956 
cars, is their free-swinging mobile dis- 
play. Can be used on counter or sus- 
pended by punching hole in top of in- 
sert card. Holds six cars with seventh 
on top.—Product Miniature. 
For Details Circle 286 on INQUIRY CARD 


Brand Names Day 
Extended to a Week 


The annual Brand Names Day ac- 
tivities sponsored by Brand Names 
Foundation, Incorporated, will be ex- 
tended into a nationwide Brand Names 
Week from April 15-21, 1956. On 
April 18th the annual awards dinner 
will be held. 

A tie-in kit of editorial and adver- 
tising material will be made available 
to retailers and other business people. 

For Details Circle 287 on INQUIRY CARD 
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CUSTOM MADE wire display rack is 
now being offered free as a “silent 
salesman” for the fastest moving 
items in Columbian’s complete line of 
garden cutting tools. Merchandiser 
occupies space of only 13” x 18”. It 
holds a small tool assortment of 16 
grass shears, hedge shears, lopping 
shears and pruning tools in six pop- 
ular models. Merchandiser packaged 
free with purchase of tools.—Colum- 
bian Cutlery Company. 


For Details Circle 288 on INQUIRY CARD 





MERCHANDISING AIDS 








COLORFUL FOLD-UP PACKAGE, of 
red, and white and black, for display 
of Carlson’s new “Star Chief” steel 
measuring tapes is now available. 
Package contains two each of the 25, 
50, and 100 foot tapes. Retailers need 
only fold box into position, place a 25 
and 50 foot tape in slots on face of 
box, and the self-merchandiser is 
ready to go to work. Copy on the box 
points up seven exclusive features of 
the steel tapes. Unit measures only 
53%” x 7”. Easy for customers to pick 
up tapes and sell themselves on their 
many features.—Carlson & Sullivan, 
Inc. 
For Details Circle 290 on INQUIRY CARD 


DESIGNED AS BRUSH-SELLING CENTERS, Ox Fibre’s fixtures are easily 


adaptable in modern stores for use on a gondola, island, wall or column display. 


Both fixtures, the large No. 15 and the smaller No. 9, are constructed of strong 


¥,” Peg-board with %” lacquered hardwood molding and lacquered hardwood 


“A” frame. The “A” frame is removable for gondola, wall or column use. The 
back of both fixtures can be used to display other brushes or cleaning supplies. 
Units are available separately or with retailers choice of Oxco brushes, or, 
included in two assortments offered by firm. Brushes in both assortments are 
all labeled; pre-priced and packed one dozen to the carton when purchased in 


assortment.—Ox Fibre Brush Company. 


For Details Circle 289 on INQUIRY CARD 
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WELDED 


| 


| 


} 









FENCE 


33% 


LESS COST 
MAKES IT 100% 


EASIER TO SELL 
PROFITABLY! 
>. 


Es 


AWA, 


PUT UP 
NO 





50 and 100 ft. 
Units 





i SMALLER MESH for BETTER 
PROTECTION 
BETTER LOOKING 
GALVANIZED AFTER WELDING 
TO LAST LONGER 
PERFECT COMPANION SALE ITEM 
WITH GARDEN SUPPLIES 


Stock and sell the modern home fencing that 
brings you maximum profits with a minimum 
of sales effort... G & B WELDED-FENCE 
that costs about one-third less than the cheap- 
est old-style ornamental fencing. ORDER TO- 
DAY FROM YOUR NEARBY HARDWARE JOB- 
BER AND BE READY TO MEET THE EARLY 
SPRING DEMAND! Ask him for free newspaper 
mats and posters to help you sell . . . or write 
for ordering form direct to Sales Service Dept., 
Gilbert & Bennett Mfg. Co., Georgetown, Conn. 


GILBERT & BENNETT 


( \ 


GEORGETOWN 2, CONNECTICUT 
BLUE ISLAND, ILLINOIS 
For Details Circle 69 on INQUIRY CARD 
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and they sell just as fast as they cut 


GENSCO BUSHMAN BOW SAWS 


You'll be amazed at the way Gensco Bushman Bow Saws cut so fast and 
easy—just like they sell for every dealer! The patented tooth design of the 
Swedish steel blades makes all cutting of logs, posts and rough work— 
a cinch. 

Make sure these famous bow saws are on your racks. . 
customers the best—Gensco Bushman Bow Saws. 


30” and 36” 
Miner Saw 
Ee aS we 


. sell your 





24” Camper's Saw 








42” and 48° 
Adjustable Sow 








Extended Handles in 
30-36-42 & 48” 


REPLACEMENT BLADES FOR ALL BOW AND BUCK SAWS 


CH FT VOR 


BUSHMAN BUSHMAN NORDIC 
PATENTED BLADES PULPWOOD BLADES RAKER BLADES 


Fast cutting general pur- For production work on A fast cutting blade with 
pose blades in 1” widths. pulpwood. 42” x 1%," or raker teeth 30", 36”, 42", 
24°, 30°, 36” lengths. 48° x 1%’. 48" lengths. 1” or 14%" widths. 


OTHER GENSCO PRODUCTS: 
Pruning Saws ¢ Butt Hinges and Builders Hardware 
Steel, Brass, Galvanized and Nickel Plated Wood Screws 
Swedish Wood Chisels © Wood Planes © Machine Screws 
Complete line of Pliers, Diagonals and Nippers 


SEE YOUR JOBBER WRITE FOR PRICES 


Gensco Toots 


A DIVISION OF 


GENERAL STEEL WAREHOUSE CO., INC. 


1808 NORTH KOSTNER AVENUE, CHICAGO 39, ILLINOIS 
For Details Circle 70 on INQUIRY CARD 








STORE OPERATIONS 


ANYONE IN STORE can do perfect 
job of hollow-grinding ice skates with 
Fate-Root’s ice skate grinder. Grind- 
ing wheel and motor are mounted on 
free-swinging arm which is in turn 
supported by second free-swinging 
arm. Two pivot points permits grind- 
ing wheel to follow contour of skate 
blade.—Fate-Root-Heath Company. 
For Details Circle 291 on INQUIRY CARD 


AUTOMATIC Walters 60, gummed 
tape dispenser, dispenses, moistens, 
measures, and cuts off %4” and 14” 
wide gummed tape in mechanically 
adjustable controlled lengths of 2” to 
7,” in one stroke. Heavy duty gears 
and parts in the unit require no oil- 
ing.—Lipton Mfg. Co. 
For Details Circle 292 on INQUIRY CARD 





NEW LINE of Kum-Kleen pressure- 
sensitive price-marking sales labels 
can be applied rapidly with light, fin- 
gertip pressure. Labels require no 
moistening, yet will not pop, curl or 
peel. Makes marking “sale” merchan- 
dise faster and more accurate.—Avery 
Adhesive Label Corp. 
For Details Circle 293 on INQUIRY CARD 
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STORE OPERATIONS 





CAPACITY OF STORAGE AREA 
can be increased with adjustable Tire 
and Whee! rack. Tires, small coils of 
wire, steel strappings and other cir- 
cular items fit neatly and orderly into 
the unit. Although strong and sturdy, 
racks may be moved about easily. 
Shelves and supporting rails are ad- 
justable in height on 2” centers. Racks 
are 48” wide and 18” deep. Capacity 
is 1300 pounds at each rack level.— 
Frick Gallagher Manufacturing Co. 
For Details Circle 294 on INQUIRY CARD 





SAVING of time and money is claimed 
for Mark-N-Count unit for checking, 
counting, estimating, inventory and 
inspection use. Electrically operated, 
unit uses National Cash Register por- 
ous stamps good for hundreds of 
stampings with one inking. As each 
unit is stamped it is counted with elec- 
tronic accuracy.— May Engineering 
Co. 
For Details Circle 295 on INQUIRY CARD 
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A LITTLE PRAISE IS 
A WONDERFUL THING— 


Especially when it comes from a customer. ..or customers. 
And we know we are on the right track when a merchan- 
dise letter to our jobber customers—as a recent one did 


—produces a flood of praise in reply. 


To quote from this Boontonware letter: 
‘‘_..Has anyone mentioned turnover to you 
lately? Has anyone sympathized with you 
on the number of new items and added 
colors in each line you have had to stock?” 


The letter went on toannounce Boontonware 
plans for speeding turnover in 1956: the 
adding of new colors to keep the line the 
freshest and most saleable in the melmac 
dinnerware field; the dropping of old colors 
to keep stocks manageable and clean! 


When it comes to turnover, you can’t beat Boontonware. 
With new decorator-inspired ‘“‘Gourmet Colors,’’ new 
striped packaging that acts like an extra salesman on 
your payroll and a new 1956 Selling Program, your 
Boontonware stock will turn fast. Keep your eye on 


Boontonware. 


® MELMAC® 
DINNERWARE 
AT ITS FINEST 


MANUFACTURED BY THE BOONTON MOLDING CO., BOONTON, N. J. 
For Details Circle 71 on INQUIRY CARD 
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WHEN THEY ASK FOR 
SPECIAL BOLTS 


| Sell Them 
aE DI-BOLr 2 


THREADED ASS 
STEEL RODS £7 - 








PIONEER MANUFACTURING COMPANY 
3131 San Fernando Rd., Los Angeles 65, Calif. 


Branch Offices: Oakland, Dallas, Denver, Salt Lake, Phoenix, Jackson 


For Details Circle 73 on INQUIRY ‘CARD — 











You don’t need to carry a big, expensive stock 
of special bolts to satisfy your customers’ needs. 
Simply sell thera REDI-BOLT threaded steel 
rods. REDI-BOLT can be easily cut to any 
length; heated and bent to any shape. It’s pre- 
cision-threaded, rust-resistant, cold drawn steel. 
A sturdy, colorful display stand is provided 

without charge with standard assortments 

of 7 sizes—%4", 546”, 54", Ae", 2”, 44", 34” —in 

24” and 36” lengths. 





















HIGHER QUALITY 


COLUMBIAN 


Cutlery Company * READING, PA. 


ASK YOUR JOBBER 
or write to 
REDI-BOLT, INC. 
Dept. HW, 5334 Indianapolis Bivd., East Chicago, Ind. MOST COMPLETE LINE OF GARDEN CUTTING TOOLS 
For Details Circle 72 on INQUIRY CARD For Details Circle 74 on INQUIRY CARD 
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NEW PRODUCTS — Continued From Page 29 








BARBECUE TOOL, Outdoor Chef 
Fire Bellos, works like bellows to 
send jets of air into bed of coals to 
make them ready for barbecuing in 
minutes instead of the usual long 
wait. Ideal also for speeding up fire- 
place fires. Sleeve label contains ex- 
pert barbecuing recipes. — Outdoor 
Chef Products Co. 
For Details Circle 153 on INQUIRY CARD 





STRIKING 45-piece buffet service, 
latest in the Pebbleford line of dinner- 
ware, is designed to please the eye 
as well as pocketbook with retail price 
of $19.95. Set includes serving pieces, 
complete coffee service and salt and 
pepper shakers. Offered in a choice 
of six stunning colors. — The Taylor, 
Smith & Taylor Co. 
For Details Circle. 154 on INQUIRY CARD 





STUD SHELF in garage is so simple 
a woman can install it easily and 
quickly. It is wire rack that fits be- 
tween studs in garages, basements, 
hobby shops to utilize space formerly 
wasted. Ideal for storing paint, pet 
foods, garden supplies, small tools, 
etc.—Smith Sales Company. 
For Details Circle 155 on INQUIRY CARD 
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ONE TOOL, the Triple Trimmer, gives 
homeowners a lawn trimmer, lawn 
edger, and hedge trimmer, with just 
one purchase. A swivel locking ar- 
rangement permits easy handle ad- 
justment to convert to tool desired. 
Specially wound 1% hp. motor de- 
velops 17,000 r.p.m., and reversible 
cutting blade is double locked onto the 
5/16” shaft. Adjustable depth gage. 


—Stranges, Inc. 
For Details Circle 156 on INQUIRY CARD 
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BALANCED SELECTION of 18 most 
popular patterns of long handle Green 
Thumb tools . . . rakes, hoes, garden 
spades, shovels and lawn tools .. . is 
offered at a special price to provide 
dealers with a mass display of match- 
ing tools. Dealers save $4.91 under 
regular cost.—Union Fork & Hoe Co. 
For Details Circle 157 on INQUIRY CARD 


LARGER OPENING is special feature 
of this 8-inch adjustable wrench. Now 
servicemen can use a small wrench on 
¥,” brass flare nuts that formerly 
required a larger size wrench. Ideal 
for working on refrigeration and air 


conditioning equipment. Retails at 


$2.46.—Diamond Calk Horseshoe Co. 


For Details Circle 158 on INQUIRY CARD 





UTILITY AND APPEARANCE of 
Aristo-mats are improved by the 
Rigid-edge feature now incorporated 
on all firm’s products. Strength of 
mats is claimed to be increased 100 
percent and stiffness increased 300 
percent. Edge also contributes a lie- 
flat quality to mats. — Aristo - Mat 
Company. 
For Details Circle 159 on INQUIRY CARD 





CONVENIENT SIZES, 16” x 21”, 
18” x 30”, and 21” x 36”, makes Mardi 
Gras household mats ideal for place- 
ment and use in bathrooms, kitchens, 
nursery, workshops, gardens, etc. Mats 
are made of extra thick, bouncy foam 
rubber and durable vinyl coating.— 
California Foam Products, Inc. 
For Details Circle 160 on INQUIRY CARD 





HIGH STRENGTH and light weight 
are combined in Alcoa’s all-aluminum 
farm gate. Available in 10’, 12’, 14’ 
and 16’ lengths, gate is 52” high. 
Crossed bracing and rivet construc- 
tion prevent sagging or twisting. 
Comes complete with accessories for 
hanging. — Aluminum Company of 
America. 
For Details Circle 161 om INQUIRY CARD 











Use Inquiry Postcard for Further Information About 





DOOR CHIMES that double as din- 
ner chimes highlight the 1956 Ritten- 
house line, which contains 17 models. 
Prelude model (shown) sounds an 
8-note entrance signal. Xylophone- 
type mallet permits chime to be used 
for signaling purposes.—The Ritten- 
house Company. 
For Details Circle 162 on INQUIRY CARD 


VOLUME PRODUCTION is under- 
way on Dormeyer’s Model 300 drill 
kit. Kit features 4” drill with exclu- 
sive Wrench-Lok chuck and assort- 
ment of accessories including sanding 
discs, lambswool bonnet, rubber back- 
ing pad, grinding wheel, 3 drill bits, 
and 6-piece arbor set.—Dormeyer Cor- 
poration. 
For Details Circle 163 on INQUIRY CARD 


ANY DESIRED SPRAY, from fine 
mist to full stream, can be gotten by 
squeezing handle of Aqua-Gun hose 
nozzle. Nozzle can be locked in any 
desired spray position. Made of non- 
corrosive zinc, stainless steel and 
brass.—Melnor Metal Products Co., 
Inc. 
Fer Details Circle 164 on INQUIRY CARD 


106 


AUTOMATIC K-M-T Water Timer 
shuts off water in periods from 1 min- 
ute to 1 hour and is designed for heavy 
duty use in sprinkler systems for 
homes, golf courses, parks, truck gar- 
dens, etc. Made of non-corrosive brass 
and contains a vacuum breaker.— 
Kaye and Miller Machine Co. 
For Details Circle 165 on INQUIRY CARD 


DECORATIVE as well as functional, 
Sierra Charcoal Stoker is finished in 
decorator black and bright copper. 
Holds 10 pounds of charcoal and elimi- 
nates fuss and muss. Unit can be 
stood on end for storage. Individually 
packaged, unit weighs four pounds. 
Retails for $5.98.— Wire Specialties 
Co. 
For Details Circle 166 on INQUIRY CARD 


ADDED TO LINE of display-pack- 
aged Empire items are a Palmyra- 
bristled pushbroom for outdoor use, 
and a Tampico-bristled indoor push- 
broom. Uses of brushes are described 
in easy-to-read copy on outside sur- 
face of cartons.—Empire Brushes, Inc. 
For Details Circle 167 on INQUIRY CARD 





STEP-SAVING Quickie Hang-Rak 
that attaches to any ironing board 
holds up to 21 pieces of clothing. 
Hanging rod ridged to prevent hang- 
ers from sliding. Unit folds flat and 
need not be removed for board stor- 
age. Chromium plated. List price 
$2.98.—Hancock Corp. 
For Details Circle 168 on INQUIRY CARD 
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FITS ALL MAKES AND MODELS, 
the El Dorado license frame is rust- 
proof and finished in extra heavy 
“blue sapphire’ chrome. Made to 
fasten on any 6” x 12” license plate. 
Packaged in colorful point-of-purchase 
display box.—Sutone Corp. 
For Details Circle 169 on INQUIRY CARD 


TOY STORAGE TRUCK is one of 
six items offered in a line of knock- 
down kits. Other items are a stack-in 
cabinet, odds-and-ends cabinet, port- 
able bar, buffet cabinet, and a tool 
chest. Kits contain clear directions. 
—Fir Plywood Kit Company. 
For Details Circle 170 on INQUIRY CARD 
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HARDWARE WEEK SPECIALS 





A FREE HEDGE SHEAR and three 
“Dial-It” Pruning Guides, with retail 
value of $5.25, are offered with 
Sargent’s Hardware Week Special 
“Matched Set” Garden Tool Kit No. 
18-S. Assortment includes 4 each of 
the 5 Matched Set Tools.—Sargent 
& Co. 
For Details Circle 171 on INQUIRY CARD 





TWO SPECIALS are featured by 
Landers, Frary & Clark. One con- 
sists of a package containing two 
“shur grip” Universal pint vacuum 
bottles, one to retail for $1.98, the 
other at $1.29, with a 69¢ saving when 
both are purchased at $3.27. The 
other special is a food chopper, a 
regular $4.25 value to sell for $3.29 
—a 96¢ saving.—Landers, Frary & 
Clark. 

For Details Circle 172 on INQUIRY CARD 





A NEW Push Button Can Opener, 
featuring a powerful magnetic lid- 
lifter, grease sealed cutting wheel, 
and chip proof white enamel finish, 
is offered by Dazey. A $4.98 value, 
it will retail during Hardware Week 
for $3.98.—The Dazey Corporation. 
For Details Circle 173 on INQUIRY CARD 
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SEVEN SAWS IN ONE, the Weller 
Sabre Saw, will be introduced as a 
Hardware Week Special at $19.95. 
The powerful 110-120 volt A.C. recip- 
rocal action tool serves as rip, cross- 
cut, coping, jig, band, keyhone and 
scroll saw. Comes in handsome red 
and silver self-display package with 
a “how to use it folder?”—Weller 
Electric Corporation. 
For Details Circle 174 on INQUIRY CARD 





TWO NEW ITEMS, Sponge-It, a wet 
mop with DuPont Cellulose Sponge 
Yarn, and Sparkle, an all-purpose 
broom filled with red plastic border 
and tough fibre center, will be offered 
by Oxeco as Hardware Week specials. 
—Ox Fibre Brush Company, Ine. 
For Details Circle 175 on INQUIRY CARD 





POPULAR Handy File regularly re- 
tailing for 86¢ will be specially priced 
to sell for 69¢ during Hardware Week. 
A special price to retail trade will 
allow a full 50% mark up. Available 
in both Nicholson and Black Diamond 
brands.—Nicholson File Co. 
For Details Circle 176 on INQUIRY CARD 














STOCK ’EM... 
DISPLAY ‘EM... 
AND YOU'LL SELL 'EM! 















There never was a bet- 
ter time to sell Klein 
pliers—to the profes- 
sional workman... to 
” No. 202 7-it-yourself shoppers. 
They both want qual- 
ity tools that fit the job. 

All Klein pliers are 
made of finest tool steel 
—precision fitted— 
individually tested. 
Tops in quality “since 
1857.” Keep a repre- 
sentative stock always 
on hand. You'll sell’em! 











Write for your 
free copy of the 
No. 203 Klein Pocket 
Tool Guide 
Today! 


DISTRIBUTED 
THROUGH JOBBERS 
Foreign Distributor: 
International Standard 
Electric Corp., New York 


— KLEIN & i 
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Customers 
A Favor 


WHEN 
YOU SELL 


Yes, your customers will 

thank you for selling them Victor products 
because they’re sure to get better cétting 
results. You'll get better sales results be- 
cause those customers will come back to 
you for more. We're making sure, with con- 
sistent advertising. 

Special Flexible or Flexible Blades—Designed for gen- 


eral purpose use in cutting all machineable metals, 
plastics, fibre, etc. 


“Moly”® High Speed Steel Blades — These blades are 
tough, carry the load, retain sharpness and embody 
all high qualities of heavy-duty blades. 


Victor No. 10 Frame — Yellow, Tenite handle — long- 
wearing rustproof crackle finish. Complete with 12” 
Unbreakable Special Fiexible Blade. Features easy 
blade change and ic tensioni 





f 


Victor No. 15 Frame — Red Tenite handle. Smooth, 
easy-to-clean, high gloss, rustproof finish for lifetime 
protection. Complete with 12” “Moly” High Speed 
Blade. Features easy blade change and automatic 
tensioning. 


Victor No. 20 Frame — Long-time mechanics’ favorite. 
Adjusts for 10-inch and 12-inch blades. Pistol grip. 


Increase Blade Sales 


By Featuring 
“Molyflex’”” Display Card No. 166 


Moly flex 


Assures you of more 
“Molyflex”’ profits! 


VICTOR SPECIAL FLEXIBLE 
Assortment No. 45 


Some SPECIAL ABLE 
Abe 


Attractive 2-color card holds Special Flexible 
blades—a fast-selling, all-purpose assortment 


Sold only through Recognized Distributors 


VICTOR om 


VICTOR SAW WORKS 
MIDDLETOWN, N. Y., U.S. A. 
Makers of Hand and Power Hacksaw Blades, 
Frames, and Metal and Wood Cutting 
Band Saw Blades of every type and size. 
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NEW PRODUCTS 





SQUARE SQUIRT SPRINKLER is 
now packaged in Melnor’s standard 
“family” of packages, featuring 
bright green and yellow colors and 
the familiar white picket fence front. 
Firm makes complete line of garden 
accessories and oscillating sprinklers. 
Melnor Metal Products. 
For Details Circle 178 on INQUIRY CARD 


BOMMER has announced new spring 
hinge for louver doors. Made in the 
“Ever-ready” style, it attaches right 
to jamb, with no hanging strip re- 
quired. Will operate on doors up to 
18 lbs. in weight.—Bommer Spring 
Hinge Company, Inc. 
For Details Circle 179 on INQUIRY CARD 


GROWNUPS AS WELL AS YOUNG- 
STERS will go for the Yardbird back- 
yard railroad setup. Gasoline engine, 
1% h.p., is strong enough to pull two 
loaded trailers at speed of 2% miles 
per hour. There is also a hand pow- 
ered engine.—Charles William Doepke 
Mfg. Co. 
For Details Circle 180 on INQUIRY CARD 


‘ a | 


IMPROVED Model 53 Hol-Dem elec- 
tric fence controller holds all stock 
the year around with one wire in any 
soil or weather condition. Designed 
to clip off weeds and grass that come 
in contact with wire. Operates on 115 
volts AC input. List price $34.50.— 
Hol-Dem Electric Fencer Co. 
For Details Circle 181 on INQUIRY CARD 


CLEAN LINES of Luxury Crystal 
door knobs permits use in conjunction 
with all motifs. Available in “bubble” 
and clear designs in brass and chrom- 
ium trim finishes. Shank threaded for 
use with regular tubular type latches. 
Knob diameters, 2” and 2',”.—Metal- 
lon Products, Inc. 
For Details Circle 182 on INQUIRY CARD 


Crosby Paint to be Introduced 


A complete paint line, to be known 
as Crosby Paint, will soon be offered 
to select Western dealers. The Mann- 
ing-Mitchell Paint Company, 500 Sec- 
ond St., San Francisco, has been li- 
censed by the Crosby Research Insti- 
tute of Hollywood, California, to 
manufacture and distribute the line 
to dealers. 


An entirely new concept in paint 
merchandising is planned due to an 
extensive survey of Western paint 
dealers conducted by the Crosby Re- 
search Institute. According to F. J. 
Dannenfelser, partner in the paint 
firm, they have agreed to a policy of 
sales to dealers only. Each product 
will bear the seal “Tested and Ap- 
proved by Crosby Research Institute.” 
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PACE-SETTING STYLE has been 
built-in the new Sunray line of resi- 
dential locksets and matching cabinet 
hardware. Design features an _ in- 
verted cone in the knob which reflects 
a geometrical pattern of light rays 
from any angle. And because the re- 
flecting surface is never touched by 
the hand, the brilliance remains for 
the life of the lock. Available in all 
standard finishes and in a complete 
range of models for every room in the 
house.—Western Lock Manufacturing 


Co. 
For Details Circle 184 on INQUIRY CARD 


ADJUSTABLE installation wall plate 
that is adjustable both horizontally 
and vertically, is now available as 
part of Donner’s Royal-Chrome line 
of concealed screw bath accessories. 
Other features are a special headed 
set screw for faster installation, new 
angle hole for easier working, and 
two point contact set-screws for better 
security — Donner Manufacturing 
Company. 
For Details Circle 185 on INQUIRY CARD 


IMPROVED 

) Shingle ’n’ Shake 

house paint now 

has a softer and 

more velvety fin- 

ish. Now drys 

dust-free in two 

hours. Available 

S Ree A in 15 decorative 

Nw, colors. — The 

\ ax XX y Lowe Brothers 

—_—— Co. 
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here’s the secret of 


ASSURED UNIFORMITY 


for Greenlee 22 


. 
solid-center auger bits } 


They’re milled on automatic machines 





‘“How can you get such uni- 
formity in your Greenee 22 solid- 
center auger bits?’’ we've often 
been asked. 

It’s understandable why this 
question comes up because with 
the old-time, standard method of 
making auger bits, so much hand 
work was involved that close uni- 
formity in most details was im- 
possible. 

For some time now, GREENLEE 
has been making solid-center auger 
bits on a battery of huge automatic 
machines . . . specially designed and 
built at the Greenwee plant to do 
this job alone. This operation was 
adopted solely to bring about as- 
sured uniformity so that all bits are 
the same . . . an important feature 
you and your customers have al- 
ways needed! 


All cutting parts, point, throat, 
and twist of these Greeniee 22 
solid-center auger bits are automati- 
cally processed. You always get 
bits with true cutting edges, perfect 
squares, accurately hobbed screw 
points, and cold-formed shanks that 
never vary. 

All this adds up to a new concept 
of auger bit uniformity . . . adecided 
selling ‘“‘plus’’ for you. Here's 
reason again why it pays you well 
to stock and sell the products of 
GREENLEE... your highly depend- 
able source of fine hand tools 

Write today for full details on 
the milled Greenves 22 solid-center 
auger bits with assured uniformity. 


CREENLEE 


GREENLEE TOOL CO., 1782 HERBERT AVE., ROCKFORD, IILL., U.S.A, 
For Details Circle 77 on INQUIRY CARD 
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NAL they say 
“HAND SAW’”’ 
YOu Say 


SANDVIK 


Sandvik SAW & TOOL 





pony tail 
cutie 


She may sweep the boys off their 
feet with her pony tail, but 
nothing sweeps like APB 
brooms. They’re the ideal heavy 
duty tools for cleaning streets, 
barns, yards, parks, patios, ware- 
houses, dirt and gravel areas... 
even pony stalls. If you serve 
contractors, home-owners, in- 
dustrialists or anybody with a 
sweeping problem, ask for APB 
brooms. 


AMERICAN 
PUSH BROOM 


COMPANY 
[=| =\ 114 FERN STREET 


SAN FRANCISCO, CALIF. * ORdway 3-889! 
For Details Circle 79 on INQUIRY CARD 
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NEW PRODUCTS 





PE 


DOUBLE SECURITY is assured with 
Yale’s auxiliary tubular deadlock,, 
equipped with double cylinders which 
makes key operation necessary both 
inside and outside. Brass cylinders 
have either 5 or 6 pin-tumbler mech- 
anisms. Key changes are practically 
unlimited, and locks can be incorpo- 
rated in new or existing master key 
systems. The Yale & Towne Manu- 
facturing Co. 
For Details Circle 187 on INQUIRY CARD 


RED KNOPF 


scraper ; sander G2 


COMBINATION paint scraper and 
sanding tool is equipped with a 21,” 
double edge, high carbon steel blade 
to scrape paint and a special sanding 
attachment. Sanding attachment 
takes a 2%” x 9” strip of sandpaper 
which can be cut from a standard 
sheet. Merchandised on firm’s Cardo- 
sells product information card. Re- 
tails for $2.15.—Hyde Manufacturing 
Co. 
For Details Circle 188 on INQUIRY CARD 


ONE SAW that fits nine out of ten 
users is claimed for Power Guide 
chain saws. Powered by 3 h.p. Power 
Products engine, the oversize 18” 
model is in reality a 194%.” saw. 
Sturdy and safe unit can be used for 
all types of heavy work in perfect 
safety —Ram Tool Corporation. 
For Details Circle 189 on INQUIRY CARD 


PERFORMANCE of plane, file and 
sandpaper are combined in one tool, 
named Smoothy, for carpenters and 
home craftsmen. Ideal for cutting 
away excess wood on doors, screens, 
etc., to make them fit, as well as for 
removing varnish, paint, rusts, etc., 
or for cutting wood down to finish. 
Easy to use as blackboard eraser. 
Retails for about $1.00. — Fortune 
Laboratories, Inc. 
For Details Circle 190 on INQUIRY CARD 


SELF-POWERED “Dyno-Mite” No. 
480 electric jig saw serves as six saws 
in one; jig saw, hack saw, coping 
saw, ripsaw, crosscut, and keyhole 
saw. Universal AC or DC, 25/60 cycle 
motor, 115 or 230 volts, operates at 
3,000 strokes per minute. — Miller 
Falls Tools. 
For Details Circle 191 on INQUIRY CARD 


oe > 


VERSATILE Dandi -Ho- Rake com- 
bines a digger, rake and hoe into one 
tool. Compact and lightweight, unit 
has standard size hoe and digger. 
Rake is adjustable from 6%” to 
standard 14” size, with four inbetween 
adjustments. Weighs less than two 
pounds.—Dandy Products Corp. 
For Details Circle 192 on INQUIRY CARD 
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ORTHO GARDEN BOOK, 36-page, 
pocket-size book in four-color process 
cover, published by California Spray- 
Chemical Corporation. 

This is the 1956 edition of this 
firm’s famous handbook for the home 
gardener. It gives brief advice on 
how to take care of pests, to care for 
plants, lawn and trees. It also in- 
cludes planting charts. At back of 
book it gives do-it-yourself craftsman 
some ideas on how to build plant 
stands, garden medicine cabinet, com- 
post bins, garden tool storage areas. 
This is an excellent give-away to 
garden customers. 

The book is liberally illustrated with 
smart, practical “rogue’s gallery” 
close-ups of plant pests and troubles, 
as well as line drawings for other 
sections of the book. 

For Details Circle 200 on INQUIRY CARD 


ABRASIVE CUT-OFF BULLETIN, 
four pages, introduces a new Speed- 
Cut abrasive cutting machine put on 
the market by Beaver Pipe Tools, 
Inc. 

Folder gives a description of the 
firm’s No. 14 and No. 20 machines. 
Bulletin is spotted with clear, instruc- 
tive photographs. 

For Details Circle 201 on INQUIRY CARD 


“ADVANCED TECHNIQUES IN 
OFFSET, DUPLICATING PLATES 
AND SUPPLIES,” 48 pages and cover 
in two colors, published by Michael 
Lith, Inc., the catalog is indexed in 
four important sections, (1) Copy 
preparation aids, (2) Platemaking 
supplies and chemicals, (3) Bindery 
Aids, (4) Press accessories. 

For Details Circle 202 on INQUIRY CARD 


INTERNATIONAL RECIPES, 16- 
page, pocket-size booklet with full 
color illustrations, published by 
Bridgeport Brass Company. There 
are many tempting dishes from 11 
different countries. This will appeal 
to the food adventurer. 

For Details Circle 203 on INQUIRY CARD 
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BOICE CRANE POWER TOOLS, a 
51-page catalog covering power tools 
for cutting, shaping, drilling and fin- 
ishing wood, metal, fiber and plastics 
is now available from the Boice-Crane 
Company. Catalog completely de- 
scribes and illustrates jointers, plan- 
ers, band saws, contour saws, drill 
presses, band filers, and grinders, jig 
saws, lathes, belt sanders, spindle 
sanders, shapers, tilt arbor saws, and 
saw jointers. 

For Details Circle 204 on INQUIRY CARD 


A KING-SIZE BROCHURE offered 
by Glamur Products, Inc., covers the 
sales points of Easy Glamur rug and 
upholstery cleaner as well as the ad- 
vertising and merchandising cam- 
paign being conducted by the com- 
pany. Brochure covers advertising 
that will be carried in newspapers, 
magazines, and on television and 
radio, and pictures some of the mer- 
chandising aids, such as displays, 
streamers, etc., that will be available. 
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HANDY NAIL GUIDE produced by 
Estwing Mfg. Co., enables anyone to 
determine in seconds the penny size 
nails for each job. At the same time 
guide shows number of nails per 
pound in the penny size selected. Other 
side of guide shows the correct ham- 
mer to use for each type of work. 
Guides are available at 10 cents each. 
For Details Circle 206 on INQUIRY CARD 


1956 FAN CATALOG, featuring 
the new line of economical window 
fans with and without push buttons, 
and an addition of push buttons to a 
number of other models, may be ob- 
tained from the Berns Manufacturing 
Corp. Mobile fans, all-purpose fans, 
floor circulators, dehumidifier, pedes- 
tal air circulators, heaters, attic fans, 
commercial exhaust fans, louvers and 
shutters are also included in catalog. 

For Details Circle 207 on INQUIRY CARD 


WALL CHART for Acco-Registered 
wire rope slings, is available from 
American Chain & Cable Company. 
Measuring 17 by 21 inches and printed 
in three colors, chart is edged top and 
bottom with metal strips, and can be 
hung by means of eyelet on upper 
strip. Chart lists diameters and lift- 
ing capacities of the Strand-Laid type 
slings, and illustrates various lifting 
operations. 

For Details Circle 208 on INQUIRY CARD 


SPOTLIGHTING THE NEW ... 
YARD-STOR SHELTER, brochure 
offered by the Yard-Stor Shelter Co. 
This piece explains how to use these 
portable shelters for storing all types 
of products. It illustrates many uses 
for the shelters, which can be rented 
from truck-rent services. 
For Details Circle 209 on INQUIRY CARD 


ENTIRE LINE of diffusers, registers 
and grilles of Air Control products 
are described in their 56-AC catalog. 
Attractive 52-page booklet is printed 
in four colors and features the “Vista- 
Bar” index which identifies pages to 
readers at first glance. Catalog is also 
sectionalized for further readability. 
Engineering data and prices on each 
product is included in let. 
For Details Circle 210 on INQUIRY CARD 


1 











ILLUSTRATED CATALOG No. 955, 
20-pages, just released by Geerpres 
Wringer, Inc., covers almost 50 dif- 
ferent items in firm’s line of mops, 
mop wringers, buckets, mopping 
chassis, mop sticks, complete mop 
outfits and other accessories. A dis- 
cussion of the evolution of the mop 
wringer and suggestions for prolong- 
ing life of wringers increases useful- 
ness of catalog. 

For Details Circle 211 on INQUIRY CARD 


CF&I DURA-GRIP WIRE ROPE 
SLINGS are featured in a new bul- 
letin prepared by the Wickwire Spen- 
cer Steel Division of the Colorado 
Fuel & Iron Corporation. Bulletin 
illustrates various assemblies for 
which the slings can be used, and 
gives a complete listing of dimensions 
and rated capacities. 

For Details Circle 212 on INQUIRY CARD 


HOW TO USE THE PORTER- 
CABLE ROUTO-JIG, a 36-page man- 
ual for hobbyists and home crafts- 
men, is offered by Porter-Cable Ma- 
chine Company. Detailed instructions 
for vsing the tool are given in 125 
pictures and seven chapters. Manual 
regularly priced at 50 cents but will 
now be sent free on request. 

For Details Circle 213 on INQUIRY CARD 


BERKO ELECTRIC RADIANT 
GLASS HEAT PANELS, an eight- 
page, two-color, catalog available 
from Berko Electric Manufacturing 
Corporation embraces all of the firm’s 
glass electric radiant heat panel line. 
Each item is illustrated, together with 
installation pictures, construction de- 
tail diagrams and installation instruc- 
tions. 

For Details Circle 214 on INQUIRY CARD 


CAULK BEFORE YOU PAINT 
is a new sales-aid bulletin issued by 
the Presstite Engineering Company. 
The bulletin points out why it is prac- 
tical for the potential customer to 
caulk as he paints, and has a section 
on how to get best results on a caulk- 
ing job. 

For Details Circle 215 on INQUIRY CARD 


DONNER SLIDING DOOR LOCKS, 
Catalog No. 17, offered by Donner 
Manufacturing Company, describes 
and illustrates firm’s line of Pocket 
Dor 400 Series sliding door locks, 
point-of-sale displays, as well as their 
cabinet hardware, edge pulls, house 
numbers, and casement operators. 

For Details Circie 216 on INQUIRY CARD 


ANNOUNCING THE NEW 1956 
DEWALT POWER SHOP, an envel- 
ope stuffer for dealer use in direct 
mail, is available from DeWalt Ine. 
Several major design changes from 
the previous model, including a 34 hp 
motor which is said to be 50 percent 
more powerful, are covered. 

For Details Circle 217 on INQUIRY CARD 
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DONNER BATHROOM ACCESSO- 
RIES, an 8-page catalog available 
from Donner Manufacturing Com- 
pany, describes and illustrates firm’s 
line of Royal Chrome recessed and 
surface accessories, Wes Chrome re- 
cessed and surface accessories, as well 
as point-of-sale-displays offered. 

For Details Circle 218 on INQUIRY CARD 


NEW PACKAGE APPEAL FOR 
YOUR STORE is title of an attrac- 
tive two-color leaflet published by 
Mystik Adhesive Products, ‘covering 
firm’s line of store packaging tapes 
that are offered in six bright, attrac- 
tive colors. 

For Details Circle 219 on INQUIRY CARD 


DIRECT MAIL PROMOTION 
PIECE stressing the space-saving as- 
pect of the Dewalt Power Show ma- 
chine and its versatility which enables 
users to do just about any woodwork- 
ing operation a “straight-line-flow” 
principle, is offered by DeWalt, Inc. 

For Details Circle 220 on INQUIRY CARD 


ITS EASY TO DO BUSINESS 
WITH DELTA, 18-page easy-to-read 
booklet, tab-indexed for ready refer- 
ence, is now available from Rockwell 
Manufacturing Company. Purpose of 
the booklet is to “make it possible for 
you to offer your customer better 
service and to operate your Delta busi- 
ness more efficiently.” Chapters cov- 
ered are “The Delta Organization,” 
“Service Policy,” “School Sales,” “Ad- 
vertising and Sales Promotion,” and 
“Sales to U. S. Government.” 

For Details Circle 221 on INQUIRY CARD 


pO IT YOURSELF WITH 


aluminum 





“DO IT YOURSELF WITH ALUMI- 
NUM,” just published by McGraw-Hill 
Book Company, includes complete 
working instructions for making more 
than 125 projects for the home. More 
than 250 drawings are included in 
the 136 pages, which are crammed 
with basic know-how. Book retails for 
$3.95. 
For Details Circle 222 on INQUIRY CARD 





GLASS FIBER PRODUCTS, a com- 
plete new catalog, issued by the L.O.F. 
Glass Fibers Company describes and 
illustrates uses of the company’s 
Microlite and Super-Fine blanket in- 
sulations for thermal and acoustical 
treatments. Catalog has references to 
such diverse topics as Microflex com- 
pressed board, a resilient cushion ma- 
terial; quartz and glass Micro-Fibers, 
reinforcements for plastics and yarns 
for the textile industries. 

For Details Circle 223 on INQUIRY CARD 


“HERE’S HOW TO MAKE BUSI- 
NESS IN YOUR CLINTON SER- 
VICE-CENTER BOOM,” 24 pages ex- 
plaining and illustrating 24 successful 
steps that lead to increased sales is 
now available from Clinton Machine 
Company. Booklet stresses in detail 
importance of personal contact in se- 
curing new businesses. Discussed and 
illustrated are customer relations, spe- 
cial demonstrations, open houses and 
other proven successful promotion 
plans. 

For Details Circle 224 on INQUIRY CARD 


THREE-COLOR WALL CHART, 
26” x 21”, offered by the Dayton Pump 
and Manufacturing Company, features 
representative Rapidayton water sys- 
tems and related products, that en- 
ables a dealer to show a prospective 
customer various models which he 
may not be carrying in stock. Fully’ 
explained are exclusive features of the 
Rapidayton Line. 

For Details Circle 225 on INQUIRY CARD 


ALUMINUM ROOFING AND SID- 
ING PRODUCTS, a booklet contain- 
ing a complete roundup of the various 
types of aluminum roofing and siding 
material now available, including the 
new Alcoa V-Beam roofing sheet, is 
available from the Aluminum Com- 
pany of America. The new and unique 
industrial sandwich wall system is 
presented as well as details on alumi- 
num weatherside and conventional fas- 
teners. 

For Details Circle 226 on INQUIRY CARD 


“HOW TO GET TOP PERFORM- 
ANCE FROM YOUR LAWN SPRIN- 
KLER,” a well-illustrated booklet de- 
signed to help sprinkler users deter- 
mine their hose requirements and 
watering time is now available from 
the L. R. Nelson Mfg. Company. Book- 
let contains factual reasons why 
larger hose sizes should be used with 
modern sprinkling equipment. 

For Details Circle 227 on INQUIRY CARD 
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To All Our 


Dealer Friends 


in the Flood Stricken Areas: 


Getting back on your feet is the job of the day and Red Devil wants 
to help you. 


If you ship us, prepaid, any flood damaged Red Devil Hand Tools 
you have, we will send you free replacements as soon as possible. This 
free offer is for our friends in counties designated Major Disaster Areas 
by the President and is only good until March 31, 1956. 


Ship to: 


4 ‘ 
Red Devil Tools. 

a IRVINGTON 11, NEW JERSEY 

Be sure to include name and address of your store in the package. 


] WE WISH YOU THE BEST OF LUCK IN GETTING BACK ON THE JOB 
( For Details Circle 67 on INQUIRY CARD 


i DISPLAY SOUTH BEND DOLL CARRIAGES 
a —_-.... and catch all of the family! 





pease 





ae ‘e of 3 
: ay Toy displays are traffic builders—and profit builders! Famous 
South Bend Doll Carriages are a Want item in almost every house- 
hold! Display carriages, furniture—and get all from South Bend 


SEs Resrseeareese 


—you’ll save time and money. 


COMPLETE LINE. A model and a price to fit every family purse! 28 
models of folding doll carriages, doll strollers, fibre carriages; 11 table and 


chair sets, musical rockers, red chairs; 14 croquet sets. 


“One Source” Shipments Save Money! South Bend’s Freight Saving 
Plan combines carriages, croquet, and furniture in full or pool car ship- 





ments. Easier, cheaper buying! 













m. JUVENILE FURNITURE, TOO! 
g 


a 
New colorful ’56 line of 
BS AOE a, croquet. Boasts eight 
outstanding features. 14 
models priced right with 
pocket-book appeal! 











SALES REPRESENTATIVES 













East— Julius Levenson, 7 Eost 17th Street, N.Y. 
Midwest—South Bend Toy Mfg. Co., South Bend, Indiana 


South—Lovis Williams & Co., 3rd National Bank Building, 
Nashville, Tennessee 

Denver & Pacific N.W.—Leo Scherrer, 2840 West 93rd Street, 
Seattle 7, Washington 


California & S.W.-— Anderson Sales Company, 2330 West 
Third Street, Los Angeles 57, California 
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side. 


colored. 





TWO QUALITY LEADERS every store needs 


The Original Crystal Clear Plastic Spar—natural finish 
in gloss or semi-gloss. Beautifies and protects inside and out- 


Perfected REDWOOD FINISH—Now fortified with addition 
of SRO-I0! for greater durability. Also made in clear and 


These Redwood Finishes are best by test. Contains no Rosin. 
Made exclusively of heat treated oils. 


Buy direct and save on our complete line of 
Quality Paints, Enamels and Supplies 


Security Royal Dutch Paint Mfg. Co. 


1621 No. Indiana St., Los Angeles 63 Phone ANgeles 1-0358 
**Royal in Quality—Dutch in Price"’ 
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<* HYDRANTS 


WALL OR 


Assures uninterrupted outdoor water 
service the year around. The shutoff valve 
is below the frost line. All brass and cop- 
per. Valve assembly removable. Ideal for 
homes, farms, tourist courts, trailer parks, 
golf courses, factories and cottages. Also 


wall types. Write for Bulletin 1001. 


* = a — —* 


S, INC. 


FORT WAYNE 1, INDIANA 








Order from your Jobber 


>», | 


THE KEY TO 
GREATER PROFITS 


me” GEYER 
» ’ 




















The Line With Greater 
CUSTOMER ACCEPTANCE 


The complete line of Geyer Farm 
and Garden Tools signals quality 
and efficiency to your customers. 
| That means fast, easy saleability 

and greater profits for you. The 
| new improved display stand will 
| sell itself out time after time. If 








| you aren't cashing in on the 
Geyer line now, you should in- 
vestigate its possibilities. 


Write Loday for complete 


catalog of tools and details of mer- 
chandising and advertising aids. 


4: MANUFACTURING CO. 
tele Gas Vee wml ae), (ein) 
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MARSHALLTOWN TROWEL COMPANY 
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Horace P. Hill 


Expansion of the executive struc- 
ture of Janney, Semple, Hill & Com- 
pany, Minneapolis hardware whole- 
saling firm serving 21 states, Alaska 
and three Canadian Provinces, has 
been announced. 

Horace P. Hill, who has been vice 
president, has been named executive 
vice president. He is a son of one of 
the company’s founders. 

L. M. Hatfield, who joined the firm 
early in November, has been elected 
vice president in charge of sales. Mr. 
Hatfield was formerly executive vice 


L. M. Hatfield 


R. M. Fleming 


president and a director of Marshall- 
Wells Company and served the firm 
for more than 20 years. At one time 
he was sales manager of the Portland 
branch of Marshall-Wells. 

R. M. Fleming, who has been with 
the firm since 1919, has been elected 
vice president in charge of sales pro- 
motion and advertising. He was a 
member of the firm’s buying depart- 
ment until 1950, he was placed in 
charge of the newly-formed sales 
promotions department. 





Arvin 
Adds 
Two in 
Western 
Sales 


Joseph Manning 


Two West Coast salesmen have re- 
cently been added to the field sales 
staff of Arvin Industries, Inc. 

They are: Joseph F. Manning, Port- 
land, who will cover Washington, Ore- 





Robert Keller 


gon, Idaho and Montana; and Robert 
L. Keller, San Francisco, who will be 
responsible for Northern California 
and Western Nevada. 








Silex Moves Two in Sales 


Two new appointments in the sales 
department of The Silex Company 
have been announced. 

John D. Rumbough, vice president 
and sales manager of firm’s Enter- 
prise Division since 1948, has been as- 
signed a similar position with the 
Hartford Division. 

Francis D. Easton, formerly a dis- 
trict sales manager, has been named 
sales development manager, House- 
wares Division, The Silex Company, 
with headquarters in Hartford, Conn. 
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Allen Moves to Seattle 


Appointment of Robert L. Allen as 
district manager of portable appli- 
ances for Washington with headquar- 
ters in Seattle was announced by Paul 
W. Bradner, Pacific Coast regional 
manager of portable appliances for 
Westinghouse Electric. 

Mr. Allen, who started with the 
firm in 1952, will be responsible for 
developing and coordinating sales 
programs in his district for Westing- 
house electric housewares, electric bed 
coverings, fans and vacuum cleaners. 


Arnold W. Brumm, previously sales 
manager, has been promoted to vice 
president in charge of sales, EZ 
Paintr Corporation, Milwaukee, man- 
ufacturer of paint rollers and painting 
accessories. His four years’ experi- 
ence with the company also includes 
work in purchasing, production and 
personnel. 


Sunmaster Moves to Sunnyvale 


Sunmaster Products Company 
moved its plant and national sales of- 
fices to Sunnyvale, California, Novem- 
ber 1, from San Bruno, Calif. Sun- 
master manufactures the Step Master 
lines of aluminum ladders, light 
weight painters’ planks and allied 
aluminum products. 

James E. Sieler, firm’s sales man- 
ager, stated that the expanded facil- 
ities would enable Sunmaster to add 
a complete line of industrial ladders 
and enable them to handle specialty 
fabrication as well as expand pro- 
duction of their current lines. 


Sharpe Names Jones 


Kenneth B. Sharpe, vice president, 
Sharpe Manufacturing Co., Los An- 
geles manufacturer of spray guns, 
compressors and accessories, has 
named Riley Jones manager for West- 
ern sales operations. Mr. Jones, with 
the firm since 1952, formerly headed 
Pacific Coast sales for Crown Spray 
Gun Manufacturing Co. and Ameri- 
can Brake Shoe Co. 


Assigned 
New 
Sales 
Area 


Donald E, 
Overstrom 





Donald E. Overstrom, who has been 
with Stanley Tools since 1950, has 
been assigned as a sales representa- 
tive in the Colorado, Wyoming, Kansas 
and Missouri territory. He succeeds 
Joel Molchan, who has been trans- 
ferred to firm’s headquarters, New 
Britain, Conn. 
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TURQUOISE | 
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in modern, colorful pantry- 
ware, there has never been 
anything to match the 
sweeping popularity of this 
newest Masterware pastel- 
tint Turquoise, sparked with 
the fine quality accents of 
gleaming chrome! 


Increase your dollar 
income and profit 


by featuring this spectacular 
combination. Order today! 
All models also available 
in White, Red, Yellow and 
Pink . . . as well as 


ALL-CHROME 


SX-14-CE 
SANETTE WAXED BAGS 


More and more the preference of housewives. Contain 50% 
more wax than imitations. Sample bag in every Sanette. 
In handy 50 bag dispenser packages. 
$B-3-50 
for 10 to 14 qt. cans 


$B-5-50 
for 15 to 20 qt. cans 


MASTER METAL PRODUCTS, 
P.O. Box 95 * 


INC. 
Buffalo 5, N.Y. 


8S. PAT. OFF. 
For Details Circle 86 on INQUIRY CARD 





COPYRIGHT 1956 MASTER METAL PRODUCTS, INC. 
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LARGER L. A. QUARTERS FOR 
RYLOCK 


LOS ANGELES OPERATION of Ry- 
lock Company, Ltd., San Leandro, 
Calif.. manufacturer of aluminum 
window screens and screen doors, has 
been moved to larger quarters. Carl 
Sage, who will continue to head-up the 
enlarged sales force, stands in front 
of entrance at 1922 South Santa Fe 
Avenue, which houses the sales force 
and warehouse. 


Chown Closes One of Two 
Portiand Stores 


The Chown Hardware Company at 
521 SW 4th Avenue, Portland will 
close its doors at the end of 1955 ad- 
vises D. B. Chown. 

Shown has been in the retail field in 
the downtown Portland shopping area 
for more than 75 years. The store, 
founded by F. R. Chown, father of the 
present owner, was started on Ist 
Avenue, then moved to 4th Avenue 
where it has been for the past 30 
years. 

In 1948 the firm opened an indus- 
trial store at NW 16th Avenue and 
Flanders Street. All operations now 
will be consolidated at the 16th Street 
store, handling all items with the ex- 
ception of sporting goods. 


Morgan Named for Fresno 


Appointment of George B. Mor- 
gan as Fresno branch manager for 
Drake Steel Supply Co., has been an- 
nounced. Drake Steel maintains ware- 
houses in Los Angeles, Fresno and 
San Diego, and has offices in Bakers- 
field, Modesto, Stockton and Sacra- 
mento. 


G. E. Names S. M. 


W. Rex Becker has been named 
sales manager, consumer products at 
Providence, R. I. He will handle the 
sales responsibilities for wiring device 
products which are sold to consumers 
through retail outlets. He has been 
with General Electric since 1937. 
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Bing 
Makes 
Dealer 
Paint 
Survey 


Bing 
Crosby 





In early September, 1955, a new 
approach to research in the paint in- 
dustry was made throughout the 
West Coast area by the Crosby Re- 
search Institute, Hollywood, Califor- 
nia. Questionnaires were sent to 
nearly seven thousand paint dealers 
to ascertain their likes and dislikes in 
the pricing, merchandising and sales 
policies of the paint industry. 

The questionnaire was accompanied 
by a letter signed by Bing Crosby. 
The response was reported to be more 
than anticipated. 

In regard to the question about 
preference of interior wall paints, the 
replies were almost even for enamel 
and latex emulsion. 

In answer to a question dealing 
with the retail price range, the aver- 
age of the answers ranged from $4.47 
per gallon to $7.68 per gallon. 

Preference was shown for televi- 
sion spots, newspaper and direct mail 
as the three most favored advertising 
aids. 

Those dealers who replied to this 
survey will receive complete, detailed 
summation of the questionnaires, ac- 
cording to officials of the Crosby In- 
stitute. 


New 
Marshall- 
Wells 
Vice 
President 


Arthur C. 
Nodine 


Arthur C. Nodine, formerly mer- 
chandise manager of Gimbel’s, New 
York, has been named vice-president 
and general merchandise manager for 
the United States branch operation of 
Marshall-Wells Company. 


Clemson Names Western Rep. 


Arthur C. Gregr has been appointed 
sales representative of Clemson Bros., 
Inc. of Middletown, N. Y., covering 
California, Oregon and Washington. 
Mr. Gregr’s headquarters will be lo- 
cated at 1229 W. Casad Avenue, West 
Covina, California. 
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Will 
Direct 
Nappe- 
Smith 
Sales 


Irving 
Chernow 


Irving Chernow has joined Nappe- 
Smith Manufacturing Company, 
Farmingdale, N. J., manufacturers of 
the Thermo-Keep and Nappy insul- 
ated bag line, as vice president in 
charge of sales. Prior to joining the 
firm, Mr. Chernow had been general 
sales manager of Hamilton Metal 
Product Company. 


New Office for Ray-O-Lite 


A new Western division office of 
the Ray-O-Lite Corporation of Amer- 
ica has been opened at 10824 Fawcett 
Street, El Monte, California. Robert 
J. Considine has been named manager 
of the division. The firm is a fabri- 
cator of fiberglas awnings and fiber- 
glas specialties. 


W & B STONE CO. ASSEMBLES 





Joins 
Landers, 
Frary & 
Clark 
in Sales 


Arnold W. 
Bahder 





Arnold W. Bahder has been ap- 
pointed sales development manager of 
the electric housewares division of 
Landers, Frary & Clark. For the past 
10 years, he has been with the Silex 
Co., of Hartford, most recently as 
manager of domestic sales and mer- 
chandising. 


Skil Names Sales V.P. 


William K. Downey has been ap- 
pointed vice president in charge of 
sales for Skil Corporation, manufac- 
turers of portable electric and pneu- 
matic power tools. In his new post 
Mr. Downey replaces Paul Watts, who 
has been transferred to the Skil 
branch office in San Francisco as 
branch manager. 


HARDWARE WEEK SPECIALS 





PARTICIPATING IN HARDWARE WEEK SPECIALS AGAIN, the W & B 
Stone Company, San Francisco manufacturers representatives firm, has as- 
sembled a group of specials offered by factories they represent for this display 
in their space in San Francisco’s Western Merchandise Mart. Walter Stone 
points to some of the catalog sheets which have been incorporated in a folder 
of “Promotions by W & B Stone” for jobber use. 
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A. Tt: 
Henkell 


Appointment of A. T. Henkell as 
manager of the Hardware Sales Di- 
vision, The Gates Rubber Company, 
was announced recently by Charles 
Koroski, vice president in charge of 
sales. 

Mr. Henkell has been with The 
Gates Rubber Company for 16 years, 
serving as assistant hardware sales 
manager since 1951. He is secretary- 
treasurer of the Hardware Implement 
and Paint Club of Colorado. 


Bowen Named Northwest Rep. 


Ralph Bowen has been appointed 
Northwest regional representative for 
Russell & Erwin division of the Amer- 
ican Hardware Corp., New Britain, 
Conn. Mr. Bowen was formerly with 
Chown Hardware, Portland, for the 
past five years. 








THREE WESTERN SALES REPRESENTATIVES take time out during a 
recent sales meeting of the Parker Sweeper Co., to preview firm’s restyled 
and redesigned line of Parker lawn sweepers. Looking on (left to right) are: 
Richard H. May, Seattle; James G. Austin, Albuquerque; R. W. Parker, firm’s 
general manager; and M. F. Huseby, Los Angeles. 


Sterling Names Kalahar He was formerly regional 


Sterling Hardware Mfg. Co. of Chi- 


manager. 
sales manager of McKinney Mfg. Co., 
sales manager of Hull Mfg. Co. and 


cago, manufacturers of Sterling slid- 
ing door hardware, announces the ap- 
pointment of Tom L. Kalahar as sales 


district manager of United States 
Rubber Co. 
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low-priced, lightweight, durable. 


bearings, puncture-proof tire. 
priced right . . . and it sells! 


JUMBO 
BARROW 


£3 


2-IN-1 
SPREADER-CA 





Ace is the most wanted barrow by ™ eS 
dealers because it is most wanted by con- a ~~ [ 
sumers. Ace is the barrow with all the features: ' 

New handles give \ ! 
better balance and full support to tray bottom. Edges are N 
rolled for greater strength. Wheel has self-lubricating iw if 
Ace is designed right, \ : 


THE JACKSON LINE IS THE PROFIT LINE 











LAWN ROLLERS 


Most Wanted WHEELBARROW in Americal 
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GARDEN 
CART 
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Available through leading hardware distributors 


Na @yek 


Manufacturing Go, Harrisburg, Pa, 
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Joins 
Autoyre 
Sales 
Staff 





Robert B. 
McCarty 


Robert B. McCarty has been ap- 
by pointed to the West Coast sales force 
Ay of The Autoyre Company, and will 
represent the firm in the San Fran- 
cisco Bay area. For the past four 
years Mr. McCarty has been on the 
sales staff of the Nesco Company in 
the San Francisco territory. 


McIntosh Moved East 


Robert E. McIntosh, who has been 
manager of the Richmond, Calif., 
plant of the Armstrong Company, 
j manufacturers of glazing materials, 
caulking and sealing compounds, has 
been transferred to the company’s 
general offices in Chicago. In his new 
position his duties will include sales 
| promotion and distribution of new 
|| products as well as other promotiona! 
| sales work. 





* ‘33’ ’ 
PLASTIC 
GLAZING 

COMPOUND 


For Wood 
or Metal Sash 


* hawsreowe commit! 


enol 





“33” retains its life-giving oils, 
stays elastic and keeps the bond be- 
tween glass and sash permanently in- 
tact. It is not like ordinary glazing 
materials—it never loses its “‘life,”’ 
chip or crack, nor is the bond between 
sash and glass ever broken. ‘33’’ is 
highly efficient for patching nail holes 
and cracks before painting, setting 
plumbing fixtures, etc. 
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Erickson-Gruber 
Company Realigns 
Their Sales Operations 
In Northern California 
and Pacific Northwest 


J. T. Ericksen 


The Ericksen-Gruber Company, 
manufacturers’ representative, has 
announced the opening of offices in 
the Western Merchandise Mart, San 
Francisco. The firm, originally estab- 
lished in 1952 to give intensified cov- 
erage to the Pacific Northwest, added 
Northern California to its sales op- 
eration a few months ago. 


J. T. (Ted) Ericksen one of the 


founders, has transferred from Seattle 
to take charge of the sales operations 
in Northern California. His partner, 
M. J. (Jack) Gruber, Jr., will main- 
tain offices at 1633 N. W. 21st St., 
Portland, Ore. Regarding this realign- 
ment, the partners said, “The policy 
which we established was to offer 


Reby-on 


CAULKING 
i COMPOUND 


Inexpensive 
Home Protection 


““Rely-on” is a sure and inex- 
pensive way to eliminate drafts, 
dirt, insects, rust, rot, unsightly 
holes and cracks inside and out- 
side. It adheres to practically any 
surface—wood, brick, glass, stone, 
tile, cement, masonry or plaster. 
Does not dry out or become rock- 
hard and will not crack, chip or 
crumble—stays permanently elas- 
tic. Packed in cartridges and in 
bulk. 


THE ARMSTRONG COMPANY 


1001 EAST 103rd STREET, CHICAGO 28, ILLINOIS 
OTHER PLANTS: Detroit * Dallas * Richmond, Calif. * Charlotte, N. C. 
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Jack Gruber 


intensive representation, and the rea- 
son for transferring one of our prin- 
cipals to San Francisco was to make 
it possible to apply the same formula 
in Northern California.” 

The territory is not new to Mr. 
Ericksen, as he was in San Francisco 
for several years as regional manager 
of Nesco, Inc. Among the principal 
lines which will be represented in both 
markets are Cal-Dak and Nesco. 


Their program will be to concen- 
trate upon a few top flight lines. They 
are now in the process of adding more 
manpower and will augment their 
operation with more advertising and 
merchandising programs. 


ry 









_ KWIK-SEAL 


BATH TUB and 
TILE SEALER 


Dries Fast with Smooth, 
Satin-White Finish 


20 2 2) PR ELO RAE 


 meweene 
— 


Adheres to any surface: 
plaster, glass, tile, cement, wood, 
wallboard or metal. Compounded to 
withstand expansions and contrac- 
tions, dries quickly and takes paint 
beautifully, as soon as dry. Does not 
discolor adjacent materials, or chip, 
crack, or crumble with time. No un- 
pleasant odor, non-injurious to hands. 

Ideal for sealing around bath 
tubs, lavatories or kitchen sinks—for 
filling cracks and nail holes—for 
pointing joints in various types of 
plastic or metal tile. 








SEE YOUR JOBBER OR WRITE TO us 
DIRECT FOR ADDITIONAL INFORMATION 
ON ARMSTRONG PRODUCTS 
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DEALERS AND CONSUMERS will 
soon be seeing a lot of this official 
insignia recently adopted by the Steel 
Kitchen Cabinet Manufacturers Asso- 
ciation. The word “Steel” dominates 
the emblem, and edges of the triangle 
feature the industry’s slogan “Cab- 
inets of Steel for Lasting Appeal.” 
The emblem will be used by members 
on letterheads, sales promotion pieces 
and in magazine and newspaper ad- 
vertising. 


Moore Heads Division Sales 


Robert J. Moore, a native of Seattle, 
has been appointed sales manager, 
packaged products, for the air con- 
ditioning division, Westinghouse Elec- 
tric Corporation, Staunton, Va. He 
was previously district manager of 
majer appliances in the Los Angeles 
area, and formerly served the com- 
pany in various sales capacities in 
Seattle, Salt Lake City and San Fran- 


cisco. 


Ray Heads Steel Dept. 


Allison B. Ray has been named 
manager of the steel products de- 
partment of the Salt Lake Hardware 
Company. For the past three years 
Mr. Ray had been general sales man- 
ager of Gate City Steel Company, 
Boise, Idaho. Mr. Ray joined the 
hardware firm in connection with the 
construction of a new and expanded 
steel warehouse plant costing in ex- 
cess of $400,000. 


Hancock Names Hovnanian 


J. S. Hovnanian has been appointed 
national sales manager of the Han- 
cock Corporation, Philadelphia manu- 
facturers of Quickie Speedway self- 
squeezing household sponge mops. At 
the same time the firm announced an 
expanded distribution plan to provide 
for the fullest cooperation between 
the firm and its distributors. 


Havens Joins O.A. Sutton 


C. Douglas Havens has been ap- 
pointed sales manager for the Special 
Products Division of The O. A. Sutton 
Corporation, Wichita, Kans. He was 
formerly Northern Division sales 
manager for Dearborn Stove Com- 
pany, and has also been associated 
with Westinghouse as sales develop- 
ment manager at their Dallas branch. 





bCo\thanle)e)ol-)amat-t: 
FULLER money- making 
specials like this me 


4 
This fast-moving, profit 
“cash regis- 


producing 


ter companion” will sell 
itself! And it's typical of 
the specials Fuller offers 
month after month, year 
after year. Union Hdwe. 
ps & Metal Co. has it! Put 
: this in your Want Book 


now. 


Order from 


salesmen. 


a 


& 


4 


ry 


| | FULLER / TOOL COMPANY, 
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Armstrong Moves Plant 


C. D. Frobes, president of The 
Armstrong Company, manufacturer 
of compounds for glazing, caulking 
and sealing, recently announced that 
their branch plant at Richmond, 
Calif., has been moved to larger quar- 
ters at 10th Street and Hoffman 
Boulevard. 

The firm opened this branch in 1950 
to serve the Western states. The main 
office is in Chicago. 


Oregon Firm Buys 
Roto-Edger Business 


Earl L. Chadwick, long identified 
with the hardware and garden tool 
trade, has announced sale of his Roto- 
Edger rotary lawn shears business to 
the Oregon Saw Chain Corporation, 
Portland. At the same time it was an- 
nounced that Mr. Chadwick had been 
named sales manager of the newly 
established Roto-Edger division that 
will manufacture and sell the tool. 


Clark Promotes Samson 


The J. R. Clark Company appointed 
Phil Samson assistant sales manager, 
filling the position formerly held by 
C. Edw. Belanger, who was recently 
made vice president in charge of 
sales. 

Mr. Samson has been with the 
Clark Company approximately seven 
years serving as a district sales man- 
ager. 


Sylvania Plans L. A. Warehouse 


Sylvania Electric Products, Inc., 
has announced plans for a new 86,000- 
square-foot warehouse and sales office 
in Los Angeles to serve Southern Cal- 
ifornia and nearby Western states. 

Construction has already begun, and 
completion is scheduled for May 1, 
1956, according to Curtis A. Haines, 
vice president and Director of Facili- 
ties Planning for Sylvania. 


Toastmaster Ups Griffiths 


John E. Griffiths has been ap- 
pointed to the new post of merchan- 
dising manager for the Toastmaster 
Products Division, MeGraw Electric 
Company. Mr. Griffiths will be re- 
sponsible for developing sales promo- 
tion and product distribution pro- 
grams and the presentation of new 
products. 


Named Tape Div. S.M. 


Walter H. Bieringer, vice president 
and general sales manager of Plym- 
outh Rubber Company, Inc., Canton, 
Mass., has announced appointment of 
James Fenn to be sales manager of 
the Electrical Tape Division of the 
company. Mr. Fenn has been assis- 
tant sales manager for the past five 
years. 
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To Participate In Shows 


The Store Modernization Institute 
announced that in 1956 it will place 
information centers and exhibits in 
several of the important retail trade 
association conventions and shows 
held annually. Each exhibit will in- 
clude a miniature store, planned by 
a leading store designer, and a collec- 
tion of colored transparencies of re- 
cently modernized stores in that par- 


A SMALL TOKEN PRESENTED TO OUTGOING PRESIDENT Store Modernization Group 


| 








t la 
ticular retail trade. It will also dis- 
tribute the latest how-to literature 
and information on the subject to all 
’ » | association members. 


One of the first associations to 
avail themselves of the Store Mod- 
ernization Information Center and ex- 
hibits is the National Sporting Goods 
Convention and Show to be held Feb- 
ruary 5 to 9 in Chicago. 


Hardware Men 
To Meet In New Orleans 


2 iis i "i 4 The American Hardware Manufac- 
r turers Association and Southern 
MEMBERSHIP of the Denver Pot and Kettle Club as a token of their esteem Wholesale Hardware Association will 





presented their out-going president with a wrist watch. Making the presenta- meet in New Orleans April 15-19, 
tion are (left to right): F. J. Bennett, Aluminum Goods Manufacturing Com- 1956. Headquarters for both associa- 
pany, and in-coming president; H. H. Kueker, Hassco, Inc., receiving watch tions will be at the Hotel Roosevelt 
as out-going president; and M. R. Crockett, Corning Glass Works, club’s where all activities will be concen- 
regional vice president. trated. 


nae 


The all -pUrpose Pe BIE. OUTDOORS 
waterproofer ; 





SE ARN REM Aye MR 


that sells all-year-’round 


» THOMPSON’S WATER SEAL is constantly in 
demand by builder and home-owner alike — because 
TWS is a deep penetrating solution that really locks 
moisture out... that actually seals the pores of all 
porous materials! 


water bounces off like a rubber ball 





CHECK THESE IN-DEMAND ADVANTAGES: Preserves and maintains original surface and tex- 
Lasting protection for ture... leaves no film, residue or stain. Increases and 


| GNPAINTED OF PAINTID WOGR holds color depth ...mo patchy discoloration. 


Easy to Use: Dip, brus ay 7 
wwro4r Gs ET ECO asy Use: Dip, brush, spray or apply with roller. 

Economical: One gallon covers up to 400 sq. ft. 
Ie Eo BE To retail @ $1.55 Quart. $4.78 Gallon. Other sizes from 8 oz 


to 55 Gallons. Cash in on TWS— the all around bese seller 


I OT nf 
FABRIC MANY OTHERS Write Today for complete information! 


E. A. THOMPSON co. INC. WESTERN MERCHANDISE MART « SAN FRANCISCO 3, CALIFORNIA 
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SUPPLEX 


SPRAY-SOAKER 
not a sprinkler 


| 
An improved scientific method for deep wa- | 





tering foundation plantings, garden rows, etc. 





Sprays aerated water evenly... from end to 
end...in a narrow pattern. Will not rot, rust, 
or mildew...can be left in place all year 
‘round. Reattachable couplings. Flush-out 
end cap. 

Every house can use at least 150 ft. A must 
for your watering equipment department. 
See complete Supplex line on pages 18-19. 


EN does tr beat 


SUPPLEX COMPANY, Garwood, N. J. 


Division of American Hard Rubber Company 
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HICAGO Cc $COU 
Fy ed 


Roller 





TRIPLE TREAD 
WHEELS FOR TRIPLE WEAR 


When the outer tread wears off, there 
are still two case-hardened steel 
treads to skate on. Greater weight at 
the rim produces flywheel action for 
faster, easier skating. Oscillating 
trucks have built-in rubber cushions. 


Cross Outer Second Core 
Section Tread Tread Tread 








bt hates. 


4447 West Loke St.. Chicaao 24, Illinois 
For Details Circle 92 on INQUIRY CARD 
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EP APAG ADE AS thal oo eos aA aD 








Feb. 


Feb. 


Feb. 


Feb. 


Feb. 


Feb. 


Feb. 


Feb. 


Feb. 


Feb. 


Feb, 


Feb. 


Feb. 


5-7 


5-8 


5-9 


6-10 


6-17 


7-9 


11-15 


12-15 


19-21 


21-23 


26-28 


27-29 


March 1-2 


March 2-11 


March 4-7 


April 15-19 


July 9-13 


SCHEDULE OF CONVENTIONS AND SHOWS 


NORTH COAST RETAIL HARDWARE ASSOCIATION, 
Convention & Exhibit at Masonic Temple; headquarters, 
Hotel Heathman. (Martin Danko, Rt. 12, Box 109, Fife 
Square, Tacoma.) 


32ND WESTERN CHINA, GLASS, GIFT, JEWELRY, 
TOY, STATIONERY AND HOUSEWARES SHOW, at 
Civic Auditorium, Sheraton-Palace, St. Francis and Sir 
Francis Drake Hotels, and Western Merchandise Mart, 
San Francisco. (Kay Leber, West. Merch. Exhibitors 
Assn., 1355 Market St., San Francisco 3.) 


NATIONAL SPORTING GOODS CONVENTION AND 
SHOW, at Hotel Morrison, Chicago. (National Sporting 
Goods Assn., 716 N. Rush St., Chicago, Il.) 


WINTER MARKET, at Western Merchandise Mart, San 
Francisco. (A. Cameron Ball, Western Merchandise Mart, 
1355 Market St., San Francisco 3.) 


THE MERCHANDISE MART CHINA, GLASS & GIFT 
MARKET, at the Merchandise Mart, Chicago. 


15TH NATIONAL GARDEN SUPPLY TRADE SHOW, at 
Kings Bridge Armory, New York City. (Garden Supply 
Merchandiser, 1901 St. Paul St., Baltimore 18, Md.) 


PORTLAND GIFT SHOW, at Public Auditorium and 
Plaza Hotel, Portland, Ore. (Kay Leber, WMEA, 1355 
Market St., San Francisco 3.) 


CALIFORNIA RETAIL HARDWARE ASSOCIATION, 
convention & show at Fairmont Hotel, San Francisco. 
(Krueger B. Jacobsen, 1355 Market St., San Francisco 3.) 


PACIFIC NORTHWEST GIFT SHOW, at Civic Audi- 
torium, Olympic and New Washington Hotels, Seattle. 
(Kay Leber, WMEA, 1355 Market St., San Francisco 3.) 


34TH ANNUAL NORTHERN WHOLESALE HARD- 
WARE COMPANY CONVENTION AND SHOW. (North- 
ern Wholesale Hardware Company, 805 N.W. Glisan St., 
Portland 9, Ore.) 


PACIFIC SOUTHWEST HARDWARE ASSOCIATION, 
convention—Wilton Hotel; show—Municipal Auditorium, 
Long Beach, Calif. (Otto H. Grigg, Rm. 1120, 416 W. 8th 
St., Los Angeles 14.) 


SPOKANE GIFT SHOW, at Davenport Hotel, Spokane. 
(Kay Leber, WMEA, 1355 Market St., San Francisco 3.) 


ARIZONA HARDWARE COMPANY DEALER SHOW, 
at Phoenix headquarters. (Arizona Hardware Company, 47 
East Jackson Street, Phoenix, Arizona.) 


ARIZONA HARDWARE COMPANY DEALER SHOW, 
at new warehouse, Tucson, Arizona. (Arizona Hardware 
Company, 47 East Jackson Street, Phoenix, Arizona.) 


SAN FRANCISCO NATIONAL SPORTS & BOAT SHOW, 
at Civic Auditorium, San Francisco, Calif. (Produced by 
San Francisco National Sports & Boat Show, Inc. Thomas 
R. Rooney, 369 Pine St., San Francisco 4, Calif.) 


DENVER GIFT & JEWELRY SHOW, at Hotel Albany, 
Denver, Colo. (Allied Exhibitors, Inc., 3832 Wilshire Blvd., 
Los Angeles.) 


SOUTHERN HARDWARE CONVENTION, at Hotel 
Roosevelt, New Orleans. (Arthur L. Faubel, Sec., 342 
Madison Ave., New York 17, N. Y.) 


NATIONAL HOUSEWARES & HOME APPLIANCE 
SHOW, at Municipal Auditorium, Atlantic City, N. J. 
(National Housewares Association, 1140 Merchandise 
Mart, Chicago, III.) 
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Named 
to Toy 
Group 
Board 


Robert W. 
Muessel 


Robert W. Muessel, president of 
South Bend Toy Manufacturing Com- 
pany, has been elected to the board of 
directors of the National Toy Manu- 
facturers’ Association. Mr. Muessel, 
who has headed the South Bend Com- 
pany as president for the past four 
years, has been closely affiliated with 
the toy industry for the past 32 years. 


Libbey Glass Names Packard 
Manager L.A. Sales Branch 


Roy C. Packard has been appointed 
manager of branch sales at Los An- 
geles, Calif., for Libbey Glass, divi- 
sion of Owens-Illinois Glass Co. He 
sueceeds John V. Higgins, who was 
named Western regional sales man- 
ager for the division. Mr. Packard 
started with Owens-Illinois in 1937 as 
an office boy in the firm’s Toledo head- 
quarters. 





Extension 





For Your Profits Stock Our 
Extension and Wing Dividers 


W.M.E. Announce Show Dates 


The Western Merchandise Exhibi- 
tors Association have announced 
dates for their spring shows to be 
held on the West Coast. 

The 32nd China, Glass, Gift, Jew- 
elry, Toy, Stationery and Housewares 
show will be held in San Francisco, 
February 5-8, at the Civic Audito- 
rium, Sheraton-Palace, St. Francis 
and Sir Francis Drake Hotels and the 
Western Merchandise Mart. 

The Portland China, Glass, Gift, 
Jewelry, Stationery, Toy and House- 
wares Show will be held in Portland 
at the Public Auditorium and the 
Plaza Hotel, February 11-15. 

The Pacific Northwest China, Glass, 
Gift, Jewelry, Toy, Stationery and 
Housewares Show will be held in Se- 
attle, February 18-22 at the Civie Au- 
ditorium, Olympic and New Washing- 
ton Hotels. 

The Spokane Gift Show will be held 
at the Davenport Hotel, February 
26-28. 


Ore. Hardware Club Elects 


James G. Tice of Tice Hardware 
Manufacturing Company, Portland, 
was elected chairman of the Builders’ 
Hardware Club of Oregon on Decem- 
ber 20. William Schmieding of 
Eugene was named vice chairman; 
Jerry Simms, Portland, secretary, and 
James Yokum, Portland, treasurer. 





Single Leg 





No. 104 


One Moveable Stee! Point 
Furnished in Sizes— 6 








Th Mh % 
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ACTIVITIES of the Salt Lake City 
Pot and Kettle Club during the cur- 
rent year will be in the hands of 
these four gentlemen. Seated (left 
to right) are: Joe Thalman, factory 
representative—Ist vice president and 
Leo Brunswick, Sundries Supply Com- 
pany—treasurer. Standing (left to 
right) are: Bob Wright, Medill Sales 
Company — Corresponding secretary, 
and Jerry Lobb, the Paris Company 
—President. 


more and more dealers are saying 


“Let’s handle 





® 


















Wot. Per Doz. Lbs. 6% 
Extension 
Double Leg 
Also in 
No. 105 Square 
“ Corners 
Two Moveable Steel Points 
Furnished in Sizes— 6" 8" 10 
Wot. Per Doz. Lbs. ry ao 5% T% 
¢ Wing “The dependable line of hinges to 
Divid handle ’... that’s the trade’s way of 
a iviger | saying “We like to sell Griffin prod- 
No. 106 ucts.” Order from our full line of 


Furnished in Sizes— 
Wtg. Per Doz. Lbs. 


All Above Points Carefully Hardened and 
Springs Carefully Tempered, High Polish Finish 


GUARANTEED @ SINCE 


WILLIAM 


wrought steel butts — plus a com- 
plete line of shelf hardware~—in the 
selections you know your customers 
want. 


GRIFFIN" 


“since 1899” 
MANUFACTURING CO. ERIE, PA. 
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NEW VISIPAKS— 
Order by the carton 
of individual 
carded items. 





JOHNSON 


_ BRENNER AND KENT STREETS — NEWARK 3, N J 
For Details Circle 93 on INQUIRY CARD 
FEBRUARY 1956 123 


INC. 














OFFICERS of the Sliding Glass Door 
and Window Institute for 1956 were 
installed at a year-end membership 
meeting and dinner dance at the In- 
glewood Country Club, Inglewood, 
Calif. Herbert Shull, incoming presi- 
dent, is shown being congratulated 
by outgoing president Charles More- 
arty during installation ceremonies. 


Podhola Joins Johnson 


Robert K. Podhola has joined the 
factory sales staff of Johnson Motors, 
replacing Clarence D. Bugg, resigned, 
in the Northwest region. The terri- 
tory in Mr. Podhola’s territory is 
comprised of Alaska, Washington, 
Northern Oregon, Western Idaho and 
Western Montana. 


Pot & Kettlers Sponsor 
Luncheon at Chicago Show 


Bob Shellenbery, manager of the 
Appliance and Merchandising Division 
of the Saturday Evening Post, was the 
featured speaker at the Industry 
Luncheon sponsored by the Associated 
Fot and Kettle Clubs of America dur- 
ing the Housewares Show held in Chi- 
cago, January 19-26. James P. Stew- 
ard, Portland manufacturers repre- 
sentative and president of the Asso- 
ciated Clubs presided at the event 
held January 21, in the Sheraton 
Hotel. 


British Fair in Two Parts 


The 1956 British Industries Fair 
has been scheduled in two parts. The 
first will be held at Earls Court, 
London, February 22 through March 
2. Merchandise to be shown will in- 
clude toys, gifts, leather goods, pot- 
tery and other home goods. 

The second part of the Fair is 
scheduled for both London and Birm- 
ingham, England, April 23 through 
May 4. Hardware, heating equipment 
and industrial equipment will be 
shown at Birmingham while at the 
same time technical goods will be 
shown in London. 


C. F. and |. Announce Plans 


At a recent meeting of the board, 
the directors of the Colorado Fuel and 
Iron Corporation re-elected A. F. 
Franz as president and announced 
some improvement plans for various 
plants. 

At the Pueblo, Colorado seamless 
casing and tubing mill, new facilities 
will be installed to increase produc- 
tion of oil country tubular goods. Im- 
provements and additions will also be 
made to the open hearth shop at 
Pueblo which will increase ingot ca- 
pacity by about 15 percent. 


Names Calif. Representatives 


Two men have been appointed man- 
ufacturer’s representatives in Cali- 
fornia by The Branchell Company, 
producers of Color-Flyte and Royale 
Melmac dinnerware. 

Herbert Blaine, operating out of 
Los Angeles, will cover Southern 
Calif., and Bert Greenberg will cover 
the northern section of the state. 


Berns Names L. A. Rep. 


Al Berger of the Agencies Com- 
pany, Los Angeles, has been ap- 
pointed as sales representative for 
Los Angeles and the surrounding area 
by Berns Mfg. Corp., Chicago, makers 
of Berns Air King fans and ventilat- 
ing equipment. 





GOOD LOOKS HELP SELL ‘EM 
—QUALITY KEEPS ‘EM SOLD! 


XCELITE CHROME PLATED SUPEREAM- 
ERS have gleaming "showcase" beauty 
for your displays — plus chrome-hard 
cutting edges that stay sharp—plus big 
3/16"" to %"' reaming capacity for 
wood, plastics, sheet metal. No cus- 








— 
ee 





El Camino Brand—1-900 
SISAL TWINE 


@ ALL CELLOPHANE WRAPPED 

@ TENSIL STRENGTH OF 57 
POUNDS 

@ NOT OILED — ABSOLUTELY 
STAINLESS 

@ ALL PURPOSE TWINE — 1001 
USES FOR HOME, GARDEN & 
INDUSTRY 

@ SMOOTH—PLIABLE. KIND TO 
YOUR HANDS 

@ MIGHTY MIDGET OF THE 
SISAL FAMILY 





—PUT UPS— 


1 LB. BALLS: Approx. 100 Ib. bales. 10 balls per package. 10 
packages per bale. 


V2 LB. BALLS: Approx. 100 Ib. bales. 12 balls per package. 18 | 
packages per bale. 


1/3 LB. BALLS: Approx. 100 Ib. bales. 12 balls per package. 25 
packages per bale. 


tomer will want to be without one of 
these husky SUPEREAMERS. Stock ‘em 
—display ‘em—and see! 


No. 38 chrome plated reamer fixed 
in big I" x 4" Xcelite plastic 
handle. 


Place your orders now. * 
Win sales, profits and friends. 


WAREHOUSES—Sepulveda, Calif. — New Orleans, La. 
For further Information send for price and catalogue sheets. 


No. 99-38 detachable chrome plated 
reamer fits handle in the popular 
Xcelite 99 and 99 Junior kits. 


Write for literature 
and prices 


XCELITE INCORPORATED , 
Sane Park, prigintl 
ot 


New York 
LOOK TO XcELITe) 
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We solicit inquiries on all types of sisal twines. 
For quality and price—write 


A PRODUCT OF 


MISSION CORDAGE CO. 
8928 Sepulveda Bivd., Sepulveda, Cal. 



























the PLUS PROFIT line! 


There’s scarcely a home upkeep job where you can’t suggest a JASCO 








abl 


Home Maintenance 
Aids 


» item and get an EXTRA SALE!! Consistently promoted, handsomely 
im packaged... Every JASCO product is backed by a double money back 
4 guarantee — which adds up to greater turnover, higher profits and  f 


less sales effort for you. 
















Your Jobber 


or write: 


im | Jay S. Conley & Co. 


Hy Ask 
wu 














im Jn'§ CORLEY & C0 
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B UP Sales and Profits § 
LISTO writes 


in Tinware with 
“wer on everything! nationally advertised 


MOULI LINE 


THE MOST PROMOTED 
PRODUCT IN THE 
COUNTRY! 








Makes a 
clear, bold mark 












on any surface 
GLASS! 
METAL! 
PLASTIC! 






KING SIZE 
SALAD MAKER 
eeris im | SLICES * CHOPS + SHREDS » GRATES 


6 COLORS Non-slip rubber tipped fold-away legs 
Black + Green . won't scratch . . . save space 


Red * jean | Individually packaged in $49 8 
Blue + Brown multi-color display carton RETAILS 


mas UY £4 


MANUFACTURING CORPORATIO 








Ask your wholesaler or write 


LISTO PENCIL CORPORATION @ ALAMEDA. CALIFORNIA 
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STORE IMPROVEMENT KIT 














Self-Compacting 

It contains a large graph sheet and scaled 

_8 modules, representing table and wall fix- GRASS CATCHER 
tures, along with many ideas and complete SO NEW—SO EFFICIENT — 
instructions for effecting changes in store IT SELLS ON SIGHT! 
layout, full modernization or step-by-step Grass cuttings are automatically thrown back from front of 
improvements. Our readers may procure catcher. Saves stooping; Eliminates danger to fingers; Permits 
this valuable kit for one dollar ($1.00). greater catcher capacity. 


FOR EXTRA PROFITS 


Stock and display them prominently. 
Every home owner a prospect. 


CAURCHER (J) KATCHER ) Manufacturing Company 


t 956 San Jose-Alviso Rd. © San Jose, Calif, 
For Details Circle 100 on INQUIRY CARD For Details Circle 101 on INQUIRY CARD 


FEBRUARY 1956 125 


Send money order or check today. 


HARDWARE WORLD SERVICE BUREAU 


1355 Market Street San Francisco 3 






































Be alert, be ready for the summer, 
get your IGLOO water coolers in 
stock now. 

IGLOO is stronger and lasts longer. 
Water tastes better from IGLOO be- 
cause its all-steel construction makes 
it easy to keep clean and sanitary. 


Prospects are not limited to any 
field sell farmers, construction work- 
ers, utilities and, in fact, any job 
where there are thirsty men. 


See your wholescier 


Drs 
CORPORATION 


P. O. DRAWER 9365 + HOUSTON 11, TEXAS 
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EXCEPTIONAL BUYS! 


in a limited number 


of fireplace Furnishings due to 
end unbalanced inventory! 





year- 


Polished Brass $ 
Frame Firescreen 
with Black Mesh 


only net 


SPECIAL! 


Polished Brass 
Woodbasket 


21% 


These are but two of the limited offerings 

ilable . . . including ensembles, curtain 
screens, folding screens, andirons, firesets, 
accessories. 


ALL PRICED for PROMOTIONAL OFFERINGS! 


Write for complete information... 
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BORROWED STORE MODEL, dressed in barbecue apron and cook’s hat goes 
to work pulling customers into the outdoor living section of Yosemite Builders 


Supply Co., Merced, California. 


MODEL DOUBLES SALES 


T YOSEMITE Builders Sup- 
ply, Merced, California, there 

has long been a backyard de- 
partment with a complete line 
of outdoor cooking hardware 
and barbecue equipment. Sales 
were steady but slow. 

Jack Gibson, sales manager, 
decided to try a display stunt to 
bring more traffic to the depart- 
ment and up sales. He bor- 
rowed a clothing store model, 
dressed him in a barbecue apron 
and cook’s hat and gave him a 
job at one of the mobile outdoor 
grills. 

Result: People became inter- 
ested in the department. There 
was lots of sidewalk traffic past 
the window. And—sales began 
to increase. Traffic from other 
parts of the store to the barbe- 
cue display doubled overnight. 

“The model did the job for 
us,” Jack Gibson says. “We in- 
tend to use models in other de- 
partments. They pay off.” 








SOG ut. 0. 


4865 San Fernando Rd. West, Los Angeles 39, Calif. 


YOu'LL FIND 
The Handy Inquiry Card 
Between Pages 98-99 








WATERFEEDER 


Model 954. Applicator for cart- 
ridge type fertilizers. Attaches 
easily to faucet or hose. Use any 
watering device. Fertilize while 
you water. $1.99. 


WATERSPIKE 


Amazing model 553 A 
—2 way watering de- Sy 
vice. Waters over- Cea s 
head or flip valve for » 
sub-surface irri- 

gatior directly to 

roots. $4.90 ea. 





SQUARESPRAY 


Famous model 433. 

It gets the 

corners. Hookup in tandem or use to 
. , fertilize while you water. $2.95. 


WATERFEED 


Water soluble 
‘ cartridge type 
| fertilizer. 2 for- 
7 mulas,15-5-5 
! and 15-40-10. No 
) lawn burn. Box 
of 20 cartridges 
$1.00. 


PROEN 


Pr0en] yeoDUCTS CO. 


9th & GRAYSON « BERKELEY 10+ CALIFORNIA 
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ciated Clubs. 





A STANFORD UNIVERSITY STUDENT, Lawrence Prescott Sargent, was 
the recipient of the Associated Pot and Kettle Clubs of America Wilbur S. 
McCune Scholarship Award for 1956. The student was selected this year 
by the San Francisco Pot and Kettle Club, and the five hundred award was 
presented by the San Francisco club on behalf of the Associated club. 
ticipating in award ceremonies (left to right) are: Max Fisher, president of 
the San Francisco club; William G. Craig, Stanford’s dean of men; Lawrence 
Sargent; and Dave Bartelme, a member of the Supreme Council of the Asso- 


Starline Names Sales V.P. 

Wilbur Higgins, Jr., formerly secre- 
tary and sales manager of Starline, 
Inc., has been elected vice president 
in charge of sales. His duties as sec- 
retary have been transferred to N. 
B. Hunt, who was named secretary- 
treasurer. 


Announces Distributor Changes 


The following distribution changes 
have been announced by Whirlpool- 
Seeger Corp.: In San Francisco the 
Leo J. Meyberg Co. replaces H. R. 
Basford Co. In Seattle Fidelity Elec- 
tric Co. replaces Whirlpool North- 
western Co., and in Portland North 
Pacific Supply Co. replaces Electrical 
Distributing, Inc. 

At the same time it was announced 
that firm’s Western regional office 
would be located in the Equitable 
Building, 6253 Hollywood Blvd., Hol- 
lywood. 





Par- 





Waterless 


HAND CLEANER 


The ideal cleaner for 

y mechanic, plumber. 
service station operator, 
factory worker 


1, 2 and 4%4 LB. CANS 
Ask Your Wholesaler! 


Contains LANOLIN! 


Quickly removes 
grease and oil — 
prevents chapping. 

Radiator Specialty Co. GS 

Charlotte, N. C. 











more 


ACCO 


products 


AMERICAN CHAINS 


for Farms, Homes, Industry 
and Transportation 








r 





for Steady Profits all year ’round— 
Buy AMERICAN 


Display AMERICAN — 


in this sales-making Stand 


co Sell AMERICAN 


order from your AMERICAN CHAIN wholesaler 






American Chain Division 


AMERICAN CHAIN & CABLE 
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Get Ready For 
SELF-SERVICE 


To get the full advantage out of a self-service type of 
operation, layouts, fixtures, and special departmental 
arrangements are necessary. 

OUR STORE IMPROVEMENT KIT. . . 

will help you to achieve the kind of set-up you want 
when you change over to self-service. 

It contains a large graph sheet and scaled modules, rep- 
resenting table and wall fixtures, along with many ideas 
and complete instructions for effecting changes in store 
layout, full modernization or step-by-step improvements. 
Our readers may procure this valuable kit for one dollar 
($1.00). 

Just circle the Inquiry Number (Appearing below this 
ad) on one of the Reader Service Cards between pages 
64 and 65 and you will receive the kit and invoice 
promptly. 


HARDWARE WORLD SERVICE BUREAU 
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POPULAR SCIENCE 

POPULAR MECHANICS 
and leading 

FARM MAGAZINES 

coast to coast! 

10 MILLION ADS 


a month! 


Loosens Rusted 


nuts... screws... ports 


3 Ox. Can 30¢ list 


(12 to Display carton) 


Radiator Specialty Co. f 
Chorlotte, N. C. 


<< 7% Bg 
TP, 





self SILVER LAKE 


| 
| 
} 







aos a > IMPULSE 
wis 2 APPEAL 
© 4k FASTER 
TURNOVER 





| GARDEN 
| Clothes 
| Line 





















. Sat 5 
= on res, 2 Sy > wie ce tee ee Te i af > + ot 
Se ae “re ae 
SILVE LAKE ¢o. 
Representatives: 


Los Angeles: Smith Sales Co., 124 W. 4th St. 
San Francisco: Smith Sales Co., 1651 Market St. 
Seattle: Hughson and Merton, Colman Building 


BOSTON 10, MASS. Established 1858 
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BASKET 
BROILERS 


Leading 
Profit 


Wi line 
. fr wire broilers- 


° Basket style, 
style. 


@ Fourteen — 
populor sizes. 


ent 





Your wholesaler has Androck 
Broilers in stock. 


THE WASHBURN COMPANY 
Worcester, Mass. @ Rockford, Ill. 
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INDEX TO ADVERTISERS 





(This index is published as a convenience and not as a part of the advertising contract. Every 
care is taken to index correctly and no allowance will be made for errors or failure to insert) 





Note: Figures in parenthesis () refer 
to Inquiry Card Number which can be 
circled on inquiry card on page 96 
when desiring further information 
about advertisement. 


A 
American Chain & Cable Co. 
American Floor Surfacing Machine Co... 
American Pad & Textile Co. 
American Push Broom & Brush Co. 
American Steel & Wire Co. ...... 2, 7, 24, 87 
Animal Trap Co. of America 
The Armstrong Co. 


Bardmatic Corporation 

Bethlehem Pacific Coast Steel Corp. 
Bettis Corporation 

H. Boker & Co., Inc. 

Bommer Spring Hinge Co. 

Boonton Molding Co, 


Camillus Cutlery Company 
Campbell-Chain Company 
Champion DeArment Tool Co. (2).Second Cover 
Chicago Roller Skate Co. 
COR Ree, DG ein cs ce vcévcedsusnt 4, 77 
Cleveland Mills Co. 
Wm. K. Cochran 
The Coleman Co., Ine. 
Colorado Fuel & Iron Corp., Coburn Div. 
Colorado Fuel & Iron Corp., Western Div. 
Colt’s Patent Fire Arms Co. 
Columbia-Geneva Steel, Div. 
Corp. 
Columbian Cutlery Co. 
Jay Mi Tee & Ge. oc Kn hve hadcdeae kan 
Continental Scale Corp. 
Corning Glass Works (27) 
Crescent Tool Co. 


Henry Disston Div., 
Inc. 


Evans Rule Co. 
The Everedy Co. 


F & N Lawn Mower Co. 
Fuller Tool Co. 


Gardex Incorporated 

General Metalware Co. 

General Steel Warehouse Co., 

Geyer Manufacturing Co. 

B. F. Gladding Co., Ine. 

Globe Union, Ine. 

The Gilbert & Bennett Mfg. Co. 

Great Neck Saw Manufacturers, Inc..... 
Greenlee Tool Co. ...... jevave onvseseeee 
Griffin Manufacturing Co. 


H 
Hayes Spray Gun Co. 
Hemp and Co., Ine. 
Hyde Manufacturing Co. 

I 
Irwin Auger Bit Co. (1) 

J 


Jackson Manufacturing Co. 
Wm. Johnson, Inc. 


Kircher-Katcher Distributors 
Mathias Klein & Sons 
Knape & Vogt Mfg. Co. .... 





L 


Landers Frary & Clark, Dazey Div. 
Landers Frary & Clark, Universal Div. .. 
Lewis Bolt & Nut Co. 

Lewis Engineering & Mfg Co. 
Libbey-Owens-Ford Glass Co. 

Listo Pencil Corp. 


Marshalltown Trowel Co. 
Master Metal Products Co. 
Robert E. Miller & Co., Inc. ............ 
Millers Falls Co. 
Mission Cordage Co. 
Montague-Ocean City Rod & Reel Co. ... 
Morck Brush Division 
Mouli Manufacturing Co. 
N 
National Screw & Mfg. Co. 
L. R. Nelson Manufacturing Co, 
New York Wire Cloth Co. (52) 
Nicholson File Company 


0 
Ocean City Rod & Reel Co. .............. 
O’Cedar Corporation 
Ox Fibre Brush Co., Ine. 


P 


Parker Sweeper Company 

Pioneer Manufacturing Co. 

Plastic Woven Products, Inc. 

Fayette R Plumb, Ine. (114) ....Third Cover 
Plymouth Cordage Co. .........0--000- 50, 51 
Proen Products, Ine. 


Radiator Specialty Co. 

Red Devil Tools (3) 

Redi-Bolt, Inc. 

Resinite Sales Corp. (13) 

Reynolds Metals Co. 

Russell, Burdsall & Ward Bolt & Nut Co. 


s 
Sandvik Saw & Tool Corp., Sandvik Steel 
Div. 
Security Royal Dutch Paint Mfg. Co. ... 
H. B. Sherman Manufacturing Co. 
Silver Lake Co. 
South Bend Toy Mfg. Co. 
Southern Screw Co. 
Star Expansion Fasteners 
Strataflo Products, Inc. 
Supplex Corp. (15) 


True-Temper Corp. 

Tubbs Cordage Co. 

Turpentine & Rosin Factors, Inc. 

U 

United States Steel Corp., Subsidiaries 
American Steel & Wire Co. ..2, 7, 24, 87 
Columbia-Geneva Steel Div. 7 
U. S. Steel Products Div., Boyco 
U. S. Steel Corp., Cyclone Fence .... 

Upson Brothers, Inc. . 

Utica Drop Forge & Tool Co. 


Vv 
Victor Saw Works ......... ake waden wate 108 
Ww 


Warp Brothers, Flex-O-Glass (115) 
Back Cover 

The Washburn Company 
J. H. Williams & Co. . 
Wilshire Manufacturing Co. 
Wire Specialties Co., c/o Keystone Steel 

& Wire Co. 
Wood Shovel & Tool Co. ...... a snvdende 


x 
Xcelite Incorporated ......... 
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EDGEMASTER 


#1! Fine Grass ..... $2.75 
Weight, 24 Ibs. 
#2 Reg. Grass ..... 3 


Weight, 2/2 Ibs. 
#3 Coarse Grass.... 3.50 , 
Weight, 3'/2 Ibs. ee 
Self Sharpening fee 


PLATFORM: Pictiorm 13" x 27". Full 

TOY TRAILER | floating axles. Wheels 5" 

“24 dia. Tread |". All welded 

% joints. Idie wheel to pre- 

vent marring floor and 

moving rugs under the 
front of platform. 







Finished in red and green. 
Shipped KD. Weight 10 Ibs. 


 —- aa $7.50 

Plate washers boxed @ 25¢ 

Size, Thickness, No. to a box. 
Bolt Hole .030 .060 105 
1/4" 5/16" 250 150 100 
5/16 3/8 200 100 75 
3/8 7/16 150 75 60 
7/16 1/2 100 60 Ad 
1/2 7/16 75 40 30 
7/16 5/8 50 30 20 


Box 2"x2"x4" 25 Boxes to carton. 25 Ibs. 
Assorted sizes to carton if desired. 


Manufactured By 


DOGHRAN 


FOWLER CALIF. 
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Stock Paster Self ing f satan 1876 


and 





Economical 





Proven in 
Use 


Tandrotine 


THINNER 








High Flash 
Point 








Slow Drying— - 
Long Leveling <i 


Pleasant =: 


Odor 3 fi A " 


‘Ge 
“—Tandroti amine 


yw TORS, INC. 







“OMe vacreny vag saveeee 





TURPENTINE & ROSIN FACTORS, INC. 


SAVANNOY GEORGIA 


pS A> Gals., Qts., Pts., Hf-Pts. 
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BOTH OF YOU WILL LIKE 
y BOLTS 


AND 


NUTS 





Both you and your customers will be pleased with the 
exceptional package and the quality product. 

First because Lewis bolts and nuts are precision built, 
threaded to spinning fit, work better—look better— 
are better. 


Second because the tough colorful carton quickly 
identifies the size and type and “comes up clean and 
bright" even under rough treatment. 


Handling and selling the Lewis line is a pleasure. Ask 
us for details. 


“6 BOLT & NUT CO. 
504 Malcolm Ave. S.E. 





MINNEAPOLIS, MINNESOTA 
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“</ BOMMER 
isin 


= 


# 4000 4, 


New style horizontal spring pivot. 
Ideal for hollow metal doors. 


Write today for complete Bommer 
catalogs of HINGES and MAIL BOXES 





BOMMER SPRING HINGE CO. INC. 
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FOR § 


SALES 
Producing Hardware, Steel and 
Industrial Catalogs 
Call 
Western Catalog Service 

(Established in 1942) 
Catalog compilation and production 
letterpress or offset processes. Tam 
C. Gibbs, Publisher, 2010 Center 
Street, Berkeley 3, Calif. Phone— 

AShberry 3-2321 


INTERIOR DECORATION 
HOME STUDY 


Announcing new home study course 
in Interior Decoration. For profes- 
sional or personal use. Fine field for 
men and women. Practical basic train- 
ing. Approved supervised method. 
Low tuition. Easy payments. Free 
booklet. Chicago School of Interior 
Decoration, 835 Diversey Parkway, 
Dept. 5512, nee 14. 


POSITION WANTED 
Contract Builders Hardware Man. 
Estimator and Salesman would like 
position Western States. Address Box 
A-873, care HARDWARE WORLD, 
1355 Market St., San Francisco 3, 
Calif. 

SALES REPRESENTATIVES 
WANTED 

Imported tools, hardware, housewares, 
sporting goods to jobber and whole- 
sale trade. AAl company. Address 
Box A-876, care HARDWARE 
WORLD, 1355 Market St., San Fran- 
cisco 3, California. 





DOMES of SILENCE 










Furniture Rest — Pintle Type 





card 


Adjustable Rubber 















RUBBER CUSHIONED GLIDES 


* 


One _ on a 3-color 


12 cards in a Migs 
igen i 





Cushion Glide Bakelite Furniture Rest 
Monopoint Glide Bakelite Caster Cup e\ 
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Announcements in this section are inserted at the rate of ten 
cents per word, including address or box number, with a minimum 
charge of $2.00 per issue, payable in advance. Send copy to 1355 
Market Street, San Francisco 3, California. 








ITIES 


WANTED TO BUY 
General Merchandise or hardware 
store in farming or mining community 
in central or Southern California. To 
$25,000, no obsolete merchandise, must 
be two man store that can be pur- 


chased with substantial down pay- 
ment, balance monthly. Buyer has 
had 30 years’ General Merchandise 


and Hardware experience. Address 
Box A-875, care HARDWARE 
WORLD, 1355 Market Street, San 
Francisco 3, Calif. — 
LINE WANTED FOR OREGON- 
WASHINGTON TERRITORY 


Our Oregon-Washington district sales 
office needs an additional line, prefer- 
ably of Southern California manufac- 
ture. We are a West Coast Sales 
Organization (Manufacturers’ Repre- 
sentatives), selling bolts and mill steel 
to Hardware and Steel jobbers, and 
large metal fabricators. Established 
12 years, with experienced personnel. 
Can offer excellent entree to the trade, 
and complete and competent coverage 
of the territory. Write to Box A-877, 
care HARDWARE WORLD, 1355 
Market St, San Francisco 3, Calif. 


DISTRIBUTION 

ARE YOU GETTING SATISFAC- 
TORY DISTRIBUTION FOR YOUR 
PRODUCTS IN THE PACIFIC 
NORTHWEST? Well acquainted with 
Hdwe — Building Material — House- 
wares—Sporting Goods, Jobbers also 
larger Retailers. References and finan- 
cial statements upon request. Thos. L. 
Mosher, 8024 Mary Avenue, N.W., 
Seattle 7, Washington. 


IN MEMORIAM 





CHARLES L. MORSE 


Charles L. Morse, 64, vice president 
of Morse Hardware Company, Belling- 
ham, Washington wholesale hardware 
firm, died at his home in Bellingham 
October 28. Mr. Morse had spent his 
entire business career with the firm 
which was founded by his father in 
1884, 

He is survived by his widow, Mrs. 
Olive Morse, and two daughters, a 
brother, Cecil A. Morse of Belling- 
ham; and three half brothers, Robert 
I. Morse, of Summit, N. J.; William 
H. Morse of Pasadena, Calif.; and 
David C. Morse, Bellingham. 


FRANK X. FARRY 


Frank X. Farry, 72, Sunnyvale, Cal., 
hardware owner, died in a San Jose 
hospital, January 6. He had operated 
the Frank X. Farry Hardware in Sun- 
nyvale for the past 25 years, and be- 
fore that operated a general store in 
Sunnyvale. 

He was a graduate of Santa Clara 
University, where he starred in base- 
ball. He was one of Sunnyvale’s most 
active supporters and was active in 
civic affairs. 


RAYMOND H. COLLET 


Raymond H. Collet, 58, co-owner of 
Stearns Hardware and Implement 
store, Roseburg, Oregon, died Decem- 
ber 1 in a Roseburg hospital. A native 
of International Falls, Minn., Mr. 
Collet had lived in Roseburg 17 years. 











Ask your jobber. If he is not supplied, write 


ROBERT E. MILLER & CO., INC. 


35 PEARL ST., NEW YORK 4, N. Y. 
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FOR ALL WOOD AND METAL FURNITURE 















REGULAR GLIDES 
One set in a 


= boxes ina 
Sar" 


"% aya 














Rubber yoy 
Tubular Glide 
Upholstery Nail 
Rubber Adjustable Tubular 
Crutch Tip Spring Type 








HARDWARE WORLD 








Raya TTB: , PLY ID} INC, 
PHILADELPH fl he ¥ C | 
Hammers Hatchets 


Files Sledges Axes 


48371 JAMES STREET 


Philadelphia 37, Pa. 










ST. LOUIS 








TO MEMBERS OF THE HARDWARE INDUSTRY 





The year 1956 marks our 100th Anniversary as 
manufacturers of quality hand tools, 


As we enter our second Century we pause to 
express our sincere and heartfelt appreciation 
to you. We fully recognize that your confidence 
in us and your cooperation in the distribution of 
our products has been a major factor in the con- 
tinuous and successful operation of our business, 


We look forward with confidence and enthusiasm 
to sharing with you the growing opportunities and 
bright future which lie ahead, 

Cordially yours, 

FAYETTE R, PLUMB, INC, 


Chairman of the 
Board of Directors 


Quer a Ceniwry of Zuality — Since 1956 





FOR STORM DOORS, STORM 
WINDOWS & PORCH ENCLOSURES 


HOLDS IN HEAT—KEEPS OUT COLD 
PLASTIC 


SAVES UP TO 40% ON FUEL | 
THE 


LER’S CHOICE 
And Here's Why .. . a | 


EXPERT MANUFACTURING! Warp Bros. are the folks 


who pioneered in “DO-IT-YOURSELF” plastic 
Window Materials. They make their own 


plastic, do their own weaving and 
3" 36" 


processing ...all in their own modern plants. 
in 28 : * 
Now " widths * ' ’ : ’ 
and 48 WEATHER TESTED! Every one of Warp’s Window 
Materials must pass the most severe weather 
exposure tests at Warp’s own testing stations 


from coast to coast. That’s why they always give 
positive, long-lasting protection against 


” in 

« GC i 
Ltr a 

cold, wind, rain, sleet, and snow. > 


I Make More Mon 
SATISFACTION GUARANTEED! Dealers like to handle 


Warp’s Window Materials because it is an ~ 
established line that is fully guaranteed. Warp Bros. © 
; | x stand back of every yard they make and to prove it 
CHEAPER a ee : 
THAN © | ; 


ey Handi 
Warp s Windo "9 
the name “Warp’s” is branded along the edge. 
GLASS 


W Materigls"’ 
; ‘ ; tising Pr 
PRICED RIGHT! Warp’s Window Materials carry a - p's Adver 
aes 50% mark-up, allowing dealers a full profit margin. Al . a 
. ; . prices are nationally advertised. There’s a Warp’s 
LASTS FOR : Window Material for every purse and purpose. 


ascii” "7° ee a 
POWERFUL ADVERTISING! Warp’s timely, “DO-IT-YOUR- 

SELF”’ ads, as well as Radio and Television programs, tell 
: folks just how easy it is to make their own low-cost storm 
4 _- 3 doors, on Seren, - porch enclosures. 
A - ae Appearing throughout the 

PLAST-O-MaAT pean | tees 
Plastic Floor Runner $F 


fj 

eak selling 5 O O mark-up) 

season, this advertising will help dealers 
CLOSE MORE SALES! H 


—— 


All 36” Wide 


Prevents 
"Track-in” Mess 


Protects Carpets from 
Weather and Wear 





Carried by Reliable Hardware Jobbers 


“WORLD’S LARGEST PRODUCERS OF TOP QUALITY | 
PLASTIC WINDOW MATERIALS—ESTABLISHED 1924” ‘ 


